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Exclusive Features That Increase Sales 


Porcelain Enamel Tub - - - - 
No Pumps — No Stuffing Boxes - 
Dryer Chamber Instead of Wringer 
Write or Wire for Details Relative 
to Franchise In Your Territory + < 


DOMESTIC APPLIANCE COMPANY, INC. 
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Exclusive California Distributors 








Octc 








In General 
RS 


and in Detail 

















\ 


\ 
\ \ 
ahs \\ : 


Ve 

me \A\ 

ee AN \ 

oe ae 
\ 










\ 


\ 


vari 


+} 







} 
ee 


I os 
Se arr rah 
“eat y 


‘ , 

e/ 

5 fe 
é 


J 


vate: 
ay: 

* ~ ; | 
ae fe i 


3 


. 
tw 
eee ° 


| 


P 
St 


AAA 
ae aie 


e 








This pipe structure Switching Station, an 
interesting example of design providing for 
future growth, is equipped with Elpeco S. P. 
Disconnects insulated for 23,000 volts operat- 
ing at 13,000 volts. 


A transfer bus for connecting these two lines 
permits the inspection of either line switch. 


This public utility company has several sta- 
tions built of the same design, as experience 
shows the usefulness of present arrangement. 
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For Motor Starting Service 


Showing laminated 
brush protected by 
heavy duty motor 


service arcing 


contacts. 


The Condit Type E-17 is a special double 
throw oil circuit breaker having two out- 
standing advantages for motor starting service. 


1. A reliable type of interlock with rugged 


face plates and handles. 
2. Heavy duty contacts. 


The same strong construction as used on 
Tandem arrangements for motor service. 


Condit Motor Starting Circuit Breakers will 
stand the gaff! 


V/Jetta 
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ELECTRICAL WEST 


2500 volts, 
capacity, 





SPECIFICATIONS: 300 amperes or less, 
Estimated interrupting 
2700 amperes at 2500 


CONDIT ELECTRICAL MFG. CORP. 


Manufacturers of Electrical Protective Devices 


BOSTON, MASS. 


Represented by THE H. B. SQUIRES CO. 
San Francisco 


Le 


Los Angeles 















aera ee aa RASA TOIT ITI 


ARIE Cen ON PRN om 


























Every feature of 
Robbins & Myers 
motors means added 
years of service from 
their over-size bronze 
bearings to the “air- 
breathing” system of 
cooling. 


They may be had 
in sizes up to 75 H.P. 





Type “R A” Single- 
phase Repulsion- 
Induction Motor. 
Available in Ratings _—__—_—— 
from 4 to 74 H. P. 
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Robbins 


















Encyclopedia o 


Attachment. The last named comprises portable 
unit fitting into the stationary wash tuo and its 


manufacturers, with 110 illustrations—che most operating principle may be one of the aforemen. 


hensive record of electric clothes washers 





ever published As far as possible all essential aun wie — bes 
*| ‘ifieations, ee e une o 
ee ane ee ed metddaliin as Ge an possible, for 
The item “Type” refers to the operating principle the sake of expediency Exceptions to this rule are 
While the manufacturers of clothes washers some.  ™#4* in the case of the so-called “Agitator” and 
times use other and special designations for com. “Gyrator” types, both of which follow closely the 
bination and special types, there are, broadiy con- _40lly principle, but use @ metal dise mechaniam of 
sidered, six distinct types listed as follows Dolly, special design. 
Rotary Cylir *seill *b, Oscillating Cylin- The item “Material of Tub” i used to denote the 
der, Vacu e 





nd Stationary Tub material of the clothes container 





(Te 
Almetal Mfg 
Ave 


‘1821 Manchester 
cecal Mig. Co, 


nein 
or Tie. 
Uv) 





Voltage 
Price —$136. Medel Ne. ry 
Trade Neme—"A BC Super Eleo- 
trie.” 
‘Type—Rotary Cylinder Medel No. 70 
+ 


Finish—Copper, Gray Enamel ané 
Polished Aluminum. 

Wringer— Reversible (Aluminam). 

Vottage—A- 


Today the cry is loudest for motor- 
driven household appliances. Competition 
and higher safety standards demand that 
the motor—the very heart of the appliance 
—hbe of the highest quality. 


Robbins & Myers have for many years 
been building motors with this in mind; as 
a result the keenest competition finds them 
more than holding their own. An R. & M. 
motor is the hall mark of a reliable appli- 
ance. 


THE ROBBINS & MYERS COMPANY 


Springfield, Ohio $e Brantford, Ontario 


WEST COAST MOTOR DISTRIBUTORS 


Stewart Electric Co., 2400 First Hampton Electric & Manufacturing 


Ave., South, Seattle, Wash. Co., 525 Howard St., 
B. E. Davis Electric Co., 48 First San Francisco 
St., Portland, Ore. T. L. Rosenberg Co., 
Walter G. Preddey, 187 Golden 419 Webster St., 
Gate Ave., San Francisco, Calif. Oakland, Calif. 


& Myers 
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Keep any part of 
your plant warm 


Air compressor rooms First Aid stations Power houses Sub-stations 
Blower rooms Garages Pump houses Valve houses 
Crane cabs Elevators _Isolated shops and offices Sand blast rooms Warehouses 

ing rooms Laboratories  Lavatories Scale rooms Wash rooms 
Electric locomotives Milk storage rooms Service garages Watchman houses 
Equipment repair shops Oil and fuel storage rooms Storage rooms Welfare buildings 


] ge these CHROMALOX ELECTRIC HEATERS and end complaints about 
“It’s too cold to work out there”—end costly production delays because places are 
not properly heated. These fully assembled heaters are quickly mounted on the wall 
and connected to power lines. Each heater is equipped with a 3-heat switch for 
regulating temperature to suit weather conditions. 45 Sizes and Ratings. Three types 
—Horizontal, Vertical and. Portable — 1000, 1500, 2000, 3000 watts — 110, 220, 250 


FOR HEATING FLUIDS AND SOLIDS 


Certain of the 80 sizes of Strip Heaters, 8” to 72” long. ... 11 diameters of 
Ring Units, 242” to 11”.... or 30 sizes of Immersion Units—all quickly ship- 
ped from stock —are sure to fit your applications. Write for Bulletin C-106, 
What is your job for Electric Heat? 


CHROMALOX onirs 


MANUFACTURED EXCLUSIVELY BY U N I - S 


EDWIN L. WIEGAND CO, 422 FIRST AVENUE, PITTSBURGH, PA. 
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Pacific Coast Representatives: ELECTRIC MATERIAL COMPANY, INC., 589 Howard St., San Francisco—44314 E. Third St., Los Angeles, California. 
HARRISON SALES COMPANY, 309 Lenora St., Seattle, Washington 


Soret, Last, jovntn Outen Conds 


Itis easy to heat 


with Chromalox 


Electric Heaters. 


They are easy to in- 
stall, always ready 
for use, and econom- 
ical to operate. 


placeslikecranecabs € 









Your men can produce more work 
if the shop is comfortably heated. 
Electric Heat will heat them comfort- 
ably. It is dependable, clean and safe. 


Mail with Your Letterhead 


Perfect comfort with 
Electric Heat on 
the coldest days or 
nights in isolated 
places such as watch- 
men’s shanties. And 
Electric Heat elimi- 
nates fire 


LEASE send Bulletin C-108 about Chromalox Electric Heaters and 
Pa us which type and size will properly heat a space_____ft. long 
—__ft. wide_____ ft. high, having____ [number of} windows 
—_______{number of} doors. 


Signed. 


Position 


















develop- 
ing New 
Markets 
for You! 


















CTOBER is a red- 
letter month in 
Majestic history. It marks 
the inauguration of added 
prestige for Majestic Elec- 


tric Appliances. We are 
making our debut in Amer- 


ica’s finest class magazine 
—House & Garden, and 
other national magazines 
—with hundreds of thou- 
sands of readers every 
month. Each reader is a 










HIGH WATTAGE 
PORTABLE 
HEATERS 






logical prospect for several of the appliances in the Majestic line. This is a move of 
real significance. It reflects our policy of backing up our dealers with constructive 
advertising. It means that they get the benefit of a powerful sales-creating force. 


MAJESTIC ELECTRIC APPLIANCE CO., Inc. 


SAN FRANCISCO KANSAS CITY PHILADELPHIA 


The Famous 


WALL INSERT 
HEATERS 
<> 
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" “you cant 
find anything 
handier, safer 
or cleaner” 


SAYS THE ARCHITECT 9 
y 








= ERE is the newest and 
most efficient type of 
heating equipment These 
Majestic Electric Heaters are in- : 
serted right in the walls of the The Majestic Electric ff 
room. They give instant, diffused heat there practically 
heat that is always available and — eyery day in the year— 
can be automatically controlled when you wont want 
by a Majestic thermostat, ” to go to the trouble and 
“You have no fuel worries,no cost of firing up a fur- 
dirt or fuss, no smoke, odor or naceoranentire heating 
fumes, no discolored walls Elec- plant, just to warm the 
tric heat is the safest and simplest. one room There is noth- 
There is nothing that requirescare ing like electric heat for 




























Bathroom Heater 








ame tral heating plant, 
there I] be any 
number of times 
when you'll want 
independent or 
auxiliary heat im- 
mediately With 
Majestic Electric 
Heaters you have 
















or attention. The heat is quick efficiency and con- 1t—at the touch of a switch.” 
there when you want it Write for venience These Mayestic Majestic Electric Heaters are artistically 
and off when you dont complete heaters require no ¢ex- — designed, are approved by the Underwriters’ 
want it. With these Ma- information pensive installation of Laboratories, and are thoroughly practical. 
jestic heaters youcan heat and list of ducts or ventilators ” They are so constructed, on a patented 
each room separately, “The same thing is principle, that she amr in the room passes 
without thewasteof heat- , recent true in other rooms— = #/r# tgs 2 omg 7. beating the entire 
ing the entire house ” important say, the breakfast room “Srisid ee diffuecd, a 

“Take your bathroom, installations || and bedrooms Even gh keeps the room always comfortable at 
for instance You'll need though you have a cen- the desired temperature. e 


MAJESTIC 


Electric Room and Water Heaters 
MAJESTIC ELECTRIC jy) APPLIANCE CO., Inc. 
SAN FRANCISCO THILADELPHIA 


WALL INSERT 
| HEATERS J 











BATHROOM 
| HEATERS | 









A reproduction of the full page advertisement in the October House and Garden 





od eae Line 









THERMOSTATS FOR IRCULATIO} 
ROOM HEATERS AND WATER 
atk, HEATERS 
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‘Building your Load- 


and Good Will 
a 


She New 
HORTON 
e NQtomatic Ironer 


30-inch, complete open-end 
roll; heated electrically or by 
gas; electrically driven. A de- 
pendable load builder. 













LECTRICITY becomes the servant products which you merchandise. You 
E ofthose whouse the Horton Auto- _ build good will. 

matic Ironer. They find it economical, 
trouble-free. Soon you find them seek- 
ing other ways to put electricity to 
work for them—buying more and 
more appliances—thus building your 
residential load. 


The present high quality standards 
of performance of Horton Washers 
and Ironers are the result of 57 suc- 
cessful years devoted to building home 
laundry appliances as near perfection 
as is humanly possible. 


Those who buy Horton products— To merchandise managers who are 
Ironers or Washers—use them and jnterested in building profits, load 
soon become friends—our friends and good will, the Horton story 
and yours. By selling them products should prove highly interesting. May 
bearing the Horton name you assure we send you details, and, in addition, 
them of dependable performance. You a Horton Ironer or Washer for your 
increase their confidence in other careful inspection? 


The Horton No. 34 Washer 

Submerged agitator type; bur- 
nished copper tub; new type 
wringer with semi-soft rolls; 
double-tilt drainboard. Re- 
markably quiet. A real good 


will builder. 
HORTON MANUFACTURING COMPANY 


(Washers 


HORTON “rene 











GOOD PRODUCTS — Yes! and above all else GOOD FRIENDS 





<TH EN BLEED LALO COLL OCT OD CIES 








San Francisco 


Seattle 


ELECTRICAL WEST 


Los Angeles 


Oakland 
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HE jingle in the head- 
line of this advertise- 
ment is playing a popular 
tune on the cash registers of Graybar deal- 
ers. The advertisement is one of a group 
of full-color insertions in the Saturday 
Evening Post. It appeared September 3rd. 


Spokane Portland Tacoma 
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Hundreds 


of (entral Stations 


are gaining substantial increases in lighting 
revenue through the use of the Empty Socket 
Campaign, the new Fall sales activity on 
Edison Mazpa* Lamps. 

Empty sockets constitute an unfilled mar- 
ket that is worth thousands of dollars annual- 
ly. No new business is more easily obtained 
or more continuously profitable when se- 
cured. 

The Empty Socket Campaign is one that 
has proved unusually successful. Moreover, 
it is adaptable to the present facilities of any 
electric service company. 

This activity is but part of a sales promo- 
tion service that is enabling Central Stations 
to capitalize more fully the possibilities of the 
lighting market — the most profitable field 
for sales promotion. 

Take advantage of this service. Whatever 
your lighting promotion problems, let us 
help you solve them. Just write to the Pub- 
licity Department, Edison Lamp Works of 
General Electric Company, Harrison, N. J. 


*Mazpa— the mark of a research service 


AP PET BIT CE PONE 


ICN) PRRBS SOLA BREE TUE AE 


EDISON MAZDA LAMPS 


GENERAL @ ELECTRIC 
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Switch-and-Receptacle 
in Hand-etched Art Plate 





Install No. 8998 in 


Breakfast Nooks — for lighting 
switch and toaster or percolator 
plug. 

Kitchens — for lighting switch 
and iron or washing- machine 
plug. 

Pantries — for light and electric 
refrigerator plug. 

Halls — for light switch and 
cleaner plug. 

Bath Rooms — for lights and 
electric heater plug. 6 

Bed Rooms — for dressing-table 
lamp and electric curling iron 
or vibrator; or for lights and 
heating pad. 

Porches — for porch light and 
washing-machine plug. 
Offices—for overhead lights and 
dictating or multigraphing ma- 
chine; desk fan or lamp. 


Here, your customer sees a double convenience 
in controlling electric lights andauseful appliance. 
Glance through the list of uses at left. 


The switch may be wired to control only the 
lighting, with the currentin the receptacle always 


‘‘ON.”’ Or the switch may control the receptacle 
part only. 


The owner gets a two-fold service through one wall plate 
—and a beautiful plate it is. The hand-etched Art 


Plate in Butlers Silver calls special notice to this accom- 
modating new wiring device. 


Glad to send you descriptive circular on the “‘8998” 


Combination, now available with H&H Art Plates in 
four handsome finishes. 


” THE HART & HEGEMAN ‘MFG. C 0. 


HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCEI890 








y 


YEARS OF 


VACUUM CLEANER 


MANUFACTURE 
ArReE BEHIND 


SPECIAL 
FEATURES 


HIGH QUALITY THROUGHOUT 
HANDSOME IN APPEARANCE 
$44.50 RETAIL PRICE 
HAS MOTOR-DRIVEN BRUSH 
EXTREMELY HIGH SUCTION 
WEIGHS ONLY 13 POUNDS 
NO ADJUSTMENTS NEEDED 
WONDERFUL ON SMALL RUGS 
COMBS OUT RUG FRINGES 
BAG DOES NOT TOUCH USER 
GLIDES EASILY ON RUGS 
BUMPER SAVES FURNITURE 
DOMESTIC ELECTRIC MOTOR 


Attachments 
$5 Retail 
ATEN YEAR 


SERVICE PLEDGE 
GIVEN WITH EVERY 


THE 
BRUSH-VAC 
0} 2A ewes A I 
NEW MARKET 


THo SANDS t HAVE, WAITED 
a “ preps per 


a opportin a 


Here is wainl beyond compan i 
_ Highest quality throughout. WAiciency, con- 


— materials and design are absolutely of the 
best. 


its 6 beautiful cleaner, makes a wonderful 


| demonstration nese is ruggedly built for long life. 


Sales possibilities are enormous. Lose no time! 
Fall and Christmas, two big buy ying seasons, urge 


2 you to immediate action 


Everywhere the Brush-Vac ta been shown the 
trade has been loud in its praise of our liberal dis- 
counts and selling plan. | 

Get Yours PedayT Write or wire for complete 
trade information; or, better still, order a Brush-Vac 
and cash in quickly on its ‘popular appeal. . 


M.S.WRIGHT CO. 


Since 1907 Makers of the SweeperVac. 


WorcesTER ~ ~ ~ ~ Mass. 


Cana NOW omen TaT elt 
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_h ee maitied nacias ie nied may | bess si 
Lip ins can fina it in the ACORN “Ure. Se 


4 ~~ @eee00 SCREWLESS BAKELITE PLATES |» 
E | \ ots A Great Plate — Ask Anyone Me 


CONVERSION FEATURE iy 
A Flexible Method Combining yi I 
Convenience and Economy. Ai) 
Another distinctive HUBBELL 
innovation in Cover-Plate con- 
struction. 
NOW, a Blank, Telephone Out- 
let, or Jewel can replace the recepta- 
| cle, just by snapping off the Screw- 
| less Cover-Plate and inserting the 
| part desired. No screws to remove, 
| no mechanical work, no substitu- 
A tion or loss. 
| The versatility of such a combi- 
nation insures complete Plate har- 
mony and provides for future con- 
tingencies. This flexible method 
| alleviates many vexing problems of 
specification and planning. 
Fill in the BLANK below for com- 
plete information on the wed 
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Family. Write our nearest Branch 


Office- TODAY. 











row erm eww ewe te soc e eens smears sees cumesenesensy 











: Send me complete information 






Write Your Nearest Branch Office 





Atlanta, Georgia Pittsburgh, Pa. fp ; 
138 Marietta St. State Theater Bldg. / ' on the ACORN LINE 
H. C. Biglin . ° 


San Francisco, Cal. 
Boston, Mass. 390 Fourth St. 
176 Federal St. Garnett Young & Co. 








Chicago, Illinois 
318 W. Washington St. 


Denver, Colo. 
1109 Broadway 
The Sales Service Co. 


New York City, N. Y. 
3 E. 42nd St. 


Philadelphia, Pa. 
Sth Avenue 
Philadelphia Bourse 
(Exhibition Dept.) 








‘ Street 















: Ce en 


Gor Permanency Und Beauty — Use 
ACORN SCREWLESS PLATES 












: 
+ W-2-10-27, State... 





a eee 








; ag no post . 
Sgn eaTyRDay EVENING | 









INT ELECT RE OWS | 


at PO 
j £ are Sarttiets Jaber they gee 
ben 


phigt 
« Decomber, 127 









_ LADILS HOME JOURNAL... 


erg 





— 


41 comaters 










viens. Be ys 
Wis yous seowmumnee of 

ot quedety ond ol honing — bagh- 
meet and remembrance. na 






ELECTRICAL WEST 


To Help You Sell 





GIFTS...tbat Keep on Giving 
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GAIN, Hotpoint presents a complete 
merchandising and advertising plan 
to help you sell more Hotpoint Servants at 
Christmas. Dealers who carried out our 
complete plan last year did a great Christ- 
mas business. The powerful Hotpoint 
national advertising appearing in leading 
magazines during the buying season, when 
followed through with local merchandis- 
ing effort, brings positive results. Decide 
now to get your share of Christmas Sav- 
ings Funds money spent for gifts. 
Hotpoint national advertising, continu- 
ous in leading magazines for over 20 years, 
has made Hotpoint Servants the easiest 
to sell. The Christmas advertising shown 
on this page is typical of the type and 
volume of Hotpoint advertising being 
carried in the magazines. Nearly seventy 
million Hotpoint advertising messages are 
read by the public each year. This adver- 
tising reaches every city, town and village 
where theré is electrical service, and it 
goes into more than half the wired homes 
in your community. 
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The Hotpoint 
American Percolator 

A beautiful table appointment of 
American craftsmanship. It makes 
coffee by the famous Hotpoint 
“Hot Drip” method which extracts 
the full aromatic flavor and fra- 
grance. It is made of copper, lined 
with silver and finished in pol- 
ished nickel. 

Price $24.25 


Other Hotpoint Percolators from 
$9.00 to $36.50 


Dolly Madison 
Percolator Urn Set 


Grace of design and beauty of 
finish are outstanding in thishand- 
some percolator set. The urn is 
silver lined; the sugar and creamer 
gold lined. Its capacity is 8 cups 
of coffee made by the Hotpoint 
“Hot Drip” method. 

Price $65—Satin Silver Finish 
Price $55—Polished Nickel Finish 
Other Percolator and Urn Sets 
as low as $14.25 


De Luxe Waffle Iron 


Bakes wonderful, golden - brown 
waffleswithout turning. Nogrease, 
no odor, no trouble. The Hotpoint 
Waffle Iron is equipped with the 
patented CALROD heating ele- 
ment which is more efficient and 
practically indestructible. Fin- 
ished in highly-polished nickel. 


Price $15.00 


Other Hotpoint Waffle Irons 
at $10.50 and $11.50 


Hotpoint Trianon Toaster 


A Hotpoint Toast-Over Toaster 
will be appreciated every day in 
the year. The bread automati- 
cally turns when the toast is 
lowered. The toast is made just 
right—not too fast, scorching and 
burning the toast — not too slow, 
drying out the bread. Finished in 
highly-polished silver. 


Price $6.00 


Other Hotpoint Toast - Over Toasters 
at $6.00 and $8.00 


Hotpoint Servants are ideal gifts. They 
are useful and beautiful—lasting for many 
years to remind the ones who receive them 
of the givers. So urge your customers to 
give these “gifts that keep on giving,” in 
preference to other articles that last a few 
days or weeks. 

To help you capitalize on this tremen- 
dous Christmas advertising campaign, we 
have prepared Christmas appliance litera- 
ture, newspaper advertising and window 
display material. This material is in keep- 
ing with the attractive national advertise- 


SERVANTS 
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GIFTS... that keep on Giving 


De Luxe Traveling Iron 

A beautiful 3-pound Hotpoint Iron 
with ivory enameled wood handle, 
gray silk cord and plug. Packed in 
an attractive gray leatherette case 
with removable tray for cord and 
plug, hinged top and snap fastener 
for case. 


Price $6.95 


De Luxe Curling Iron Set 
The famous Hotpoint Curler with 
an ivory finish handle, in a silk- 
lined, gray leatherette case. An 
exclusive feature is the shield 
which opens parallel to the heated 
waver rod so that the hair is held 
evenly for the full length of the rod. 


Price $7.50 


Other Hotpoint Curlers — 
as low as $2.50 


Hotpoint Super-Iron 


Only the Hotpoint Super-Iron has 
the patented CALROD heating 
element that is practically inde- 
structible; the Thumb Rest that 
rests wrist, arm and shoulders; 
the Hinged Plug that trebles the 
life of the cord. The Hotpoint 
Super-Iron is hottest at the point 
where the iron meets the damp 
cloth first. An ideal gift of lasting 
satisfaction. 


Price $6.00 
Another 6-pound Iron at $5.00 


Hotpoint Triplex Grill 


TheHotpoint TriplexGrillpoaches, 
toasts, broils, boils or fries—thzee 
operations at the same time. It 
will be appreciated by those who 
delight in the unusual for Sunday 
night or midnight supper. Ideal 
for the bachelor girl and others 
who do not have regular kitchen 
facilities. A most convenient elec- 
trical appliance because of its 
many uses. Complete with neces- 
sary utensils. 


Price $13.50—Duplex Grill at $9.85 
White Enameled Top Table Stove 
at $4.00 


ments, having for its main theme Santa’s 
Workshop. Send for complete informa- 
tion and samples. 


For Central Stations we have special literature for the 
N.E.L.A. Concurrent Advertising Campaigns. Write for it, 


EDISON ELECTRIC APPLIANCE CO., Inc. 
155 New Montgomery St., San Francisco, Calif. 
Factories: Chicago, Illinois, and Ontario, California 
Chicago New York Boston Atlanta Cleveland Dallas Salt Lake City 
Kansas City Seattle Portland Los Angeles San Francisco Ontario, Calif. 
In Canada: Canadian General Electric Co., Ltd., Toronto 


MAIL THE COUPON 


EDISON ELECTRIC APPLIANCE CO., Inc. 
155 New Montgomery St., 
San Francisco, Calif. 


Please send full details of your Christmas 
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Class 8527. Automatic A. 
C. Across-the-Line Starter 
with push-button control. 


Write for Catalog 
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‘say Lhe Beckwith Company 





Mr. F. C. Huller, Chief Electrician, The Beckwith Company, Dowagiac, 

Mich. says: 

“Our first Industrial Controller Automatic Starter was installed in 1923; 
now we have about 60 I-C starters and automatic compensators, classes 
8527, 8526, 8605. These are used on individually driven machines in 
foundry, machine shop, assembly rooms, sheet-metal plant, pattern 
shop, etc., in the manufacture of our well-known line of Round Oak 
Stoves and Furnaces. 

‘Our object in installing automatic starting equipment was to con- 
serve power, lower motor and machine repairs, end fuse replacements, 
and keep production going. Asa direct result of using automatic starters 
=. compensators, we rewound only half as many motors in 1926 as we 

id in 1923. 


‘In spite of frequent starting and stopping, our I-C Across-the-line Starters have 
stood up remarkably well and none of them has ever required repairs. In fact, the 
only maintenance given them is a weekly inspection. Automatic starters of another 
make have required considerable repairs and replacement of parts, 


Industrial ControllerCo. 


MILWAUKEE.WIS. U.S.A. 


Robinson Sales Co., Polson Bldg., Seattle; 53 Fourth St., Portland 
San Francisco Office: C. E. Ingalls, Rialto Bldg. 
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Untreated polés offer little resistance to the deadly 
attack of fungus’growths, termites, moisture, acid 
soils and other forces which promote decay, and 
result in loss of tensile strength. When wind and 
ice storms come, the weakened, untreated poles go 
down; and service interruptions and service costs 
run high. 


On the other hand, “Black Beauty” Poles retain their 
great natural strength and defy wind and ice storms 
year after year—because they are protected from the 
attack of destructive forces. The injection of Standard 
Grade-1 creosote oil into the pores of the sapwood, under 
high pressure, forms around the heartwood a thick pro- 
tective shield. This is a veritable coat of armor—which 
is toxic to decay-producing fungi and all forms of insect 
life, and highly resistant to moisture, acid soils and all of 
the forces which so quickly steal from the strength and 
service life of untreated poles. 


“Black Beauty” Poles insure a lower cost per mile, per 
year than is possible with untreated poles of any species. 
Their first cost is the last cost for many a year to come. 
They are one of the best investments any company can 
make. Quotations promptly furnished. 


Texas Creosoting Company 
Main Office and Plant: Orange, Tex., U.S.A. 


W. W. WILKINSON, Pacific Coast Rep., 
Insurance Exch. Bldg., Los Angeles, Calif. 
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For easy identification, “Black 
Beauty” Poles are now trade- 
marked with a red roof. 


ELECTRICAL WEST 


POLES 





Note depth of pene- 
tration of the creosote 
oil—all the way to the 


heartwood. 
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Presenting +L he New Hotpoint 
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De Luxe Christmas Range 


ERE is the new Hotpoint 

Automatic Electric Range 

especially designed for the Christ- 

‘mas Campaign. It has practically 

all of the features of the famous Hotpoint De Luxe 
Range and sells at a lower price. 

You'll agree when you see this range that it is the 
finest Hotpoint Range ever offered. You will find it 
easy to sell especially with the wonderful merchan- 
dising literature and display material we are furnish- 
ing and the aid which will be given by the national 
advertising. 

The 1927 Christmas Range has many features that 






will aid in its sale. Some of these are: the Hotpoint 
Fireless-Type Cooker, automatic time and tempera- 
ture controls, four-piece condiment set for sugar, 
pepper, etc., De Luxe kitchen clock, utility drawer, 
cooking surface light, smokeless broiler pan, Calrod 
oven unit, etc. 





ELECTRIC RANGES 
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O help you sell this won- 
derful range we have 
prepared the most beautiful 
color literature ever produced 
on ranges. These we will sup- 
ply to you free, imprinted with 
your special offer, name and 
address, together with attrac- 
tive window display material 
and newspaper advertise- 
ments. 


Further, for the first time, 
we will back up the Christmas 
campaign with a full-page ad- 
vertisement in color in The 
Saturday Evening Post and 
an advertisement in Good 


Housekeeping. We are going. 


to make this the most success- 
ful Christmas range campaign 
you or Hotpoint has ever had. 


Complete and detailed plans 
for selling this range are con- 
tained in the 1927 Christmas 
Range Plan Book illustrated 
below. 


Send for your copy today. 
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: Bor cis pre si scar par canines ‘ 
gga or ee ie co-operating by making ti it one i 
"parts country re 
of the easiest of all gifts to give this Christmas, a 

No range like this has ever before been offered. Seiwa: 
shown some of the special ee 
eee tk ‘ 
To Mother this modern bs 
cooking, dpne paardin pedir of we oper fares d 
Shes cone ents tometer ee é 
hours; easier cooking; better 

cooking — wizhout watching or 
guessing; a range easily kept “as 
clean as a china plate”; cleaner 








This advertisement appearing in the November 12 Satur- 
day Evening Post will aid your Christmas Range Campaign. 
Its heading is the slogan, “What Mother Really Wants,” 
used in the beautiful full-color literature we will furnish 
you. A similar advertisement will appear in November 
Good Housekeeping. 


MAIL THE COUPON 


EDISON ELECTRIC APPLIANCE CoO., INC., 
155 New Montgomery St., San Francisco, Calif. 


Please send me a copy of the 1927 Christmas Range 
Selling Plan Book. 
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The 

Haag Vortex 
“The finest ma- 
chine money 
can buy.” 
Also available 
with built-in 4- 
cycle gasoline 
motor. 


f 


WASHERS | 


The 
Haag Eighty 
A high-grade 
all-metal wash- 
er built to sell 
at a low price. 
Also available 
with built-in 4- 


if - 


How About Service? 


HERE is no better indication of the quality 

of aline of washing machines than the num- 
ber of service calls the dealer is called upon 
to make on machines he has sold. 


Frequent service calls are proof that something 
is wrong — something in design, material or 
workmanship. 


Haag Brothers Company is justly proud of 
reports which continually come in from Haag 
dealers stating that they seldom, if ever, have 
to service a Haag washer. It is our honest be- 
lief that no other line of electric and power 


HAAG BROTHERS COMPANY, PEDRIA, ILL. 


washers requires so few service adjustments 
per thousand sold. 


That is one reason why Haag dealers’ sales are 
clean sales—with clean profits. We cordially 
invite you to inquire of any Haag dealer what 
his experience has been. 


And we invite you to find out first-hand how 
profitable a Haag dealer franchise will be for 
you. Wire or write for full-détails today. 


Haag Brothers Company, Peoria, Ill. For 
16 years makers of a complete line of quality 
washers. 
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COMPLETE UNITS 
NO LOST PARTS 


The covers and wiring devices are 
complete units; therefore, no parts 
can be lost during installation. 


CONDULET 


The Latest and Greatest Condulet Development 


For other Distinctive and Novel features and listings of the New Obround Condulets, 
see Catalog No. 2100. 


CROUSE-HINDS COMPANY 


ESTABLISHED 1897 


SYRACUSE, N.Y., U.S.A. 


Sales Offices 


NEW YORK BOSTON CHICAGO 
PHILADELPHIA DETROIT CLEVELAND ST. Louis MINNEAPOLIS 
PITTSBURGH CINCINNATI ATLANTA SAN FRANCISCO MILWAUKEE 


CH 279 
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Cash in on 
refixturing 
with these 
unusual 
units 






Aristolite employs the 
semi-indé rect principle 
of illumin ation, which 
assures the most satisfac- 
tory light Jor the home. 

The fixture ts equippea 
with a convenience out- 
letin the center of the 
bottom of the fixture.This 
permits the use of such 
appliancesas percolators, 
toasters, andother devices. 
Switch in base of fixture 
controls lights when not 
needed. 








Ease-I-Liteisabeautifuc 
new unit, designed lo 
produce a soft, mellow 
light, with comp leleab- 
sence of shadows. This ¢e 
accomplished withou lsa- 
crificing the decorative 
beauty that is desired in 
the home. 









PATENTED 






















A built-in convenience 
outlets hiddenfromview, 
when notin use, byan 
ornamental pendant. 





Shaded, semt-indirect light 
is the ideal light for 
home or commercial tllumtination 









All of the activi- The reflecting surface is so constructed that 
ties of the indus- the light rays are broken up and diffused 
try are focused on over a wide area; this eliminates shadows 
replacingobsolete on the working plane. Specially designed 
and glaring light- glass eliminates glare at the source. 

ing equipment If you are not familiar with the Guth refix- 
with modern turing plan write for full details. Those who 

The New Brascolite shaded light. have seen it pro- 


PAT’S. PENDING 


All Guth units offered for refixturing are de- 
signed to meet the specific needs of such an 
activity. Home Lighting units are designed 
to use the new standard lamps of sufficient 
wattage to assure adequate illumination. 
Lamps are shaded to eliminate glare. The fix- 
tures have convenience outlets built in and 
hidden by ornamental pendants. 


The New Brascolite and the GuthLite create 
new opportunities for commercial lighting. 


nounce it the 
most comprehen- 
sive campaign 
ever offered the 
industry. 


Li wy GuthLite 


PAT’D. & PATS. PEND. 


Convenience outlets 
builtin the fixtures 
permit use of appli- 
ances without necessity 
and bother of removing 
a lamp from socket. 


THE EDWIN F. GuTH COMPANY 
2611 Washington Ave., St. Louis, Mo. 


i Designers, Engineers and Manufacturers of Lighting Equipment Since 1902 
| A National Organization with Representatives in all Principal Centers 


ryant flush receptacles and 


and other Bryant wiring devices 


SAN FRANCISCO, CALIF. 


BRIDGEPORT, CONNECTICUT Chicago San Francisco 
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Caps, over five thousand gangs of flush plates, 
Manufacturers of “SUPERIOR WIRING DEVICES” SINCE 1888 


149 NEW MONTGOMERY STREET 


Over twenty-one hundred Bryant switches, three thousand B 
New York Philadelphia 


“Spartan” 
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The Home Lighting Pie 


LTHOUGH using but 29% of the energy pro- 
duced, lighting yields the central station 634% 

of its entire revenue. Thus during 1926 the home 
owners of this country paid you $343,000,000 for 
lighting current. But in the 16,000,000 wired homes 
of this country there are 45,000,000 entirely obsolete 
ceiling fixtures, and conservative figures of a nation- 
wide: survey show that the average American home 


to a 


ELECTRICAL WEST 
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Why Be Satisfied | 





which is now yielding a gross revenue of $27.90 a 
year, would, if properly iighted, spend approximately 
$50 a year for current. Fifty dollars a year for 
all of the comforts that good light brings is 
nothing. But fifty dollars per year per home would 
multiply the central station's present net prcfit of 
$2.10 per home by about six. Figure it out on paper 
and you'll go out and do it on your lines. 
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With A Plum ? 


“‘Put in his thumb and pulled out a plum, 
And said what a good boy am I’. 








Ho" lighting is a plum which central 
stations have cherished for a long, long 
time. It has grown to be a fat juicy plum—the 
greatest source of revenue, the greatest source 
of profit you have. 


But now the plum is ripe—most of the homes 
are wired. And now you'll discover that the 
plum you cherish is only part of a great 
tempting pie. 


When the pie is opened— when the homes you 
have wired are really lighted — when the obsolete 
and antiquated fixtures are replaced by modern 
lighting equipment, then your greatest source 
of revenue, and your greatest source of profit 
will be double what it is today. 


Why be satisfied with a plum wnen the whole 
pie is waiting for you? 


MAZDA The nation-wide re-lighting and re-fixturing campaign 


offers the central stations of America the greatest load- 
building opportunity in their history. At Nela Park, 
Cleveland, the worlds greatest lighting experts are at your 
’ call to help you quickly make the most of this opportunity. 


Call on them. 


| National MAZDA 


d A GENERAL @@ ELECTRIC PRODUCT 


*“*MAZDA\" is not the name of a product 

but the trade-mark of a Research Service, ’ 
and only those lamp manufacturers en- . 

titled to receive this service may distinguish R 

their lamps with the mark, MAZDA. * 


mt NATIONAL 
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No more cutting prices 
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G-E Wiring System advertising is teaching the public to 
demand electrical comfort—is aiding the architect in spec- 
ifying adequate wiring and is showing builders and realtors 
the advantages of featuring wiring in the sale of a home. 


GENERAL 


MERCHANDISE DEPARTMENT 
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to land the job 


The nationally advertised 
G-E Wiring System 
wins against skimped-bid 
competition 


Three years ago, the GE Wiring System was an 
idea: Today, it is the contractor’s biggest profit- 


maker. 


People are no longer satisfied merely by a low 
price on a wiring bid. Instead, your prospective 
customer looks for better wiring—for quality 
—for completeness of detail. And he is willing 
to pay a fair price for those things. General 
Electric’s consistent advertising has brought the 
change. And now the contractor who bids on 
the nationally known GE Wiring System gets 
bigger jobs—and a fair profit—against skimped- 


bid competition! 


@ wiriNc SYSTEM 
JEL 


~for lifetime SCIVICE 


BRIDGEPORT, CONNECTICUT 
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Two Major Campaigns 


During October and the first half of November the Southern 
California Edison Company will conduct two major merchandis- 
ing campaigns simultaneously. 


WAFFLE IRONS 


A small-appliance campaign on the Edison Electric Waffle Iron 
will start on October Ist. A quarter of a million envelope 
stuffers carrying the appetite appeal of golden-brown waffles 
will be mailed to consumers. 


RANGES 


The heavy-appliance campaign will feature the Hotpoint Electric 
Range. Newspaper advertising in 160 papers will be backed 
by 120,000 mailing pieces sent out to a selected list of Edison 
consumers—a total of more than four and one-half million 
messages creating the desire to own an electric range. 


DEALER HOOK-UP 


As has been done in past campaigns, the electrical dealers in 
Edison districts are invited to co-operate. The dealer is promi- 
nently featured in all newspaper and direct mail advertsing. 


1000 WIRING JOBS 


it Each range sold creates a wiring job for the elec- 
trical dealer or contractor. More than one thou- 
sand of these should be the result of this campaign. 


SOUTHERN CALIFORNIA 
EDISON COMPANY 


Owned by those it serves 
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‘We've Moved! 





es 








October 10th finds us in our new building—1201 Bryant 
Street at Tenth — better equipped than ever before to 
serve our patrons... Central location — easily access- 
ible — ample private parking space for our patrons. 


SAN FRANCISCO OFFICES &@ WAREHOUSE 


now at 


lOth 
vm BRYANT | 


SAN FRANCISCO » 


gt ACIFIC STATES 
) ELECTRIC COMPANY 


Los Angeles San Francisco Portland Seattle 
San Diego Long Beach Phoenix se Tacoma 
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Far - Western | ||) a — Distributors for c 


25 YEARS SERVICE ON THE WEST COAST 


COLLYER 


Insulated Wires 


Radio Wires 
Armored Cables 
Rubber Covered Wires 
Weather Proof Wires 


- COLLYER | 
| Cords . 


Silk 
Cotton 
Lamp 
Fixture 
Reinforced 


Rubber Covered 


Extensive Stocks at All Points 


COLLYER 
INSULATED WIRE COMPANY 
Pawtucket, R. I. 


ALLIED INDUSTRIES, INC. 


San Francisco Los Angeles Oakland ~ Portland Seattle S 
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Nationally 





The new Hemco Bakelite Wall Plates 
are being installed in hotels, apartments, 
office buildings and homes everywhere. 
Their attractive finish and lasting beauty 
have quickly brought them into favor. 


+48 


GEORGE RICHARDS & CO., INC. 


557 West Monroe St., Chicago 


eA \\\\\\ \SOY GRD — 





Buckeye Conduit 
Has No Superior 


From start to finish Buckeye Conduit 
is manufactured with the utmost uni- 
form care. The ease with which it is 
handled and installed saves time and 
money on any job, large or small. 


THE YOUNGSTOWN SHEET 
AND TUBE COMPANY 


Youngstown, Ohio 


ELECTRICAL WEST 
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Known Products 





Steel City 


Wiring 
Devices 
Give the 
Perfect 
Installation 


Electrical contractors everywhere 
have recognized the fact that Steel 
City Wiring Devices assure perfect in- 
stallations. 


To get more orders and larger 
profits you should learn more about 
the Steel City line. 


Steel City CY 


PITTSBURGH 


Chectric€a 


PENNSYLVANIA 










Safety V Switches 


For Every Service 


The increasing number of complete 
T-V installations for power, light and 
heat loads offer ample proof that these 
switches give service and satisfaction 
under all operating conditions. 


TRUMBULL-VANDERPOEL 
ELECTRIC MFG. CO. 


Bantam, Conn. 


ALLIED INDUSTRIES, INC. 


San Francisco Los Angeles 





Oakland Portland Seattle 
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The “Why” of KONDU Threadless Fittings 

































No threading. 


No threading machines, die stocks or 
dies. 


Less tools required to install the conduit. 
No oil needed. 


Wall of conduit not weakened by cut- 
ting of threads. 


No exposed threads on the conduit. 


Spotting time and trouble considerably 
reduced. 


Easily installed in cramped quarters. 
No screwing of conduit into fittings. 


No loss of time in starting damaged 
threads. 


No rotating of conduit. 
Bent conduit fitted as easily as straight. 
All short pieces of conduit can be used. 


Impossible installations with threaded 
fittings made possible with KONDU. 


Conduit can be permanently fastened 
before installing fittings. 


Every Kondu Box a union itself. 


Maximum accessibility to interior of 
box. 


Unbreakable—Made of certified malle- 
able iron. 


Big salvage value. Fittings can be re- 
turned to stock when taken out of line. 


High rust and corrosion resisting qual- 
ities. 


MONEY SAVING. 


LABOR SAVING. 


Great strength and rigidity. 


Continuous grounding without scrap- 
ing the enamel from conduit. 


Vibration proof. 


Inside bead on bushing prevents tearing 
of insulation. 


Neat—Compact. 

Space savers. 

No excessive fittings necessary. 
Easily aligned. 

Simple in design. 

Can be exactly spaced. 

Can be spaced exceedingly close. 


Tightening locknut adjusts box to any 
angle and stays put when so placed. 


Can’t be beat for temporary work. 


KONDU boxes give a neat appearance to 
the finished job. 


Cover screws cannot fall out. 


Screw holes in box so placed as to elim- 
inate contact with insulation. 


Fibre cushion under screw head pre- 
vents breaking of porcelain. 


Best quality finishes of galvanize and 
black enamel on fittings. 


A type for every need. Special thread- 
less types for knockout boxes, 90° bends, 
fibre to iron connections, couplings, etc. 
Made waterproof with ease. 

Simplicity of the entire line. No reducing 


boxes necessary—Use the KONDU Re- 
ducer. 


TIME SAVING. 


ERIE MALLEABLE IRON COMPANY 
KONDU DIVISION, ERIE, PENNA. 


Representatives: 


J. G. POMEROY CO., Los Angeles, San Francisco, Seattle 


FRED E. STAIBLE, Denver, Salt Lake City 
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A.C. and D.C. 


controllers... AS 
\VJONITOR makes them all... 



















WE ARE PIONEERS in Alternating 
Current control design just as we are 
in Direct Current control design. 
There are no control features of 
alternating-current motors, speed, 
reversing, starting, stopping, running 
slow or fast, protective and safety 
features, that cannot be met by a con- 
troller designed by Monitor Engineers 
and built of Standard Monitor units. 


MONITOR CONTROLLER COMPANY 


Baltimore, Maryland 
THE ELECTRIC MATERIAL CO., INC., San Francisco, Calif. 





IF YOU HAVE A CONTROL PROBLEM ...CONSULT MONITOR 


MONITOR does it automatically 








ELECTRICAL WEST 


































Order 


by name 


Oe U8 Pm Oe 


The Safe Armored Cable 


and Flexible 


Stecl Conduit 


DURACORD 


The heavy-duty 
Portable Cord 


Pa U8 Pn on 


The fast-fishing 
Single-Wall Loom 


Pao Sm on 


The Non-Metallic 


Sheathed Cable 


of Known Quality 


D 


Durabilt Products 
From Your Jobber 


DURAWIRE 


RubSer-Covered Wire 
and Flexible Cords 


















REG, U.S. PAT. OFF. 


URAWI 











PARAFFIN 
FINISH 





Reg. U. S..Pat. Off. 


more Flexible wire than 
any you ever used. The 
surface won’t soil your 


hands. 

No sticking or jamming 
—just a quick, smooth- 
sailing wiring job that pro- 
tects your profits. DURA- 
WIRE was always good — 
now it’s better than ever. 


Yes! 


e it’s one of the 


Darabilt Products 


DURABILT PRODUCTS 







RE 


A Cleaner, Smoother, and 





C. DENT SLAUGHTER 


Pacific Coast Representative 


314 12th Street, San Francisco 
324 N. San Pedro Street, Los Angeles 


200 North 13th Street, Portland 
1108 Post Street, Seattle 


Stocks carried at all coast jobbing centers 
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Bearing Design of 
Time-Proven Excellence - 


A. F, BLECKSMITH, 


547 Douglas Bldg., 
Los Angeles 
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To minimize friction, and to avoid complications that entail 
excessive maintenance, were two important objects attained 
in the bearing design of the Duncan Type MD Watthour 
Meter. The extremely low center of gravity of the moving 
element and its prefect balance leave a very small amount of 
work for the top bearing. Yet it is carefully worked out in 
every detail, and years of experience on the Model M2 have 
proven its excellence. A long steel wire secured at the upper 
end and enclosed in a tubular housing, with a slight clear- 
ance at the bottom, forms the stationary element. A pol- 
ished brass ring bearing is set in the upper end of the 
spindle, and forms a practically frictionless bearing. In fact, 
oiling is not recommended. 


The lower bearing consists of a hardened and ground pivot 
of steel, with a highly polished, hemispherical surface, rest- 
ing on a cup jewel mounted in a removable jewel post. The 
ratio of bearing surface to weight is the result of exhaustive 
tests, verified by the performance of thousands of meters 
in use at the present time. 


DUNCAN ELECTRIC MANUFACTURING COMPANY, LAFAYETTE, INDIANA 


UNCA 


atthourMeter. 
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“Holding Fast 
to thatwhich isGood” 


While the type MD meter repre- 
sents a departure in certain fea- 
tures from the previous type, the 
Model M2, experience with that 
meter over a period of years has 
demonstrated the excellence of 
many of its fundamental ele- 
ments as well as various details. 
In the present series of adver- 
tisements we are calling atten- 
tion to those elements of proven 
worth which time and experience 
have indicated should be retained 
in the type MD. 










GEORGE L. HOFFMAN, 


202 Oregon Bidg., 
Portland 
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All the mechanism of the General Elec- 
tric Refrigerator is enclosed in one her- 
metically sealed casing which is mounted 
on top of the cabinet. There isn’t an 
exposed moving part—no belts, fans, 
pipes or stuffing boxes. It mever needs 
oiling. It is unusually quiet. 


Because of these trouble-eliminating fea- 
tures, the General Electric Refrigerator 
dealer is ableto devote all his time to sales. 
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Trouble-free 


The reliability and simplicity of the 
General Electric Refrigerators—and the 
faith the public has in the company 
which manufactures and guarantees them 
—combine to make our dealer franchises 
most attractive. 


We have open territory and are seeking 
thoroughly reliable and progressive mer- 
chants for these-franchises. Get in touch 
with us now for further information. 
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GENERAL @ ELECTRIC 
Refrigerator 


ELECTRIC REFRIGERATION DEPARTMENT 






OF GENERAL ELECTRIC COMPANY HANNA BUILDING - CLEVELAND. OHIO 
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The Standard 
Electric 
Water Heater 
Tau web ete 


efficient and practical. Write 
for circular. 


Keeping Pace With the Demand 


for an electric range of additional capacity at a moderate price 


It is the policy with Standard to cover the venience outlet. Built to the Standard high 


entire electric cooking field with ranges to 
meet every requirement. The growing de- 
mand for a range of liberal capacity, real 
efficiency and beautiful appearance, to retail 
at a moderate price, is answered in this new 
Standard (No. 954). Handsomely finished 
in white porcelain with nickel trim. Equipped 
with three eight-inch hot-plates (open or en- 
closed), roomy oven (aluminum and super- 
metal lined), broiler compartment and con- 


quality specifications throughout, and attract- 
ively priced. 

yay” 
Write for the whole Standard story, including the 
Standard catalogue. It will give you a new idea of 


what an electric range line can be—a new idea of 
the selling possibilities in this fast-growing field. 





The STANDARD ELECTRIC STOVE Company 
TOLEDO OHIO U-S°A 


Standard 


ELECTRIC RANGES a 


“Standard quality is never questioned”’ 





































The Floor Polisher 
Accessory 
retails at $10.00 


The Hair Dryer 
Accessory 
retails at $8.00 
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Sell ¢wo cleaners 
instead of ove 


ERE’S an idea that will help 

you to make a double profit. 
Tell your customers the con- 
venience of an extra Premier Du- 
plex—one for upstairs and one for 
down—no need to go and fetch it 
when there’s cleaning to be done. 
Saves steps. Result: more cleaning 
because a machine always is at 
hand. Maids and matrons will use 
it oftener when it’s at their elbow! 


The telephone company cashes in 
on the sale of extension phones. If 
the makers of automobiles can sell 
an extra car how much easier for 


‘you to sell two Premier Duplex! 


All you need do is propose the plan 
and make its merits known to your 
customers. 


And there is further profit for you 
in Premier Duplex Accessories. 
The Floor Polisher Accessory and 
the Hair Dryer Accessory—two 
new and much needed features— 
are added arguments. They help 
you to resell old customers—and 
the Premier Duplex Repeat Sales 
plan makes almost every woman 
who owns one a prospect for an- 
other. 


Prepress 


ELECTRIC VACUUM CLEANER CO., 
INC. 
Cleveland Ohio 


Manufactured and distributed in Canada 
by the Premier Vacuum Cleaner Co., Ltd. 
General Offices, Toronto 
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The Most Practical Gift of All 


oe 
A CHRISTMAS CAMPAIGN 


for Load Building and 


Merchandising Profit / 


TIMULATE your range sales during the month 

of December. Increase the load on your lines. 

Here’s a real opportunity for you to turn the 

money spent at Christmas time into a profitable 
channel. 


Westinghouse offers plans and materials 


In the new Christmas Range Plan Book, West- 
inghouse offers material and selling plans for a 
complete range campaign—flexible enough to 
meet any conditions in your territory. 


Advertising material of all kinds 


The wide selection of material includes: 
broadsides, bill stickers, gift tags, newspaper 
electros, posters and counter cards, Christ- 
mas recipe cards, letterheads, selling plans 


Westinghouse Electric & Manufacturing Company 


Merchandising Department 
Mansfield Works 


Mansfield, Ohio 


Westinghouse 


—and can be tied in together in any way you 
desire to reach every prospect in your section. 


See the Christmas portfolio 


Go over the Christmas portfolio with your West- 
inghouse representative. Let him help you work 
out a plan that exactly fits your territory and con- 
ditions. Select your material and premiums—you 
get the advantage of special discounts on premiums 
with a Westinghouse campaign. 


Or send in the coupon and a Westinghouse man 
will call. 


Mail this coupon today 


Westinghouse Electric @ Mfg. Co. 
Mansfield, Ohio 


Gentlemen: 


Christmas Range Campaign. 
Name 
Company 
Address — 








‘ 
‘ 
' 
‘ 
' 
' 
‘ 
: I am interested in your complete plans for a 
{ 
‘ 
{ 
‘ 
' 
' 
1 
‘ 
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Spirit of St. Louis 


and undivided responsibility 


T. LOUIS is an advocate of undivided 
responsibility. 





This fact is again, exemplified in their 
$8,000,000 street lighting program—every 
piece of equipment installed, from the sub- 
station to the lamps, is Westinghouse. 
The order for the third section has just 





Equipment 
Now Installed 
And On Order 


21905—Ko low spun Granite been placed. When this system is com- 
andards e ° 
19400—Luminaries pleted, the streets of St. Louis will be 
1400—Miles of Parkway Cable : : 
34 18,000 Volt Station Type lighted by the most efficient, the most 
C. C. Regulators modern, and the most comprehensive 
150—Subway Type Constant : ; ; 
Current Regulators lighting system in the world. 


425—Series Transformers 
3—Complete Automatic Sub- 


stations Westinghouse is. the only organization in 
a the country that can furnish such complete 
lighting service—such undivided responsi- 

All Westinghouse bility. 





Westinghouse Electric & Manufacturing Company 
South Bend Works South Bend, Indiana 


Sales Offices in All Principal Cities of 
the United States and Foreign Countries 


Westinghouse 


COMPLETE 


STREET LIGHTING 
SERVICE 
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Long Distance 
Power Measurement 


—Totalized 


. 
¥ 


ESTINGHOUSE remote metering 

equipment measures the power con- 
sumption in distant feeders, transmits the 
measurements to a common point and 
adds them together. 


The sum thus derived may be shown as 
indicated or graphic kilowatts, integrated 
kilowatt-hours consumed, or graphic kilo- 
watt-hours demand. 


By utilizing such long distance metering, 
load dispatching can be more scientifically 
exact. The dispatcher has before him at 
all times the exact load conditions through- 
out the power system. Emergency 


measures can be taken without any loss 
of time. 









Remote 
Impulse 
Metering 

Equipment 











estinghouse 
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Special Watthour 
Meters 


Telephone Lines 


Totalizer 


Master Meter 


Such long distance metering can be utilized 
to furnish a just and economical basis for 
billing large power consumers. The power 
through any number of feeders can be totalized 
both as to power consumed and power 
demand with no loss in accuracy. 


The Westinghouse system of remote meter- 
ing is flexible in its application, reliable in its 
operation, and accurate in its results. Let us 
develop your requirements. Our Meter Spe- 
cialist in the Westinghouse district office near 
you is at your service. 


Westinghouse Electric & Manufacturing Company 
Newark Works Newark, N. J. 


Sales Offices in All Principal Cities of 
the United States and Foreign Countries 





X93689 
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Small But Mighty 


ESTINGHOUSE has developed a line 
of oil circuit-breakers with extremely 








C. 
small space requirements for application on - 
medium voltage a-c.circuits, in power plants, a 
substations, and industrial plants. 
They are invaluable as an aid in revamping 
to take care of increased loads, for they can 
be mounted in the same cell structures that 
formerly housed breakers of much lower 
interrupting capacities. 
In new installations, much less space need 
be laid out for switching equipment where 
these new breakers are used. 
Type B-16, 400-800 amps. at 7500 volts 
Type B-20, 400-800 amps. at 15,000 volts 
Type B-26, 400-1200 amps.at 15,000 volts 
Type B-26 Solenoid Operated Oil Circuit-Breaker 
C/T B-16, B d B-26 Oil Circuit-Break 
ypes B-16, B-20 and B-26 Ot1l Circuit-Breakers 
Operating Levers Inside All Phases In One Tank’ 
The operating levers are placed inside the The small space requirements result 
breaker chamber and are actuated by a from the placing of all phases of the 
rotating shaft which enters the tank breaker in one cylindrical chamber 
through a gas-tight machined bearing. which gives also the following 
Additional advantages resulting frdm this advantages: 
feature are: Greater body of oil provided. 
Increased clearance to grounded parts Larger expansion chamber. 
outside of the breaker. Only one tank to handle when 
Lifting rods do not pass through the ett ei eee 
ing oil-tight joints around the lifting a . . . 
rods is eliminated Additional information regarding this line of 
, breakers is contained in Circular 1771, copies of 
The outside of the breaker is free from which can be obtained from our nearest district ~ 
moving parts. office. \ 
Westinghouse Electric & Manufacturing Company 
East Pittsburgh Pennsylvania 
Sales Offices in All Principal Cities of 
the United States and Foreign Countries 
Butte, 52 East Broadway Los Angeles, 420 So. San Pedro St. Seattle, Lloyd Bldg., 6th Ave. and JA 
Casper, Wyo., 124 W. 2nd St. Phoenix, Ariz., 412 Luhrs Bldg. Stewart St. C. 
Denver, 910 Fifteenth St. Portland, 901-2-3 Porter Bldg. Spokane, 1322-23 Old National HI 
El Paso, Mills Bldg. Salt Lake City, South Temple and Bank Bldg. 
Fresno, Hotel Fresno West Temple Sts. Tacoma, 1118 Rust Bldg. R¢ 


San Francisco, 1 Montgomery St. 


Westinghouse 
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Anticipating California’s 
Fu uture fe Growth 


/O meet the growth in California, 
. the Southern California Edison 
Company added 429,000 horse 
power between 1921 and 1925. 
This increase is 114% compared 
with 54% for the whole country in the same 
five-year period. 


The company’s present capacity is 807,000 
horse power and another five years’ growth at 
this rate will see a demand of 920,000 horse 
power more. 





A new plant now under construction will have 
the world’s largest electric generators, the 
world’s largest tandem compound turbines and 
the world’s largest horizontal water tube boilers. 
It is designed for an ultimate capacity of 
1,000,000 horse power. 


This is the sixth time Southern California Edison 
Company has employed Stone & Webster con- 
struction service in its program of extension. 
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The Alarm Clock Is Ringing— 
“Time to Get Up and Get Going” 


HATEVER may be the pleasures of lying abed 

in the morning, dreaming of the great merchan- 
dizing achievements which revolve dizzily in beatific 
half-awake dozing, the sad truth remains that none of 
these visions will begin to materialize until the covers 
are tossed off and the day’s work begins. 

The automobile people are bringing out a yearly as- 
sortment of beautiful new models; the department 
stores offer many fancy bargains to lure the housewife 
to crash their doors at nine o’clock; the “see Europe 
first” agencies are setting bait for the family budget; 
gasoline filling stations spring up on all the vacant lots; 
new brands of cigarettes shout for prestige and patron- 
age from billboard and magazine page; soap, cosmetics 
and even patent medicines fill columns in the dailies 
with their claims—and what of electrical merchandise? 

To be sure there are drug stores selling curling irons 
just as they sell lip sticks. There are department 
stores selling waffle irons because somehow or other 
people want them. There are mail-order houses selling 
washing machines because people have come to look to 
them for harnesses and shoes and oil stoves, so why not 
washing machines? Bakers, too, sell toasters because 
with them they can sell more bread to toast. 

Isn’t it time to wake up and set about the day’s 
electrical merchandising business? The electrical in- 
dustry may not be interested in curling irons as an 
adjunct to face powder, but it is interested in having 
hair curled at home by electric heat rather than by a 
hairdresser who uses curling irons heated by gas. To 
a power company waffle irons and toasters are not sold 
to dispose of flour or baking powder or baker’s bread, 
but to keep electric cooking in the home. 

Automobiles, tobaccos, chewing gum and _ beauty 
creams are forced into a market by ceaseless advertis- 
ing and sales effort. There may be competition be- 
tween manufacturers of these products but the public 
never knows it. The only ax which is evident is that 
which is aimed at taking a generous slice of the con- 
sumer’s dollar. 

For a commodity whose uses are so varied and so 
helpful, and for which the inventors have not yet begun 
to find the possible applications, electrical energy, 
through the medium of electrical merchandise, deserves 
something better in the way of treatment from those 
to whom its care is given. 

The electrical industry must learn the lesson of ad- 
vertising and apply it to itself, even as have other 
industries enjoying top positions in lists of figures 
showing how Americans spend their money. The elec- 
trical industry must quit wasting its time and its 
Personnel’s energies in civil war, in private vendettas 
and backyard arguments. There are customers passing 
the front door and their eyes are attracted to the bar- 
gain sign down the street. When they want.to see 


fighting, Dempsey and Tunney are preferred because 
there is class to that sort of an event. 

Most of all, the electrical industry must get under 
way. Most electrical merchandise today is bought. It 
is time that more of it was sold. The only way this 
can be accomplished is through effort, not waiting for 
some organization to start the customers running in. 


There are plenty of good plans, good merchandising 
ideas, tried and tested methods of attracting buyers 
and influencing them to buy. The time for leisurely 
analysis and critical examination is past. Other good 
merchants are selling shoes and sealing wax and rouge 
and cigarettes and automobiles. We have many good 
kilowatt-hour-consuming electrical appliances, too, to 
sell. Let’s be about the day’s work. 


—-— — a - 


Spreading the Light of Knowledge 
About Better Home Illumination 


VERY advance, whether in warfare, enlightenment, 

commerce, civilization, or just plain comfort, pro- 
ceeds along pretty well established lines. The tech- 
nique may vary with each kind of advancement, but 
the fundamentally basic method differs so little that 
it doesn’t matter. A law can be derived governing 
one form of advance and it will apply in general 
principles to another type. 

The plan or method begins with the pioneer, the ad- 
vance guard, the scout or the educator or promoter. 
Then follows the main body of attack, the sales pro- 
gram or the settled production. 

Pure scientific research precedes commercial utiliza- 
tion of the discoveries made. Great industries realize 
the value of such work and see that it is maintained, 
tree to discover and develop. In a like manner the 
pioneer, the educator, the propagator, must be appre- 
ciated and maintained even in so concrete a thing as 
the sale of electric energy through the medium of 
lamps. 

There is a certain natural market for any commodity. 
That market does not need to be sold; it demands that 
commodity. Around it there is a much wider market 
which must be brought to a point of desiring the 
commodity and buying it. 

Especially is this true of home lighting. The mar- 
ket for electric light alone has reached almost com- 
plete saturation. New homes built each year are its 
only market extension, and these will demand electric 
service whether it is offered or not. But to reach 
into homes already supplied with electric lighting, such 
as it is, and to influence the residents of those homes 
to pay money for new eauipment to give them what 
they already have, such as it is, requires more than 
a sales counter and a sign marked “fixtures for sale” 
over it. The field of acceptance must be prepared. The 
work calls for pioneering, for educational preparation. 

It is to the credit of those interested in the sale 
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of lighting equipment that there are among them 
men and women with the wit to see the value of this 
type of attack upon the home market. It is fortunate 
that the field for better home illumination may be 
pioneered first by men and organizations prepared to 
do an educational work without immediate commer- 
cial advantage in view. In both the Pacific Coast 
Electrical Association and the Northwest Electric Light 
& Power Association the lighting bureaus are sowing 
the seed of educational work that the main body of 
the advance later may reap according to the efforts 
given to the task. 

In some localities there is talk of “refixturing,”’ but 
it is re-lighting that must be sold. Before re-lighting 
can be sold the public must be made conscious that 
present and past modes of illumination are not what 
they might be, good as they are as compared with the 
crude lighting of the pine torch or its successors. 

The program of education is under way. It started 
several years ago with the Home Lighting Contest. It 
has been built up gradually to a moment at which it is 
crucial to advance with the main body of the army, 
the commercial legions prepared to bring about that 
which the forerunners have promised. 

The prophets of true home illumination have gone, 
are going on before. It is high time for the profits to 
follow. 


a a ep 


Some of the Ice Men 
Are Out of Step 


F safety razor advertising stimulated the sale of 

the old-fashioned “straight edge,” and vacuum 
cleaner and carpet sweeper advertising sold more 
brooms, is it not reasonable to believe that electric 
refrigeration advertising will sell more ice? In a few 
isolated instances such as in Portland, Ore., ice man- 
ufacturers and distributors can see great possibilities 
in co-operative efforts to promote refrigeration. In 
most other sections, and particularly in California, the 
ice industry is wrought up to the point where it is 
spending thousands of dollars in car cards and news- 
papers in advertising ice with copy that is aimed 
directly at mechanical refrigeration. 

There is no mistaking the combative and destruc- 
tive tone of a slogan such as, “A Block of Ice Never 
Gets Out of Order.” The invidious comparison between 
ice and mechanical refrigeration is perfectly obvious 
in the text, “Still Tender and Juicy—Dry cold dries 
foods up; ICE keeps them moist and fresh.” The 
same is true of the statements, “No Refrigeration 
Costs So Little as Ice,” and “There Is No Operating 
Cost with a Block of Ice.” Some of the advertising 
copy used by the ice manufacturers even might appear 
questionable to the Better Business Bureau, particularly 
such a statement as, “Its Delicious Flavor Unspoiled— 
The cool, moist air in your ice box removes odors and 
impurities arising from food and sends them down the 
drain pipe—Only Ice Does This.” 

The ice industry can gain little from so short-sighted 
and destructive a policy as it is pursuing in its present 
advertising. The statement frequently has been made 
in these columns that no amount of “knocking” will 
retard the growing popularity that domestic electric 
refrigeration has achieved in the public fancy. Were 
the same amount of money being spent in the present 
campaign to be added to a similar amount subscribed 
by the mechanical refrigeration industry and the en- 
tire sum, spent advertising some such slogan as, “Pro- 
tect Your Food and Health with Refrigeration,” it is 
conceivable that more good would accrue to all parties. 
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Considerable space in this issue is devoted to such a 
co-operative undertaking financed and directed by all 
refrigeration agencies in Portland and designed to 
educate the public as to the necessity for some kind 
of refrigeration. We not only commend this article to 
the electrical industry but urge that it in turn carry 
the same message to the ice manufacturers. 
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Cashing in on the 
Red Seal Investment 


AID a man well up in the industry recently, “In 

my opinion the Red Seal has been a big flop.” 
He went on to point out that out of more than a 
million and a quarter homes wired each year in the 
United States and Canada only approximately seven 
thousand Red Seal certificates had been awarded 
since the inauguration of the plan. Unquestionably 
the same opinion prevails in many quarters. The Red 
Seal program has not met with the success that its 
sponsors anticipated or that its merits warranted. 


The reason for this apparent lack of progress is not 
hard to find. The Red Seal Plan is an idea, sound and 
constructive. To the industry it serves the same pur- 
pose that a set of tools does to a workman. Without 
application and work there will be no Red Seal homes 
just as in the case of the workman there will be no 
concrete accomplishments unless he applies his tools. 
The jawbone energy expended in conferences and meet- 
ings might generate sufficient hot air to lift a balloon 
but it will not wire Red Seal homes. Advertising field 
contact work and salesmanship must back up the Red 
Seal idea if results are to be achieved. 


That the Red Seal Plan can be made to pay dividends 
is shown in an article on another page of this issue 
in which results of a survey of 500 residences in var- 
ious parts of California are presented. The figures are 
enlightening. Only a small percentage of homes con- 
tacted received Red Seal certificates, but the value 
to the industry of the improved wiring that resulted 
from this field work is apparent. The increase in out- 
lets was 37 per home, every home was wired for an elec- 
tric range, 49 per cent were wired for air heaters 
and 43 per cent for electric water heaters. When one 
central station commerical manager saw the results 
of the survey he immediately detailed a salesman to 
work with home builders, contractors and architects 
to further the interest in the Red Seal. 

While the leagues that have been licensed to carry 
on Red Seal work have done most of the work on the 
Red Seal homes built in the past, they have been 
hampered by lack of man power. The results cited 
prove that the Red Seal program, given adequate back- 
ing, need not be a failure. More Red Seal salesmen 
will make the program a great success. 
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Melones Project Is Example 
of Practical Co-operation 


HE Melones power house recently completed by 

the Pacific Gas and Electric Company affords 4 
striking example of the benefits of co-operation be- 
tween power and irrigation interests in the use of 
water. Low-head, foothill hydroelectric developments 
are not financially attractive today in competition with 
the lower construction and operating costs of steam- 
electric stations. On the other hand, foothill storage 
and control of water for irrigation and domestic use 
is of increasingly vital importance to the agricultural 
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and commercial development of many large and fertile 
areas in the Western states. 

The incompatibility of interest that has been evi- 
denced in some localities where there has been a diver- 
gence of demands for water for irrigation and power 
has been met successfully by the agreement worked out 
by the Pacific Gas and Electric Company and the 
Oakdale and South San Joaquin Irrigation Districts. 
By the terms of the contract the irrigation districts 
built the dam and accessory works, and the power 
company constructed the power plant. During the ir- 
rigation period from the first of March to the end 
of October the districts control the release of water. 
For the balance of the year the use of water, with 
minor restrictions, goes to the power company. Semi- 
annual payments for the use of the water for power 
generation will be paid by the power company for a 
period of forty years, the total amount aggregating 
almost enough to pay all interest and bond redemption 
charges upon the irrigation works. Thus the irriga- 
tion districts will acquire a dam and regulated water 
supply at practically no charge to the water users. 

This joining of forces in a co-operative undertaking 
makes for the best possible use of natural resources 
to the mutual benefit of both irrigation and power in- 
terests. The irrigation districts receive the full finan- 
cial benefit of the electrical by-product without di- 
verting any capital from the primary object of devel- 
oping an irrigation system. 

Not only does the Melones development afford a fine 
demonstration of practical co-operation but it marks 
the beginning of a new era of water development in 
the Western states whereby farmers and power com- 
panies can store and use water to mutual advantage 
and without conflict. 


ri 


Electrical Industry Is Overlooking 
Possibilities of Ironer Market 


OUR million grade A _ prospects and less than 

300,000 users—that is the status of the electric 
ironer in the country today. A manufacturer in a 
recent letter to Electrical West drew attention to this 
market and asked why the industry has been so 
apathetic toward an appliance that has such sales pos- 
sibilities. Here are some of the points he made: The 
electrically heated ironer ranks second only to the 
electric range and refrigerator as a load-builder. In 
the opinion of housewives whose homes are equipped 
with ironers, it ranks first or at least equals the 
washer and vacuum cleaner in the elimination of 
drudgery and in labor saving. What then, have been 
the resistances that have retarded sales? 

In the first place, there has not been sufficient edu- 
cational and publicity work directed either at the elec- 
trical industry itself or at the consuming public. The 
Score or more ironer manufacturers have not sold the 
industry on the load-building possibilities of the 
lroner. Similarly the manufacturers, the central sta- 
tions and the dealers have not convinced the housewife 
that the ironer is a household necessity. As a conse- 
quence the appliance is considered with indifference by 
the industry and is classed as a luxury by the public. 
Its load-building and merchandising possibilities must 
be demonstrated to the industry, and constructive edu- 
cational work must be applied to the home field to 
create a favorable reaction from the housewife that the 
Ironer is a household staple. 

Troner sales have bee retarded in the past by “half- 
selling,” and by “over-selling.” In many cases the 
Ironer has been sold aad only half demonstrated, with 
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the result that the housewife has been disappointed 
with results. In others, and this is particularly true 
in the early days of ironer merchandising, the appliance 
was pictured as a mechanical wizard that woud perform 
miracles. Over-enthusiastic statements of salesmen fol- 
lowed by disheartening experiences at the hands of none 
too expert operators have resulted in many lost sales. 
Expert salesmanship and careful demonstration are the 
two most essential requirements for successful ironer 
merchandising. 


The problem of the electric ironer, like that of many 
other appliances and services that the industry has to 
offer, is strictly one of sales. The market that exists 
for this appliance will be tapped when the industry 
marshals an adequate merchandising and sales force 
and backs up this organization with suitable publicity. 


—G 


Oregon Contractors 
Organize as Electragists 


T IS a pleasure to note the step taken in Oregon 

to better the condition of the electrical contractor 
through the formation of the Oregon Electragists. The 
movement was fostered by the scattered members of 
the Association of Electragists, International, and var- 
ious independent local organizations, who visualized 
the advantage to the contractor of spreading the A.E.I. 
movement and giving it a stronger medium through 
which to function locally by welding it into a statewide 
organization. Of course, besides spreading the elec- 
tragist movement, the new association will furnish a 
vehicle for attacking local problems, lending the pres- 
tige of a united front and the weight of a combined 
opinion to their solution. 


If there is ever to be a “united industry,” it is es- 
sential that the contractors become organized so that 
they can bring themselves to think and act unitedly. It 
is well known that the business policies of the other 
branches of the electrical industry have been fairly well 
standardized through their associations, and further, 
that through inter-association contact the central sta- 
tions, the manufacturers and the jobbers have arrived 
at a common understanding of many basic principles 
underlying the economic structure of the industry. The 
A.E.I. has done much to bring the contractors’ view- 
point into the councils of the industry, and to carry 
back to its members the broadening influence of con- 
tact with authoritative bodies of the rest of the in- 
dustry. But this relationship now being effected na- 
tionally needs to be carried out locally, and this can be 
accomplished only where there are strong state and 
local organizations through which the contractors may 
present their side of local differences and in turn hear 
presented the other side. 


The formation of state contractors’ associations in 
Oregon in the past has been attended by difficulties, 
and at least one such organization within recent years 
died of internal troubles. The present movement, how- 
ever, seems to be free from strife; the spectre of 
jealousy is laid, and harmony prevails. The men 
chosen to guide the association’s activities appear to 
be intent on keeping out this spectre, and with due care 
and caution have committed themselves to a program 
of endeavor consistent with the means at their disposal. 
More power to the Oregon Electragists. May they 
better conditions for their own branch of the industry 
in their territory, as have similar organizations in 
other states, and prove, through such betterment, to 
be an influence for the good of the industry as a 
whole. 
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qualification just one question with respect to 

merchandising its entire course can be plotted 
accordingly. This is the opinion of a successful mer- 
chandiser and of the executive of the power company 
for which that merchandising is being done. 


The single question, shorn of extraneous trimmings, 
may be condensed into these words: 

“What are we in business to sell—kilowatt-hours of 
electrical energy, or electrical merchandise?” 


Obviously, it will be answered, the central station 
is in business to sell electrical energy. No less ob- 
viously it will be shown that electrical 
energy as such is of no commercial 
value until transformed by means of 
appliances into useful service. There- 
fore, the selling of electrical appliances 
becomes a logical function in order 
that through them kilowatt-hours may 
be sold. 

Enthusiasm to sell merchandise of 
itself, however, has so often submerged 
the original purpose, that of selling 
kilowatt-hours, that many central sta- 
tions have found themselves with the 
tail (merchandising) wagging the dog 
(kilowatt-hour sales), to the detriment 
of general industry relationships. 

A. E. Wishon, vice-president and general manager of 
the San Joaquin Light & Power Corporation, of Fresno, 
Calif., in a recent letter to J. E. Davidson, chairman of 
the National Commercial Section, N. E. L. A., set forth 
in characteristically straight-forward stye the policy 
which has determined the merchandising practice of 
that company. His letter was one in response to an 
inquiry as to the relationship between the San Joaquin 
company and the Valley Electrical Supply Company, 
its merchandising subsidiary. 


() NCE a central station answers for itself without 


which 


Cz. every dollar 
in revenue for 
the first year from 
an electric appliance 
this company invests 
35 cents in a selling 
and promotional plan 
insures 
continued 
from that appliance. 
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w-hr. ---- 


H. H. Courtright has 
at his fingertips at all 


times the complete 
data as to quotas, 
methods and_ results 


of his stimulative ap- 
pliance campaigns. 
Mounted on a rack 
above his desk he 
keeps a graphic record 
of all the activities of 
the Valley Electrical 
Supply Company, of 
which he is manager. 


Beginning uncompromisingly by stating that the 
Valley Electrical Supply Company is operated as a 
separate merchandising corporation, doing its own 
financing, purchasing and operating, paying for its 
rent and light as would any other merchant occupying 
the same space, keeping a rigorous accounting system 
audited each month, assuming all merchandising ex- 
penses of every sort, handling all of its accounts be- 
tween customers and itself without privilege to use 
the power company’s consumers department, Mr. 
Wishon went on to declare: 

“Not being satisfied with the natural growth of our 
domestic appliance load, and at the same time recognizing 
that the margin of profit on electrical 
appliances is not sufficient to campaign 
continually, to force-feed, demonstrate, 
properly advertise and continually to edu- 
cate the public to the further use of these 
appliances, we have each year entered 
into a contract with the Valley Electrical 
Supply Company to distribute over our 
system during the year a quantity of cur- 
rent consuming devices. For this service 
the San Joaquin agrees to pay a stip- 
ulated sum for each kilowatt of applances 
thus sold. F 

The contract between the San Joaquin 
Light & Power Corporation and the Valley 
Electrical Supply Company is a_ hard 
boiled contract. For every dollar that 
the power company pays the Valley Elec- 
tric on this contract the power company 
receives a revenue of $3 in return the 
first year, and $3 every year therafter. Figuring on @ 
five year revenue, in that case, for every dollar paid the 
Valley Electric the power company will receive $15 in 
revenue. 

How such a plan works out to the benefit of the 
central station is shown further by H. H. Courtright, 
manager of the Valley Electrical Supply Company, by 
the following figures: 


Taking a basis of 1,000 electric ranges, sold in a year, 
say, by any average company as compared to 1,000 ranges 
sold by the Valley Electrical Supply Company for the 
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or ce \(ERCHANDISE? 


When BUILDING UP A LOAD and then MAIN. 
TAINING IT are considered Far More Important Than 
Mere Volume of Appliances Sold, Every Retail Outlet 
Available Can Be Developed as a Logical Unit of an 
Unceasing Campaign to Keep Current Consuming 
Devices on the Line and Thereby Earning Revenue. 


San Joaquin Light & Power Corporation, the resulting 
revenue over a two year period alone shows a significant 
difference. The average revenue from a range is given as 
about $40. For 1,000 new ranges, assuming that the sell- 
ing expense was met by the campaign and therefore cost 
the company nothing, the revenue for a given year would 
be $40,000. The second year would bring in a similar 
revenue of $40,000, a total for two years of $80,000. 

On the San Joaquin system, because of the intensive ad- 
vertising, promotional and demonstration work to keep 
every range sold and used to the maximum, to stimulate 
its use for more numerous occasions and for longer periods, 
the average revenue per range kilowatt connected is $12.50 
per year. The average revenue per range therefore is 
a. $87.50 per year, as against the general average 
0 ; 

For 1,000 ranges, at $87.50 per range, the first year’s 
revenue would be $87,500, less the selling cost or charge 
to the power company for selling the load. This charge, 
based upon connected kilowatts, is approximately $35 per 
7-kw. range. For 1,000 such ranges the cost would equal 
$35,000 which, taken from the $87,500, would leave a revenue 
for the first year of $52,500, as against $40,000. The 
second year would yield a revenue of $87,500. The total 
for the two years would be $140,000 as compared to $80,000, 
or almost twice as much. 


Upon such a basis it can be seen wherein Mr. Wishon 
looks to the Valley Electrical Supply Company for $15 
of revenue over a five year period for each dollar paid 
it for making the sale. 

Two JoBs TO Do 


By the terms of its contract, therefore, the Valley 
Electrical Supply Company, according to Mr. Court- 
right, has two definite responsibilities. 
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The first is to sell current consuming appliances. 


The second is to keep these appliances in use and 
consuming current. 


Each of these responsibilities has its definitely es- 
tablished and well understood requirements, as well as 
its methods and plans designed to meet them. Although 
they may overlap in many instances these two lines 
of activity are no less held up as goals to which 
every member of the Valley Electrical organization 
must work. Because the use of appliances once sold 
depends so closely upon how well and in what manner 
they are sold originally, the link between these two 
activities is forged strongly. 


THE First — To SELL 


With the policy thus established, how shall the work 
be accomplished? The first step has been the estab- 
lishment of quotas; the determination, in other words, 
of what shall be required of the Valley Electrical 
Supply Company in the way of actual results—meas- 
ured in kilowatt-hours—under the terms of the con- 
tract. Of this Mr. Wishon states: 


During September of each year we meet with the 
Valley Electric manager, our power company sales manager 
and other department heads and discuss the results ac- 
complished on our contract with the Valley Electric for 
the past year, and at the same time frame our contract 
for the following year. Prices charged by the Valley 
Electric for their services are raised or lowered by the 
results of the past year’s profit shown or by the power 
company demanding a further service, always keeping in 
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mind that we, as a power company, can afford to pay for 
this class of business. 


The charts accompanying this article give the quotas 
established and the results accomplished under the 
plan. They show also the volume expected from special 
sales (in color) and that expected from the sale of 
nationally advertised list price appliances. 


DEVELOPING RETAIL OUTLETS 


When it is to the advantage of the merchandiser to 
place all possible revenue producing devices on the line 
it is also to his advantage to use every possible and 
available outlet for the sale of merchandise which will 
accomplish that result. From this fact has sprung the 
“through-the-dealer” plan of selling appliances which 
has earned for the Valley Electrical Supply Company 
national recognition.* 

Good business dictated that every workable selling 
outlet be employed. It was in no sense a philanthropic 
gesture. Such a course could be made to pay. And be- 
cause the individual electric dealer, the hardware and 
furniture merchant, anyone selling electrical merchan- 
dise, could make money by co-operating with such a 
plan it has found ready acceptance and support. Again, 
no bigness of heart on the part of the dealer was in- 
volved; it became a matter of simple good business. 

Two other features of the plan resulted from a 
logical carrying out of the object in view—selling 
kilowatt-hours. Appliances selected to be campaigned 
must be of a kind which for their selling price are 
comparatively large current consumers. Toasters, 
waffle irons, percolators, cookers, and other heat oper- 
ated devices come under this classification. The low 
consumption appliances employing motors and costing 
much more per unit, such as washers and cleaners, 
were not selectec for campaigns. 

There were two reasons for this. These appliances 
are being sold in sufficiently large quantities by re- 
tail outlets already established. They enjoy popular 
acceptance and do not need this campaigning. 

Secondly, such appliances tie up the woman’s family 
budget for so long a period that she can only buy one 
such appliance a year. 

The lower priced appliance, sold on payments which 
will guarantee its being kept after the initial payment 
is made, and owned in two or three succeeding pay- 
ments, allows the housewife to buy another appliance 
every three or four months. 

Space does not permit a full detailed account -of the 


*See page 242 
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“through-the-dealer” plan as employed by the Valley 
Electrical Supply Company. Except for minor changes 
the description given in these columns last year (See 
Journal of Electricity, Oct. 15, 1926, pp. 270-276) is 
a complete one. 


PLAN KEPT FLEXIBLE 


One thing may be credited to the plan which Mr. 
Courtright has evolved. He has kept it in flux. Wher- 
ever it has shown a tendency to work to the disadvan- 
tage of any one group in the industry, and thereby 
jeopardise its effectiveness, he has been quick to make 
the necessary reinforcements where needed. 

When it was first tried the jobbers handling standard 
lines of appliances werz prone to feel that their mer- 
chandise was suffering as a result of the campaign 
appliances being sold. To remedy this situation the 
quantities of campaign appliances sold to the dealers 
were limited so that they would move fast and be sold 
out quickly. This had the effect of stimulating the 
sales of standard lines and of bringing the housewives 
out for special sales early, keeping the campaign snappy 
as well as eliminating danger of overstocking. 

To further the sale of standard lines Mr. Courtright 
adopted the plan of giving notice to the jobber sales- 
men serving his territory of the approach of a special 
sale in order that they might follow the Valley Elec- 
trical Supply Company salesmen and stock up the 
dealers with standard appliances to be sold in prefer- 
ence to the specials. In many cases the jobber sales- 
men and Valley Electric salesmen have visited the re- 
tail outlets together. 


PREPARING THE SHOCK TROOPS 


It is not to be imagined that mere offer of such a 
proposition to the retail outlets would find acceptance 
at face value. Although the advantages of the plan 
to the dealer are many, few dealers were willing to go 
into it and conduct it successfully if given the chance. 

One of the first requirements for harmony is under- 
standing. If the dealer could be shown the purpose 
of the plan frankly, shown its benefits not only to 
the central station but to the contractor-dealer or other 
merchant outlet, if, in other words, this volunteer sell- 
ing force could have instilled in it the enthusiasm of 
a paid selling force, then better results might be ex- 
pected from the operation of the plan. 

It was at this point that the first step toward the 
second task given the Valley Electrical Supply Company 
was taken. Before the customer could be sold the 
further use of the electrical appliances purchased the 
merchant selling those appliances had to be sold the 
necessity for selling use along with the appliances. 

A series of lecture-meetings with dealers in the 
various districts served by the power companies were 
arranged. In order to show graphically and emphati- 
cally the various phases of the entire program Mr. 
Courtright and his advertising manager, J. U. Berry, 
assisted by all members of his organization in the 
compilation of information and the furnishing of ideas, 
worked out a series of charts. With these charts 
Mr. Courtright carried personally to the dealers in his 
territory the direct message of his appliance campaign. 
He became in effect the sales manager directing @ 
volunteer chain store organization. 

This lecture with accompanying charts was given 
recently at the Commercial Section meeting at the 
Pacific Coast Electrical Association convention at Santa 
Cruz; again at the convention of the Association of 
Electragists, International, at St. Louis and will be 
given at the California Electragists convention at Riv- 
erside, October 15, 1927. 
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KEEPING APPLIANCES IN. USE 


It is to the second assignment of the contract that 
the Valley Electrical Supply Company is turning more 
and more, that of keeping in use the equipment sold to 
customers and increasing this use wherever possible. 
This activity is seldom undertaken by either the mer- 
chandising department or the individual dealer. Once 
an appliance is sold the responsibility ends, in the 
majority of cases. 

The terms of the Valley Electric contract, however, 
stipulate that there shall be stimulation of the further 
use of these appliances. For this the power company 
pays. It expects results spelt in kilowatt-hours. It 
is a “hard boiled contract” and the reckoning is made 
each year before a succeeding year’s contract is en- 
tered into. 

Such a job the central station cannot expect the 
individual dealer to partake in unless it is to his ad- 
vantage to do so. To show the electrical retail outlet 
the necessity for such action one very effective chart 
is used in closing the lecture-meeting. 

It is a chart showing a set of balances, on one side 
of which are depicted the services offered by other 
industries which compete with and take away from the 
labor in the home. These are substitutes for home 
life and home activities which threaten to make the 
American home a mere place to sleep and in which to 
hang up a few clothes, to eliminate the kitchen and 
leave only a hot plate instead of a range. 

In each instance there is some conterbalancing elec- 
trical service available which would minimize the labor 
connected with home keeping, give comfort, conven- 
ience and even entertainment and pleasure and would 
keep the home intact and preserve its traditional place 
in family life. These other industries are selling their 
services by campaign and ceaseless advertising. It is 
up to the united electrical industry working together 
led by the central stations and with all branches of 
the industry participating in a well organized plan, 
to sell the housewife on the comfort giving appliances 
available to her. 

Home making must be made interesting and excit- 
ing. The Valley Electrical Supply Company is 
busy devising ways to make it so. Cooking demonstra- 
tions are given frequently. Recipes are solicited and 
distributed. New ideas in the use of appliances are 
developed and information regarding them is_ broad- 
cast. 

The electric cooker pot is developed as a_ biscuit 
maker. The electric waffle iron is shown to be capable 
of making delicious cakes and desserts as well as the 
family breakfast piece de resistance. Use is talked. 
Use is demonstrated. Use is encouraged and stimulated 
by work, by example, by service to disabled appliances 
and by carefully planned direct-mail material. 

To eliminate the water-back and to insure a water 
heater installation as quickly as possible ranges are 
not sold where an old fuel range remains in the kitchen. 
More time is taken on such a sale to demonstrate 
the economy and value of both electrically operated 
range and water heater and the value in installing 
them together. In this way 8 out of every 10 range 
customers have a 5-kw. electric water heater where a 
ratio of 4 in 10 is considered high elsewhere. 

Other forms of stimulative activity used are frequent 
small demonstrations, displays at fairs, using district 
offices as display rooms and a high grade engineering 
Service to builders and architects. 


RESULTS 
No better answer as to the value of this set-up can 
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Seles Efforts Reducing 
Labor inthe Home ~ 


Valley Electrical Supply Co. 


be given than that of Mr. Wishon in concluding his 
description of the plan and its results: 


My idea in keeping the merchandising department sep- 
arate from the power company is that to do a merchan- 
dising job we should have a merchandiser to do it, and 
the further we can keep it from the power company the 
less chance that department has to hide behind smoke 
screens such as public relations, public policies, etc., du- 
plication of effort and mixing of accounts in making sales. 

By our present merchandising method we feel that we 
have accomplished the following results: 


1. An accurate cost system of merchandising sales. 
2. Control on consumer contact, knowing exactly what 
is promised our consumer. 


3. Control on the quality merchandise being sold to our 
consumers. 

4. Control of power company sales quota for the year. 

5. Domestic and commercial electrical appliances and 
equipment properly displayed and advertised. 

6. Continuous education on domestic and commercial ap- 
pliances and equipment by actual demonstration. 

7. Power company carries no stock of electrical merchan- 
dise, which means no depreciation on shopworn or out-of- 
date stocks. 

8. Electrical merchandise displayed in all power company 
district offices is not in power company stock. 

9. Power company is carrying no term accounts or ac- 
counts receivable with its consumers covering electrical ap- 
pliances or equipment, which means no reserve or bad ac- 
counts. 

10. An up-to-date electrical merchandising division. 


This is figuring dollars and cents only and does not 
take into consideration service to our consumers, good will, 
public contact and keeping our merchandising division in 
synchronism with the progress of our electrical industry. 

I am sure it would be possible to sell these appliances 


at a profit, that is, to sell a smaller volume and perhaps 


make a showing of profit on straight-away merchandising, 
but there would be less load-building value in such a 
method. 


“The power company is interested also,” concludes 
Mr. Wishon, “in maintaining favorable and friendly re- 
lations with the dealers, which, under the policy now 
prevailing, we are able to do. The work of demon- 
strators and the following up of appliance sales to 
educate the housewife to the further use of them is, 
in my opinion, bound to result in increased consump- 
tion and in consequence, additional revenue to the powet 
company.” 

“By this method of merchandising the united elec- 
trical industry is given a better opportunity to serve 
the public.” 
















































YESIGHT is one of Life’s most precious posses- 
E sions. Especially do people watch and guard the 

eyesight of their children. Anything which 
touches upon the conservation of vision in young eyes 
reaches deep into public consciousness. And yet noth- 
ing has so much to do with vision as the very phe- 
nomenon of light itself. 

While this relationship of light to vision always has 
been recognized as obvious by the electrical profession 
little thought has been given to the force of the simple, 
elemental desire on the part of all people to preserve as 
much as possible the invaluable instruments by which 
they are able to see. 

In other words, when the electrical industry has 
talked lighting it has talked from its own viewpoint en- 
tirely. It had electric lighting to sell. The public was 
thrilled at first by the possibilities of receiving light 
from electric wires. As electric lighting became more 
a commonplace and less a miracle the public lost its 
interest in mere lighting as such. 

If anything, due to abuses of lighting practice, to 
glare and similar harmful conditions, the public has 
begun to swing away warily from the idea of “more 
lighting.” More lighting of the same sort as the light- 
ing of old meant the presence of more extremely bright 
spots which would jar vision and strain the eyes. The 
natural reaction has been for less instead of more 
light. The offending ceiling fixture, extremely bright 
if it were to light a room sufficiently, and always in 
full vision, went first. The ceiling fixture had never 
been a very decorative or artistic piece of apparatus, 
hanging there in full view, anyway. 

‘The result has been a wide swing toward floor lamps, 
brackets and other types of freak lighting at the ex- 
pense of genuine illumination. The effect was prettier, 
anyway, even if it was harder to see well, thought the 
housewife. : 

Aroused to the realization that real lighting must 
begin at home, that harm was being done not only to 
the lighting profession but, more important, to the eyes 
of the public, especially to the eyes of children studying 
in the home under present-day freak lighting condi- 


This and the facing 
picture are used to 
show effects of im- 
proper and _ correct 
lighting for home 
study. 


tions, the lighting bureau of the Commercial Section 
of the Pacific Coast Electrical Assocation, conceived for 
its present year’s work a campaign for more intelligent 
and more efficient and practical home lighting. 


There have come from the East many rumblings of 
re-fixturing campaigns. To the lighting bureau re- 
fixturing alone did not seem to be the solution to the 
problem. Re-fixturing, without a previous preparation 
of the public to accept new fixtures and discriminatingly 
to demand scientifically correct fixtures, would be 
wasted effort if not in the long run really treacherous, 
in the opinion of Clark Baker, then chairman of that 
bureau. New fixtures could only be acceptable to the 
public upon the basis of improved, scientific, adequate 
illumination. And illumination would be just an empty 
word unless it could be shown clearly that it meant, not 
just “more lighting,” but the health and the eyesight of 
children both in school and at home. 

With a feeling that the program of educational work 
would reach such wide proportions as to become in 
truth not a lighting bureau work alone, but an industry 
work, the co-operation of other organizations in the 


Effect 
of 
glare 
in a 
school 
room. 





CoS "© 





Through 


the 


ne )chool 


™.tO the 


How it is Planned to 
Drive Home the Story 
of Conservation of 
Vision by Means of 
Correct Illumination. 


1 P.C.E.A. was sought. Because the Advertising-Pub- 
r licity Section, in its “Book of Standards” had offered 
t assistance to any other group, that section was ap- 
proached first. It was asked to appoint a committee 
f to design and have printed a circular to be distributed 
‘ in connection with the talks to be given before women’s 
. clubs and Parent-Teacher organizations throughout 
. California. 
y The merchandising committee of the Commercial 
e Section also was invited to assist in the arranging of 
;, dates for talks and in other details. After the pre- 
t liminaries of the program had been outlined at the 
e convention at Santa Cruz the recently appointed chair- 
e man of the Women’s Committee, Mrs. Ruth E. Crevel- 
y ing, volunteered the services of the women in the in- 
yt dustry to assist in the program. 
yf The educational lighting committee, as it is called, of 


which Clark Baker is chairman, is to work under the 


k lighting bureau chairman for this year, G. H. P. Dell- 
n mann. Its purpose will be to carry a message of con- 
'y servation of vision through correct use of light and 
1e lighting equipment. It is planned to reach the schools 
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through the medium of the Parent-Teacher Associa- 
tions and thus through the schools to reach the home. 
It is planned to reach the home directly through the 
women’s clubs and through them to reach back to the 
schools. 

For the Parent-Teacher groups the lecture given will 
be approached from the angle of the steps being taken 
by school authorities to preserve the vision of children 
under their care. It will be shown that all these efforts 
for eyesight preservation will be nullified if improper 
lighting conditions at home force the child to read or 
study under conditions which the modern school no 
longer tolerates. 

To the women’s clubs the approach will be through 
the home, its decoration and the place which light plays 
in the decorative scheme. But, it will be pointed out, if 
decorative effect is gained at the expense of the eye- 
sight of the children in that home who may have to 
read or study under intolerable lighting conditions, the 
good work being done for eyesight preservation in 
modern schools will be destroyed. 

It is planned that two Parent-Teacher groups will be 
given the lecture for every 50,000 population and that 
one women’s club will be reached in every 50,000 popu- 
lation. In this manner fifteen cities and towns in the 
northern section of the territory will be reached and 
fourteen in the southern section. 

Immediately following the talks given in each com- 
munity, the power company serving that community 
has agreed to circulate to all of its residential con- 
sumers the special little dramatic pamphlet prepared 
by the Advertising -Publicity Section. The merchandis- 
ing committee of the Commercial Section has charge of 
the mailing or distribution, each company selecting 
the method whereby it chooses to distribute the 
pamphlet to its customers. 


The pamphlet, of which more than 1,500,000 copies 
will be distributed in the territory, is built around a 
series of four dramatic photographs designed to show 
the effects of harmful lighting in contrast to good 
illumination. 








































there has been increasing interest shown in the 

matter of better and more adequate home illumina- 
tion. This has resulted finally in the development of 
new and properly designed equipment to produce the 
desired results. It is felt by some that the money and 
effort expended on that activity largely was lost for 
the reason that there was not proper equipment avail- 
able which would conform to the standards set forth 
at that time. 

The interest created in the home still remains, yet 
when a prospective purchaser calls at the display 
rooms of the fixture dealer, 95 per cent of the equip- 
ment found on display is shown with bare lamps, 
having been designed apparently primarily 
for decorative purposes with little or no 
thought to illumination, which is the real 
purpose of fixtures. 

Lamps developed to give higher efficiency, 
such as are used in the majority of fix- 
tures in the homes today, produce glare 
and are not only irritating to the indi- 
viduals who use them, but are harmful to 
the eyes. The result is that many fix- 
tures are now being equipped with low 


Stee the school essay contest on home lighting 









‘Relighting the Home: 


By Lronarp A. Hoss, Pacific 


wattage lamps which can never furnish satisfactory 
illumination, and the load derived by the central station 
serving them is not sufficient to justify an adequate 
return on the investment which they must make to serve 
these customers. 

Since more than half of the fixtures used today are 

of an obsolete type, and since half of the remainder 

are lamped with low wattage bulbs, or are not being 
used on account of the irritating results produced by 

the light which they furnish, it is obvious that a 

determined effort to change these conditions is 

warranted. 
Revenue produced from illuminating current today 
contributes only 35 per cent of central station income. 
Yet over 65 per cent of the investment in 
central station property is in equipment to 
produce this illuminating current. 

Since 1924 the new residential customers 
added each year have shown a decided de- 
crease. During the same time the current- 
producing equipment of the country has 
been expanding steadily to such an extent 
that new means must be found to increase 
the current consumption to keep pace with 
increased producing capacity. 

Considering the fact that 
illuminating current produces 
the highest rate of return of 
any service provided by the 
central stations it is obvious 
that any effort in load build- 
ing should be concentrated on 
that part of the service which 
represents both greatest profit 


Dealers should be pre- 
pared to display and 
supply lighting equip- 


ment of the new 
standards in order to 
capitalize upon the 


work that has 
been started. 
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Whose Job? 


District Manager, Edwin F. Guth Company 


possibilities and largest present investment. This is 
further emphasized by recent surveys which show that 
the average annual residential load is 400 kw-hr. return- 
ing an average annual revenue to the central station 
of $29.24. This is less than any other item on the 
family budget, except stationery and postage. 

The kitchen lighting campaigns which have been car- 
ried on by many of the central station companies have 
proved in most cases successful and highly profitable. 
One Western company sold 30 per cent of its residence 
customers. This resulted in a marked increase in 
revenue. As a result of this successful pioneering work 
the kitchen lighting unit of today has become a stand- 
ard of equipment for the lighting of kitchens in all new 
homes. This has proved profitable to the entire in- 
dustry. The power companies took nothing from the 
dealers, for sales were made only to old homes, while 
the dealers’ efforts have been concentrated on new 
homes. 

An indication of a lighting consciousness which is 
being developed rapidly by the householder is to be 
seen in the large volume of sales of floor, bridge and 
portable lamps. It is the logical time to start on a 
re-fixturing campaign—perhaps the term relighting cam- 
paign would be better—and it remains only to formu- 
late a plan that can be carried out successfully. 

In a recent survey of the power companies of six 
Western states, a marked majority of the commercial 
and merchandising managers expressed a desire to get 
into re-lighting campaigns. Some were in favor of 
trying to carry on the campaigns through the local 
dealers. Their plans varied; one company advocated the 
dealer carrying out the campaign with only the moral 
support of the power company, but in most of the other 
instances where campaigns were being 
considered the power companies were 
contemplating doing the advertising for 
the dealers and allowing the dealers to 
use the power companies’ sales forms 
where the customers desired to purchase 
on a deferred payment plan. One power 
company planned to purchase the equip- 
ment and consign it to the dealers desir- 
ing to enter the campaign. It would do 
all of the advertising, train the dealers’ 
salesmen, take the time payment paper, 
and allow the dealer a liberal commission 
for selling and installing. 

The desire of most of the officials who 
had had experience in campaign work of 
this nature was to do their own selling for several rea- 
sons—the principal one of which is that such work is 
largely of an educational nature and therefore expensive, 
with no hope of any great profit resulting except to the 
central station in the way of increased revenue. It 
would be more difficult for the dealer to get into the 
home than it would for a representative of the central 
station, and from the viewpoint of the central station 
there is involved something more than merely increas- 
ing the load, namely public relations. There are few 
central station companies who care to be represented by 
a dealer’s salesman, and it is doubtful if many dealers 
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HE home has 
been awaiting 
the follow-up on 
the Home Lighting 


to undertake the 
task—dealer, con- 
tractor, 
central station, or 
all working 
together? 





would care to assume such a responsibility. 


When all 
is considered it is believed that the dealers will prefer 
and urge the central stations to enter home re-lighting 
campaigns to demonstrate to the home owners what can 
be accomplished in the way of proper and adequate 


illumination. It will create a desire for the proper 
equipment, largely eliminating the sale of the cheap and 
useless equipment now being sold, and establish a new 
standard in home illumination. 

It is neither the desire nor the intention of central 
stations to go into the fixture business, but carefully to 
select and sell a few pieces of the proper equipment 
suitable for the majority of homes, and to be appro- 
priate for the various rooms in the home, 
which will be sold only over a definite 
campaign period of sufficient duration to 
cover present consumers. 

The idea is to create better lighting. 
This does not mean merely the replacing 
of an old fixture with a new one. It 
means the selection and sale of a piece of 
merchandise that will raise the standard. 
It must be of a style that will adapt itself 
to most surroundings, and more important 
still, produce proper and adequate illum- 
ination. 

It is a recognized fact that the best 
form of illumination is that which nearest 
approaches daylight. The light should be 
evenly distributed throughout the room and no con- 
spicuous light source should be visible. 

The residence lighting market amounts to two and 
one-half times that of commercial and industrial light- 
ing combined. Ina city of 100,000 inhabitants the re- 
lighting business covering unquestionably obsolete 
equipment, at very moderate prices, would be $400,000. 
Therefore, if the central station during the campaign 
sold $50,000 worth there would still remain a possibility 
for $350,000 in relighting business for the dealers, all 
of which would be partially sold because of the efforts 
of the central station during its campaign. 
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The symbol of ade- 
quate wiring. Copy- 
right 1925 by S.E.D. 
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came into being as a plan 


them were sturdy little plans with every promise of a 
hardy youth and a ripe, productive maturity; but most 


of them were born only to be 
pushed aside carelessly, un- 
dernourished, while new 
little plans were being 
launched intheworld. Many 
of these plans have lan- 
guished without ever hav- 
ing a chance to realize the 
fond hopes once held for 
them; others still are to be 
seen struggling along, 
threadbare, with only an 
occasional push to keep 
them on their way. 

We do need more busi- 
ness in the electrical in- 
dustry. Throughout the en- 
tire United States the all- 
absorbing interest of the 
industry is to increase 
sales. Chairman J. 
Davidson of the Commer- 
cial Section of the National 
Electric Light Association 
sounded the keynote in his 
slogan, “Sell More Kilo- 
watt-Hours.” But how can 
this best be done? That is 
the question—how to sell 
more wiring supplies, more 
appliances, and more kilo- 
watt-hours? The answers 
are legion. Every commer- 
cial man doubtless has his 
pet; but the purpose of this 
article is to push forward 
one little offspring of the 
electrical industry which 
must not be permitted to 
become an “Orphant An- 
nie” because within it lies 
the soundest, most prac- 
tical, most readily adaptable 
solution to the problem for 
every branchoftheindustry. 


What power company, manufacturer, jobber or con- 


tractor is disinterested in 


circuit outlets in every new home? 
trical industry, is there who is not interested in seeing 
the number of homes wired for ranges jump from 0.9 


per cent to 100 per cent; 


RANKLY, when you stop to consider it, doesn’t it 
seem as though the electrical industry is full of 
“Orphant Annies’? Each of these little offspring 






‘Red Seal Declaresllt 


By Victor W. HartTLey 


Executive Secretary, California Electrical Bureau, San Frangiy 


Surveys have been made 
for more business; most of 


been divided 






TABLE I—RECAPITULATION 
of 
Survey of Residential Electrical Installations 


























*CLASS *CLASS *CLASS 

1 HOMES |2 HOMES |}3 HOMES 
Lighting Ceiling 23.7 16.3 
Outlets Bracket ; 16.5 





Switch Single-Pole  __ 


Outlets 
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Convenience "ot 
Outlets 4 
Lighting $F 

Circuits Conven-Out. _ 















Wall 1.35 
Air Heaters Portable 0.43 

% of Homes 

Wired for heat 46 % 





_ The above figures represent the average number of each item 
installed in each home surveyed. 











Full Service 0.9% 3.1% 100% 
Ranges Part Service 85.8% 

No Service 99.1% 11.1% 
Water Heaters 0 1.0% 43.3% 





The above figures represent the percentage of homes equipped 
with the specified services as compared with the total number 
of homes surveyed. 












y,” 2.6% 
s | Me | Se] Bae 
x J 0.9% -0%o 
9 Conduit + 1%” 1.9% 3.0% 62.1% 
5 | 14%” 36.2% 24.3% 
e4 ” 0.3% 13.6% 
n ! 2-10s 87.8% 
i 2- 8s 2.6% 
4 3-12s 0.9% 
a 3-10s 7.8% 95.7% 
si 2- 8s 1.38% 
Wire { 3- 6s 1.8% 
7, 3- 4s 0.9% 0.6% 54.1% 
~ 3- 2s 0.6% 35.1% 
M 3- Os 2.7% 
a 3-00s 2.7% 
4 3-000s 5.4% 
s 30A 96.5% 96.7% 
3} | 60A 3.5% 0.9% 27.0% 
- Switch ; 100A 2.1% 54.0% 
a | 200A 0.3% 16.3% 
| 300A 2.7% 


‘The above figures represent the percentage of homes equipped 
with the specified sizes of service as compared with the total number 
of homes surveyed. 













ooo 
*Class No. 1 Homes are those upon which no RED SEAL effort was 
made. Class No. 2: Homes are those upon which unsuccessful RED 
SEAL effort was made. Class No. 3 Homes are those upon which 
successful RED SEAL effort was made. 


an increase of 37.2 branch- 


Who, in the elec- not show on the Red Seal 


wired for air heaters jump 





at random throughout California. 
into three classes: 
which no effort was made to sell the Red Seal Plan; 


from zero to 49 per cent, and wired for water heaters 
jump from zero to 43.3 per cent. 


of some 500 homes taken 
These homes have 
first, those upon 


second, those on which Red 
Seal effort was made but 
which was unsuccessful; 
and third, those homes 
wired up to Red Seal 
standards. The surveys re- 
sulted in the acquisition of 
figures showing the num- 
ber of lighting outlets, 
switch outlets, convenience 
outlets, size of service con- 
duit, wire, and meter 
switch, and the number of 
lighting circuits and con- 
venience outlet circuits in 
every home inspected; as 
well as in showing which 
homes are equipped with 
range service, water-heater 
service and air-heater serv- 
ice. The comparative aver- 
ages of the homes in each 
class are a revelaton, as 
may be noted in the accom- 
panying charts. 

The most noteworthy 
consideration revealed by 
these figures is that the 
homes upon which an un- 
successful Red Seal effort 
was made were built up to 
a standard virtually iden- 
tical with the averages of 
the Red Seal homes them- 
selves, only failing to se- 
cure Red Seal certificates 
because of the fact that the 
range service has been only 
partly installed, or some 
such minor consideration 
as the refusal of the owner 
to put lights and conven- 
ience outlets on separate 
circuits. 

Take, for example, one 


tract in San Francisco where notable increases have 
been made in the electrical installation, yet which does 


reports. The builder had 


standard specifications for his homes which called for a 
main service in 34-in. conduit and a total of 53 branch 
circuit outlets. 


Through the efforts of the California 
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Electrical Bureau representative, endeavoring to make 
this tract Red Seal, the main service conduit has been 
increased to 114-in., the branch circuit outlets increased 
to 74, a 1,000-watt heater has been added in each bath- 
room, and a range outlet has been installed in each 
kitchen, with the conduit stubbed through the floor to 
the basement. Because the builder has not yet been 
convinced of the advisability of completing the range 
installation, his homes are not Red Seal, and do not 
show on the Red Seal reports; but the value of this 
effort is evident when it is realized that he is building 
285 homes under these improved standards, which means 
an increase of 6,140 outlets in this one tract alone. In 
so far as the amount of material and labor is concerned, 
and as potential users of current, the Class 2 homes 
offer practically the same market as the Red Seal homes. 

The figures shown in Table I are fact; they do not 
represent a projected curve of future business, or 
what might be if conditions remain as they are, nor do 
they represent the result of a survey of 10 homes 
multiplied by 50 to see what would exist in 500 homes; 
they are actual figures showing the installations which 
have been made in actual homes. In estimating the 
money value of the increased installations due to Red 
Seal effort, a most conservative cost of $2.25 per outlet 
has been used, which shows an average increase of 
$83.70 per home in labor and material in the branch 
circuit work alone. Let him who would still question 
the value of the Red Seal Plan add to this the increased 
income from larger service and power circuits. 


LIGHTING SWITCH | |CONVENIENCE] | LIGHTING | |CONV.OUTLETS 
| agree | | OUTLETS i OUTLETS i Len | | CIRCUITS 
CLASS CLASS CLASS CLASS CLASS 
1 BS53 TT ASS LT BSS 5 LT As | | 8° | 





201 





A Red Seal tract. More of these will increase 
business for all branches of the industry. 


Let us multiply the $83.70 by the 369 homes included 
in Classes 2 and 3 in the survey and we have an in- 
creased income of $30,885.30 for labor and material in 
branch circuit work alone, due to Red Seal effort on 
these homes. And this does not take into consideration 
any of the unsurveyed Red Seal homes of which there 
are over 1,000 in California, nor the thousands of un- 
surveyed non-Red Seal homes upon which Red Seal effort 
made similar increases, nor the 9 apartment houses with 
a total of 260 apartments, all of which are wired up to 
full Red Seal standards. 

Thus far we have considered only the labor and ma- 
terial increase resulting from Red Seal effort. Have the 
power companies equal reason to be interested in the 
Red Seal Plan? 

In a recent bulletin issued by F. H. Woodward, gen- 
eral sales manager of the Great Western Power Com- 
pany, he reports that in 50 Red Seal homes in Oakland 
the average consumption of electricity over a twelve 
months period was 516 kw-hr. per month. To quote his 
own comment: “It looks as if we could use more Red 
Seal homes.” 

Last spring the merchandising committee of the 
Pacific Coast Electrical Association surveyed the energy 
consumption records of the California power companies 
and reported a general average for the state of 435 
kw-hr. per year per domestic consumer. A survey of 
over one hundred Red Seal homes which have now been 
occupied for more than a year shows an average con- 
sumption of 429 kw-hr. per month—virtually twelve 
times as great as the general average shown above. 
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No better picture of the load-building needs of the 
power companies can be found perhaps than the paper 
presented at the recent P.C.E.A. convention by H. K. 
Griffin, chairman of the Commercial Section. Mr. Griffin 
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says, in part, “Twenty-seven per cent of the output from 
our power houses is used for lighting. This brings in 
60 per cent of the total gross revenue. Thus, 
lighting, including the residential customer, should re- 
ceive the major attention of our commercial depart- 
ments.” What finer means of building up the domestic 
lighting load could the commercial departments find 
than the furtherance of a program resulting in an aver- 
age increase of 18.7 lighting outlets and 11.9 convenience 
outlets per home? 

Mr. Griffin further says, “Ninety-five per cent of the 
people of the state do not enjoy electric ranges. 
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An electric range will increase the kw-hr. consumption 
of an average lighting customer five times.” In Red 
Seal homes 82 per cent of the occupants cook electrically 
and of these 91 per cent purchased their electric ranges 
new upon moving into their Red Seal homes. 

There could be no more appropriate closing for this 
article than to quote again from Mr. Griffin’s paper: 
“The tremendous growth of the electrical industry of 
California during the past quarter-century has been in- 
fluenced by demand; salesmanship has played a very 
small part in the records achieved by the power com- 
panies. But upon the initiative of our commercial men 
depends the progress of the future. . . . As the 
power companies grow and progress so does every manu- 
facturer, jobber and contractor-dealer. The power com- 





pany commercial departments secure new customers and 
create new demands for power. These load-building 
activities create a market for the service and products 
of every branch of the industry.” To which the follow- 
ing thought may be added: As the Red Seal Plan 
grows and progresses so shall that most desirable of all 
loads for the power company—the domestic load. 





ow Let's 


Sell 
Electric 


Ranges 


GGRESSIVE selling consti- 

tutes the answer to the elec- 
tric range problem in the opinion 
of commercial leaders. This 
article reviews some of the chief 
sales resistances standing in the 
way of greater range sales and 
outlines some of the merchan- 
dising policies followed by the 
successful range merchandisers 

in the Pacific Northwest. 


OOKING has always been the most important de- 

tail in the operation of the home. Washing, 

cleaning and other household tasks may be post- 
poned but the family must eat three meals a day. De- 
spite the increasing popularity of the can opener, the 
delicatessen store and the cafeteria, preparation of 
meals in the home still requires the application of 
heat. If, then, cooking is the most important house- 
hold task, it would seem that home electrification should 
have started in the kitchen; more so since in this day 
of budgeted household expenses, the housewife who 
finds cooking with electricity is simple and economical 
should be amenable to further home electrification. 


However, lack of foresight on the part of the in- 
dustry cannot be blamed for the fact that the lamp 
rather than the range served to introduce electricity 
into the home. During its early development stages 
the industry had neither the capacity, facilities, nor the 
favorable rates to make electric cookery attractive. The 
opportunity for creating a bond of dependence between 
the housewife and the light and power industry, possible 
when domestic electric servants are utilized fully, has 
only existed for the past ten years. The measure in 
which this bond has been created has depended upon 
the selling activities of individual companies in the 
territories they serve. Certainly, with the exception 
of a few isolated instances such as in the Pacific 
Northwest, the possibilities of the electric range have 
been largely overlooked. With a degree of range satura- 
tion of 3 per cent for the country at large, of 6.1 per 
cent for the Western states and less than 5 per cent 
for California, it is evident that not even the surface 
of the electric range market has been scratched. The 
saturation achieved by Northwestern companies, rang- 
ing from 10 to 32 per cent, indicates the possibilities 
that exist. It is almost axiomatic that the success these 
companies have enjoyed can be explained in a single 
word, “selling,” and as a corollary that the far less 








manufac- 
turers now offer a 
type of range to fit 
every pocketbook 


Range 


and to meet compe- 
tition from other 
types of stoves. 


impressive showings that have been made elsewhere can 
be explained by lack of selling. 

Whatever doubt existed as to the desirability of the 
electric range load should have been dispelled by the 


N.E.L.A. range survey. Moreover, the data presented 
in this survey regarding load characteristics provide 
means for the computation of a cooking rate that should 
make the electric range profitable to the central station 
and attractive to the consumer. Should any executive 
or commercial man still be skeptical, the survey sets up 
a method of conducting individual tests that would tend 
to corroborate the statements that the report makes in 
support of the load. The fact remains that several such 
independent tests have been conducted and have proved 
that the installation of a range will double the present 
load factor of the domestic consumer, will add approxi- 
mately 1,500 kw-hr. per year to his consumption and 
from $40 to $60 per year to the revenue derived from 
that customer. 

Granting that the pioneering period for the electric 
range has passed; that the load is desirable; then the 
problem today is one of selling. 

In the analysis of a selling job it is customary first 
to consider sales resistances, and in discussing the sale 
of electric ranges it is not difficult to discover the sales 
resistances that have impeded progress. Many of these 
sales resistances have all of the brands and earmarks 
of sacred cows and like sacred cows they have been 
revered by the industry to the detriment of range sales. 
Among these may be listed lack of executive support 
and interest, particularly in the combination gas and 
electric companies, apathy of the industry in general, 
the tendency to offer opinions not founded on fact, par- 
ticularly by the rank and file, the high cost of installa- 
tion, and others. 

Lack of executive interest and recognition usually has 
been due to lack of knowledge. The commercial men 
It re- 


have not sold their bosses on the electric range. 
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1. There must be a determination to sell 
not electric ranges alone but the con- 
venience, coolness, cleanliness, sim- 
plicity, safety, efficiency and economy of 
electric cookery. 


2. There must be whole-hearted co-opera- 
tion from the entire electrical industry 
with every member endorsing electric 
cooking and as many members as pos- 
sible using electric ranges in their own 
homes. 


3. There must be executive interest and 
support, with a thorough understanding 
of the desirability of the load and the 
knowledge that during the early stages 
of the business merchandising profit 
must be sacrificed for promotional 
activities. 


4. There must be adequate promotional 
and educational programs directed to 
both employees and customers with 
demonstrations, displays, cooking 
schools, newspaper and_ direct-mail 
advertising. 


5. There must be a complete selling plan 
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A Recipe for Selling Electric Ranges 


Based Upon the Experience and Recommendations of the West’s Most 
Successful Range Merchandisers 


based upon sound merchandising prin- 
ciples. 


6. There must be an adequate sales or- 
ganization comprised of competent di- 
recting heads, trained salesmen and 
trained demonstrators, with a scale of 
remuneration designed to attract men 
who are capable of following up pros- 
pects and closing sales. 


7. There must be continuous sales effort 
coupled with periodic campaigns to 
stimulate and maintain interest. 


8. There must be a well-equipped service 
organization whose slogan should be, 
“A satisfied user is the best advertise- 
ment.” 


9. Finally, there must be a determination 
to do an aggressive selling job coupled 
with the realization that, despite the 
popularity and consumer acceptance that 
might accrue from advertising, electric 
ranges will not sell themselves. The 
companies that today enjoy the greatest 
degree of range saturation are the most 
aggressive merchandisers. 
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mained for the N.E.L.A. range survey to perform this 
job. However, there are still executives who are in- 
clined to raise their eyebrows and stick their tongues 
in their cheeks when the subject of electric ranges is 
brought up in conversation. This is particularly true 
in the combination companies. The answer to the ad- 
vocacy of either gas or electric ranges where a com- 
pany is selling both gas and electricity was expressed 
by the chief executive of one of these companies re- 
cently when he stated that his sales department now 
told a customer that she had purchased “the best range 
on the market” irrespective of her choice. No effort 
was made to sell a housewife a gas range when she 
asked to look at an electric one, and vice versa, and both 
gas salesmen and electric salesmen were given an even 
break on new customers. His motto was, “Let the cus- 
tomer choose.” 

One of the chief reasons for the slow gain in popu- 
larity of the electric range has been the apathetic atti- 
tude of the industry in general, and this holds true for 
other appliances and services as well. Appliances have 
been advocated that the members themselves were not 
using. The old maxims that a shoemaker’s son goes 
barefoot and a dressmaker’s daughter wears rags cer- 
tainly have applied to the industry and the electric 
range. A bald-headed barber makes a poor hair-tonic 


salesman, and by the same reasoning the electric sales- 
man who, when confronted by a prospective range pur- 
chaser asking, “And do you use one yourself?’ must 
answer, “No, but—,” might well expect to make no sale. 

There are many in the rank and file of the industry 
who still believe that the electric range is a doubtful 
cooking medium, slow in operation and expensive to 
operate. Frequently stories are heard of the wireman, 
the meter reader or the collector who gives such opin- 
ions when asked concerning the electric range. Pub- 
licity concerning ranges must be directed at the industry 
as well as the customers. Surveys should be made to 
determine the use the industry is making of appliances 
in its own homes and campaigns conducted to introduce 
those appliances into those homes. Manufacturers offer 
attractive prices to central station employees on ranges 
and it might be well to conduct a range campaign 
within the ranks of the industry itself. It is not rea- 
sonable to expect 50 per cent of the domestic customers 
te use electric ranges unless 50 per cent of the mem- 
bers of the industry are also users. Publication of 
electric range information and advertisements should 
not be confined to newspapers and magazines of gen- 
eral circulation alone; utility house organs should 


publish electric cooking recipes and other data. 
First cost of electric ranges is no longer a sales re- 
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sistance of importance. Manufacturers have consistently 
said that as sales volume was achieved the price of 
ranges would come down, and such has been the case. 
There are electric ranges on the market today that com- 
pare favorably in price with other types of stoves. As 
for competition with gas ranges, the price differential 
that formerly existed has been almost completely wiped 
out since the gas range manufacturers have realized 
that in order for them to maintain a position in the 
home as a cooking medium they must offer a better 
piece of merchandise than they have in the past. The 
addition of such features as automatic control, white 
enamel, insulated ovens and enclosed units to make the 
gas range compare favorably with the electric range 
has brought the price of the gas product to a point 
where it is slightly if any less than the electric. 

High cost of installation has been and will continue to 
be one of the major sales resistances, until such time 
as all new homes are wired for ranges. The Red Seal 
Plan offers an ideal solution to this problem. Work 
with architects and builders offers another, but these 
men cannot be induced to specify electric range wiring 
until consumer demand has been built up. In Portland 
90 per cent of the new homes costing $5,000 or more 
are wired for a range. Approximately the same per- 
centage of apartment houses are equipped with ranges. 
But several years of persistent selling have been re- 
quired to make this condition possible. 

The successful range merchandisers in the Northwest 
all are convinced that the best method of overcoming 
this item of resistance is to quote a price for the range 
installed, thereby spreading this cost over the same 
period as the range purchase contract is to run. They 
have worked out standard agreements with contractors 
whereby few installations exceed $40 and the majority 
are less than this figure. One company has succeeded 
in convincing the inspection authorities that even a poor 
range installation has less fire hazard than a coal, gas 
or wood stove and has brought the cost of wiring 
below $30. 

To solve the problem of selling ranges to families 
that live in rented homes they suggest that the industry 
work with inspectors and others charged with the writ- 
ing of codes in order to secure standards that will 
permit the use of BX or armored cable that may be 
removed along with the range when the customer 
moves. Certainly, lower wiring costs are needed and 
the task of providing them must be worked out through 
co-operation between the officials charged with formulat- 
ing wiring codes, the contractors and the central 
stations. 

None of these sales resistances is so impregnable that 
it cannot be overcome. The problem of the industry 
today is to sell electric ranges, and in order to bring 
together the best thoughts on how this selling job might 
be accomplished some of the experiences and recommen- 
dations of the most successful range merchandisers in 
the Pacific Northwest have been drawn upon. All of 
these men agree that there is no short cut for achieving 
range saturation. Persistent and aggressive sales effort 
must be put forth from the start. 

Granting that the commercial man who would get 
range volume has the interest of his executives and the 
support of the industry in his territory, they point out 
that the first requisites are a complete selling plan based 
upon sound merchandising principles and an adequate 
sales organization. Under these headings come such 
questions as term payments, number of salesmen, re- 
muneration of salesmen, relations with dealers and 
campaigns. 

The majority of ranges sold are on terms and the 
payments run from 12 to 24 months with 18 months 
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contracts the most popular. Initial payments range 
from $10 down during special campaigns to 25 per cent 
down. Installation cost is included in the price quoted 
to the consumer and in the purchase contract although 
the contractor who installs the range is paid the full 
price as soon as the installation is completed. 

It has been found that from seven to ten salesmen are 
required to sell 1,000 ranges. Specially trained sales- 
men are used in the majority of instances although in 
rural districts sales are made by the regular sales 
force. Compensation is on a salary and commission 
basis generally. 

Since practically all of the companies have raised the 
prices to list it is now possible for dealers to handle 
ranges on a basis that will permit a fair profit. Sales 
plans should take the dealers into consideration and a 
co-operative plan, particularly during campaigns, has 
been found satisfactory. As consumer acceptance is 
created the dealer will prove to be more and more of a 
factor and in some cities in the Northwest the house- 
hold furnishing goods stores are successfully mer- 
chandising electric ranges. 

The majority of companies have found it advisable to 
hold two campaigns a year for the purpose of stimu- 
lating and maintaining interest, and to secure prospects. 
Sales effort is not allowed to lag in the meantime, how- 
ever. During the campaigns, special terms, a slight re- 
duction in price or a premium having a value of not 
more than $7.50 is offered to induce purchases. 

To make the sales plan effective and provide backing 
for the sales force, there must be an adequate publicity 
and promotional program directed at employees and 
customers. No opportunity should be overlooked. All 
forms of advertising can be used to advantage and 
special features such as newspaper cooking schools, 
theater parties and the like have been devised to popu- 
larize the range. 

Electric cookery has reached a point of perfection 
that should permit the industry as a body to approach 
state school superintendents and request that ranges 
and other appliances be placed in all domestic science 
classes. The argument that a knowledge of the opera- 
tion of these appliances is essential in modern house- 
keeping can be used to induce action. The advertising 
value of the use of electric ranges by domestic science 
classes is apparent. 

It has been found in the Northwest also that the 
apartment house containing electric ranges has done 
much to bring about consumer acceptance. Renters of 
apartments are frequently home owners of the future 
and once an electric range is used in the kitchen it is 
seldom that the housewife will accept some inferior 
cooking medium. 

The entire problem of the success or failure of the 
indtstry in bringing greater popularity to the electric 
range revolves around the question of selling. Certain 
central stations have demonstrated that ranges can be 
sold in quantity. Others will measure their success in 
terms of the aggressive selling efforts expended. 

At the present time the residential load carries a 
larger investment in proportion to revenue than any 
other field of power company business, and it has been 
exploited to the least degree. The opinion held by some 
executives that the domestic customer was a business 
handicap has undergone a radical change. Today the 
residential user is recognized as a fruitful source of 
additional revenue and the electric range is considered 
as the major appliance to promote this use. The prob- 
lems that have retarded range sales in the past have 
been answered and the time has arrived for all new 
business departments to adopt as their slogan, “Now 
let’s sell electric ranges.” 
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‘Domestic Load-Building 


By L. W. BRAINERD 


Acting Sales Manager, Idaho Power Company, Boise 


the Idaho company’s system and its administrative or- 


merchandise to every residential lighting customer, ganization. A territory of 15,000 square miles, having 
adding $125,348.75 in estimated annual revenue a population of 150,000, is served by an interconnected 


: ) merchan an average of $19.82 worth of electrical 


from the merchandise sold, increasing the average an- 


nual consumption per residence customer from 660 to 707 headquarters of the 


kw-hr., exclusive of water heater 
use, and raising the range sat- 
uration on the system from 27 
per cent to 29 per cent, are 
some of the high lights in the 
1926 merchandising results ob- 
tained by the Idaho Power Com- 
pany, Boise. In addition, a net 
profit on the investment tied up 
in merchandising activities was 
recorded, after paying all ex- 
penses and charging 6 per cent 
interest on the capital employed. 

Another important feature of 
the company’s merchandising 
activity is that it has promoted 
good customer and trade rela- 
tions. The maintenance of list 
prices not only has helped to 
produce a profit at the end of 
the year but has been a factor 
in securing co-operation from 
the dealers in the territory, as 
is attested by the many letters 








UCCESSFUL merchandising methods 

of a power company faced with the 
necessity of building load intensively are 
described in this article detailing the oper- 
ation of the merchandising plan of the 
Idaho Power Company in 1926. A steadily 
increasing residential consumption and an 
increase in earnings beyond the expectation 
from normal growth are the prime fruits 
of a consistent application of this com- 
pany’s policy, and a profit in the merchan- 
dising department coupled with evidence 
of the improvement in customer and trade 
relations make these fruits the more palat- 
able. These and other features are brought 

out in the article. 


received from dealers commending the company on its one company stores. 


policy and urging a continuation of it. 


system divided into four divisions. From Pocatello, the 


division fathest east, to Twin 
Falls, the headquarters of the 
next division to the west, is 107 
miles. From Twin Falls west 
to Boise is 114 miles and thence 
west to Payette is 48 miles. 
Each of these division centers 
is surrounded by smaller towns 
and rural communities and is 
managed from the _ division 
headquarters by the division 
manager. The sales activities 
of each division are headed by 
a division sales manager, and in 
each division there are from one 
to five salesmen, with a total of 
eleven. In addition there are 
twenty-one local agents who 
spend part time on sales, whose 
efforts are figured as the equiva- 
lent of seven full-time salesmen, 
so that with this set-up the 
company’s sales force in the 
field numbers the equivalent of 
twenty-two. There are twenty- 
One of the prime reasons back 





In order to understand the reasons for the merchan- 
dising policy and its make-up, it is necessary to under- 
stand something about the physical characteristics of 


of the company’s intensive merchandising activity is 
found in the fact that the territory served by the com- 
pany is largely agricultural rather than industrial. It 
will be understood that a territory deriving a large por- 
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tion of its income from agricultural pursuits is not sus- 
ceptible to rapid growth in population nor in agencies 
for utilizing large blocks of power. Further, the ter- 
ritory is hedged on either side by other utility com- 
panies so that the company cannot hope to grow ex- 
tensively. Thus, if the company is to show more than 
merely a slight growth from year to year it must de- 
velop its possibilities among existing customers, and 
by intensive cultivation of the existing field, attempt to 
increase the utilization of electricity per customer. In 
following out this theory the company has adopted an 
intensive merchandising policy directed primarily to- 
ward its residence customers, and has been able in each 
of the past six years to show a steady increase in kw-hr. 
consumption per customer, from 494 in 1920 to 707 
1926. 


1926 MERCHANDISING PLAN 

The company has long realized that successful mer- 
chandising by a central station depends on three fun- 
damentals: a carefully detailed sales plan must be 
worked out in advance; employees must be thoroughly 
familiar with and interested in the plan; and the plan 
must be followed throughout the year. Consequently, 
as has been the custom in years past, a definite new 
business program for 1926 was set up and approved in 
December, 1925. The plan provided for a special mer- 
chandise campaign during each month of the year, and 
a definite bogie for each of the twenty-one stores. Each 
campaign was worked out in detail and well in advance, 
so that advantage might be taken of national advertis- 
ing and help furnished by manufacturers. 

The plan was detailed in a 12-page manual which 
was mailed at the beginning of the year to all employees 
concerned with sales. Later a three-day general sales 
conference was held to examine and explain all details 
of sales work for the year. This conference was at- 
tended by all employees directly interested in sales. Di- 
visional sales conferences were also held, and in this 
way every employee was acquainted with the year’s pro- 
gram. To arouse interest among employees outside the 
sales department a system of commissions and bonuses 
during campaigns was devised. For the purpose of 








maintaining enthusiasm throughout the year frequent 
sales letters were mailed to all employees, while periodic 
reports on the sales of each store, comparing results 
with the bogie for the store, stimulated the competitive 
spirit. 

The advertising allowance based upon estimated sales 
was budgeted at the beginning of the year and the ap- 
propriation was divided among newspapers and poster- 
boards in the territory so as to reach the largest num- 
ber of customers and do the greatest good. Local ad- 
vertising was made to co-ordinate with national advertis- 
ing in so far as was possible, and use was made of 
broadsides and other forms of advertising furnished by 
manufacturers and jobbers so that the local advertising 
effort was amplified with good effect. 

Contractor-dealers were notified in advance of cam- 
paigns that they might tie in with the activity. Wher- 
ever advisable the company assisted contractor-dealers 
to finance time-payment sales. 


CAMPAIGNS 

The campaigns scheduled and carried out in 
were as follows: 

January—Clearance sale, vacuum cleaners, commercial 
lighting units. 

February—Kitchen lighting units. 

March—Ironing machines. 

April—Washing machines. 

May to September, inclusive 
refrigerators, fans. 

October—Washing machines. 

November—lIroning machines, vacuum cleaners. 

December—Christmas appliances. 


1926 


Ranges, water heaters, 


In addition to monthly campaigns, a continuous cam- 
paign on all table appliances was run in all company 
stores. Practically every month a leader was used on 
which to concentrate, these leaders being chosen to tie 
in with the monthly appliance sales suggested in the 
N.E.L.A. merchandising schedule. Each store was ad- 
vised in advance of the newspaper advertising to be 
done so that a complete tie-in could be effected. 

The merchandising program also provided for the sale 
of lamps throughout the year with special effort to be 
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applied in the fall and winter months. During these 
months, employees other than salesmen were offered 
a commission for selling lamps, with the result that 
many empty sockets were filled during this period and 
lamp sales for the year were highly satisfactory. A 
bogie of $1 per lighting customer was set up as a mark 
to shoot at in selling lamps. This was actually ex- 
ceeded and at the end of the year had reached $1.15 per 
lighting customer. 


BOGIES 


The merchandise sales bogie for the year was fixed at 
$446,500, being figured on the basis of $20 per resi- 
dence lighting customer, using the average number of 
such customers carried on the books of the company 
during 1925. This was $3.64 per customer higher than 
the actual average annual merchandise sales per resi- 
dence customer for the four years previous, which was 
$16.36. It was necessary also to set a bogie on the 
number of each major appliance to be campaigned, and 
to divide this into bogies for each town in each division 
based on the relative number of residence customers in 
those towns. The gross selling price of these appli- 
ances plus the $1 per lighting customer in lamp sales 
plus the selling price of the expected sales in miscel- 
laneous small appliances equaled the total merchandise 
sales bogie. 

The bogie in the number of major appliances on 


which campaigns were to be conducted was set as 
follows: 
Kitchen lighting units................ 1,130 
Washing machines. 1,317 
RONAN ogee a ee ae 1,500 
Water heaters:..-.................... 643 
Reteioerators: 2.060 icoc cc... 140 
Ironers .. 157 
Vacuum cleaners 442 
Commercia! lighting units 560 
As has been stated these totals were divided as_ be- 
tween divisions, and further as between towns in di- 


visions based on the number of residence customers in 
those divisions and towns. A further bogie set up was 
that in estimated annual revenue to be derived from 


the merchandise sold and used on the lines. It was 
figured that the above major appliances would yield an 
annual revenue of $98,130, and that $5,000 could be 


expected as revenue from miscellaneous appliances sold, 
which calculation produced the figure of $103,130 as the 
total bogie in estimated annual revenue. 
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TYPICAL CAMPAIGNS—WASHERS 


A brief description of some of the campaigns will 
indicate how all of them were planned and carried out. 
The spring campaign on Automatic washers was sched- 
uled to run from March 29 to May 3. The only induce- 
ment offered was in the exceptionally easy terms of $1 
down and $5 per month for a new and improved model 
of the Automatic. Besides newspaper advertising pre- 
pared to run in all the papers in the territory during 
the campaign, various other forms were utilized. To 
start the campaign off properly, broadsides were in- 
cluded with the April 1 bills, while the bills themselves 
carried an advertisement on their backs and an an- 
nouncement was made in a red blazer on the backs of 
the envelopes in which they were mailed. Window trim- 
ming equipment and store banners were supplied to 
each of the stores, and automobile signs were used on 


all company cars. Employees wore buttons in their 
lapels. 


As a publicity stunt and a means of securing pros- 
pects, a supply of caps and whistles was provided for 
distribution at the start of the campaign to every 
school boy and girl that could give the name of a pros- 
pect. To induce them to furnish bona-fide prospects, 
the company agreed to pay a dollar for every prospect 
so received that was sold during the campaign. 

A bogie of 425 machines was established for all divis- 
ions, and to stimulate competition between divisions this 
was divided into proportionate numbers for the various 
towns. Employees outside the regular sales force were 
offered a commission on sales graduated upward so 
that the more sales made by any one employee the 
greater his commission per machine sold. Employees 
were provided with sales arguments and facts of in- 
terest about the machine and the numbers in use in 
their towns. Interest was kept up throughout the cam- 
paign by a series of letters sent to each employee in 
which the campaign was depicted as a foot race with 
the divisions as contestants. These were issued every 
three or four days and showed the standing of the 
divisions by towns and indicated the percentage of bogie 
sold in each. The final result was that 484 machines, 
or 114 per cent of bogie, were sold. Payette was high 
town with 263 per cent, and the Payette division won 
with 220 per cent. 


RANGE CAMPAIGN 
Two range campaigns were scheduled during the 
year, one featuring Hotpoint ranges from May 3 to 


June 14, and one featuring Westinghouse ranges from 
June 14 to July 24. In each campaign a particularly 
all-round, suitable model was chosen as a leader and 
featured in the advertising, to be sold on terms of $1 
down and $5 per month, and all other ranges could be 
had for $5 down with twenty-four months in which to 
complete payment. No other inducement was offered to 
purchasers. Newspaper advertising, window displays, 
store and automobile banners were the principal adver- 
tising media used. 

Again, all employees were invited and urged to par- 
ticipate in the campaign activities through offering a 
commission on sales made and prospects turned in, and 


‘in addition an extra bonus was offered in each case. 


The Hotpoint campaign was organized as an automo- 
bile race, in which divisions competed against each 
other on the basis of the percentage of their bogies sold. 
The bonus was offered in the form of increased com- 
mission, as follows: 40 per cent in the division making 
the highest percentage, 30 per cent in the division com- 
ing second, 20 per cent for the third, and 10 per cent 
for the fouth, though to secure this bonus the division 
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had to equal its bogie. In the Westinghouse campaign, 
the twenty towns were opposed to each other in ten 
pairs, taking towns of approximately the same number 
of residential customers to compete against each other 
to see which would make the highest percentage of 
bogie. An extra commission of $1 per range was offered 
to the winning town in each pair. 

In the Hotpoint campaign the bogie established was 
303. All divisions made their individual bogies and a 
total of 364 were sold. Against a bogie of 300 in the 
Westinghouse campaign, 342 were sold. The Payette 
division was the leader in both campaigns. It might be 
said in partial explanation that the Payette is the small- 
est division, and that a higher percentage of all its 
merchandise sales is made by employees outside the sales 
force than in any other division. This brings out the 
point that in the larger towns an employee’s work is 
more specialized and he is less apt to become interested 
in lines of: endeavor outside his own specialty than the 
employee of the small town, whose work is more diversi- 
fied. Further, it emphasizes the fact that results can 
be obtained- by offering commissions and prizes or other 
inducements to employees outside the sales force, and 
by introducing the “game” element into campaigns so 
that employee will compete with employee, town with 
town, and division with division. 


RESULTS COMPARED WITH BOGIES 


These campaigns and others somewhat similar on 
other appliances contributed largely to the sale for the 
year of $460,914.63 worth of merchandise, which 
amounted to $19.82 per residential customer, using the 
average number of such customers carried during the 
year. The total kw. load added by the sale of this mer- 
chandise amounted to 10,121.9, which it is estimated 
will yield $125,348.75 in annual revenue. Both these 
figures exceed by substantial amounts the bogies set at 
the beginning of the year. 

In a few instances the bogies set for sales of certain 
appliances were not quite reached, as for instance, out 
of an expected 1,500 ranges only 1,335, or 89 per cent, 
were sold. In this department of the merchandising 
activity the Payette division was high with 137 per 
cent, and won the silver cup offered at the beginning of 
the year. The Twin Falls division also reached bogie 
but the Pocatello and Boise divisions fell below. The 
ranges sold amounted to 8 per cent of the remaining 
customers not using ranges at the beginning of the 
year, and raised the percentage of range users on the 
system from 27 to 29 per cent. It is interesting to note 
that in the two divisions showing the highest percentage 
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of sales in 1926 there exists also the highest percentage 
of saturation, the Twin Falls division showing 35 per 
cent and the Payette division 33 per cent. This ap- 
pears to indicate that high saturation not only is not a 
deterrent to further sales, but on the other hand that 
it may be a stimulus. 


INCREASED CONSUMPTION AND PROFITS 


One of the outstanding good effects of the definite 
and aggressive merchandising program of the company, 
which has been in effect for some years, is evidenced by 
the steady increase in residential consumption in the 
past seven years. This has been as follows: 


Average No. 





Residential Kw-hr. Average per 

Customers Used Customer 
192Z0........ 21,203 10,420,027 494 
1981........ 21,590 11,964,095 556 
1922........ 21,577 12,678,122 590 
1923........ 21,544 13,238,237 616 
1924........ 21,590 13,396,579 610 
1925........ 22,325 14,724,551 660 
1926........ 23,254 16,433,692 707 


In this tabulation only the consumption for lighting 
and cooking has been taken into consideration. Had 
the calculation included also the 20,685,768 kw-hr. used 
in 1926 by the 4,048 water heater customers, the aver- 
age consumption per residence customer would have 
been 1,596 kw-hr. instead of 707. 

A word should be said about the bookkeeping methods 
employed since it has been stated above that a net 
profit was made in the merchandise department. A 
thorough record of costs is kept and it is believed all 
items of expense were cared for in computing the final 
results. The cost of labor and material, including such 
items as installation costs, transportation and ware- 
house expense, and inventory shrinkage, was 72 per cent 
of the gross sales less adjustments. Commercial ex- 
pense of 13 per cent included salesroom rental and 
window iighting as well as salesmen’s salaries, commis- 
sions and expenses, advertising and demonstration. Ac- 
counting and collection expense, including uncollectible 
accounts written off, was 2 per cent. General expense, 
amounting to 4 per cent, included salaries of general 
office sales and accounting executives, insurance and 
taxes on stock, and miscellaneous. In addition, 6 per 
cent interest charged on average accounts receivable, 
average monthly investment in merchandise stock and 
in store fixtures and equipment, amounted to an addi- 
tional 5 per cent of the gross, leaving as net profit about 
4 per cent of gross. This, in fact, amounted to 5.27 per 
cent on the capital employed in merchandising, consist- 
ing of the three items, merchandise stock, accounts re- 
ceivable, and store fixtures and equipment. 

An interesting commentary on the final results is 
that the rate of turnover, being the cost of the goods 
sold plus the cost of the job orders divided by the aver- 
age investment in merchandise stock, was only 2.25. 
This might well be higher under more favorable dis- 
tribution conditions, since the company must maintain 
a larger merchandise stock than is ordinarily considered 
good practice due to the fact that there are no jobbers 
in the territory. Boise lies some distance from the 
Portland, Spokane and Salt Lake jobbing territories, 
and this remoteness of jobbers’ stocks means that pur- 
chases in Boise must necessarily be in larger quantities 
to assure an ample supply being on hand for maximum 
results. The same gross results in a locality more 
favorably situated with respect to the jobbing situation 
would produce a greater turnover and a higher percent- 
age profit on the capital employed, since the investment 
in merchandise stock could be kept down. 





-_ O THE contractor the Lighting Service Bureau, with 
headquarters in Salt Lake City, Utah, functions as a 
clearing house for information, where specifications for light- 
ing can be drawn up and submitted to a prospective customer. 
lo the general public its services in helping them solve their 
lighting problems are offered free. To the Utah Power & 
Light Company, whose lighting service department acts as 
the bureau’s engineering staff, it means load building. To the 
lamp companies, a representative of each composing a super- 
visory committee, it means the development of business. To 
Salt Lake City it has meant added attractiveness due to flood 
lighting, store and office illumination, better-lighted homes 
and a capable handling of special event lighting. 









Beginning with one man the staff of the bureau 
now consists of five. Men of the staff stimulate 
floodlighting in both city and outlying districts, 
special lighting for pageants, fairs, commercial, 
industrial and window lighting. 













Residential lighting work is done effectively by 
a woman. She has interviewed 60 per cent of 
the builders of new residences in 1926. She 
secures floor plans and has lighting and con- 
venience outlet suggestions plotted on them, 
discussing them with the housewife. An aver- 
age of 6 outlets has been added to 172 homes. 


The report for 1926 shows 205 commercial, in- 
dustrial and floodlighting plans submitted 
(6,580 lighting outlets) of which contractors 
completed 122 (5,040 outlets). This represented 
a cost of wiring and fixtures to the consumer 
of $35,280. The average number of plans per 
month was 17, of which 10 were closed. The 
average of lighting outlets per job completed 
was 41, with an average wiring and fixture cost 
of $288. These figures do not include switches, 
wall plug receptacles or any outlets except 
those equipped with a lighting fixture. Down- 
town people are said to be appreciating more 
and more the value of light, correctly applied, 
in helping business. In this type of work the 
customer is better able to see the direct com- 
mercial advantages to be derived. 
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In its residential lighting activity during 1926 the 
bureau made plans and specifications for 124 resi- 
dences of from $5,000 to $10,500 in value, adding 
a total of 1,056 outlets and increasing wiring to 
the extent of $2,092, an average increase per 
house of $16.87. The outlets included in these 
figures are switches, wall plug receptacles, wall 
brackets and ceiling lights. Special purpose out- 
lets such as range, ironer, radio, telephone, not 
included. 


With respect to apartment houses this work 
has been effective. One apartment house was 
sold a very high-class wiring job and every job 
following this has used that partciular building 
as a model, so far as wiring is concerned. 
Window lighting, too, has improved. Last 
year the increase in revenue from this source 
alone was 41 per cent over that for the 
previous year. 
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The illustrations on these two pages show typical installations 
resulting from the efforts of the lighting service bureau. On 
page 210 are examples first of downtown building floodlight- 
ing, next of lighting installations in a newspaper office and 
a haberdasherie, and at the bottom of the page, lighting in a 
billiard room. On page 211 are examples of window lighting, 
special lighting for a pageant and two examples of flood- 
lighting of commercial buildings in outlying business districts. 
Residential examples were not available. 


Increased business for the contractor-dealer re- 
sults, of course, and all branches of the in- 
dustry profit. But public reaction is the most 
important testimony as to the value of the 
bureau’s work. Expressions of appreciation 
from customers are numerous because the chief 
value lies in the fact that suggestions are 
offered which will add to the convenience and 
comfort of homes and to the efficiency of offices 
as well as to the attractiveness and desirability 
of stores, buildings or the products handled by 
them. Plans are now under way for the conduct 
of lectures on lighting and illumination, similar 
to those conducted last year on the Pacific Coast. 









Delivery trucks of an ice company not only 
displaying banners advertising refrigeration 
but also advertising electric refrigerators. 


FTER nearly a year of existence, the Portland 

Refrigeration Trades Association can look back 

on a series of constructive promotional activities 
and can commence to count commensurate results. 
Formed in October, 1926, by seven dealers and distribu- 
tors of electrically-driven mechanical plants, the asso- 
ciation has been expanded to include also distributors 
of gas-heated absorption machines, ice manufacturers, 
ice delivery companies, ice box manufacturers and manu- 
facturers’ agents, and dealers in ice boxes, until now 
the membership numbers forty-five. 

The formation of the association was predicated on a 
recognition by a few leaders of the industry in Port- 
land of the fact that an understanding of the value of 
refrigeration to the homes was very limited in the ter- 
ritory, and that business for all could be substantially 
bettered if the comparatively small percentage of then 
existing prospects could be materially increased. Such 
expansion of the field of prospects, it was thought by 
these far-seeing leaders, could best be effected by utiliz- 
ing co-operatively a portion of each individual adver- 
tising appropriation for educating the public at large 
to the importance of refrigeration as a factor in modern 
housekeeping. In other words, it was recognized that 
the greatest resistance to be overcome was the resist- 
ance growing out of ignorance of the facts underlying 
the principle of preserving food by refrigeration; that 
the obvious corrective measure for this condition was 
education; and that general educational promotion could 
be carried on better co-operatively than individually. 

In addition, the leaders realized that unethical prac- 
tices had developed in other territories creating un- 
stable and unsatisfactory conditions in the industry. It 
was thought that occasional frank discussion of prob- 
lems by those in the business might prevent unethical 
advertising and sales methods, price cutting, and other 
evils that had prevailed elsewhere to the detriment of 
profits. Thus it was argued that if the interested con- 
cerns could be brought together periodically into a 


common meeting place, the individuals would come to 
know each other better, differences of opinion could be 
ironed out, advertising ideas and sales methods could 
be discussed and, in a measure, standardized, and co- 
operative promotional activities could be worked out. 
These, then, were the ideas back of the formation of 
the association, which has now functioned for about a 
year carrying out its ideals with a noticeable improve- 
ment in conditions in the territory. Weekly luncheons 
have been a feature of the association’s activities. 


EDUCATIONAL TALKS BROADCAST 


The first promotional activity determined upon, after 
the organization had been effected and the weekly 
luncheons had been started, was to broadcast over the 
radio a series of talks on refrigeration. A period of 
fifteen minutes between 1:30 and 2 p.m. on a certain 
day each week was secured for presenting these talks. 
The subjects of the talks were confined to general ma- 
terial, beginning with the history of refrigeration from 
earliest times to the present. This was followed by 
talks on the causes of food decay, scientific facts about 
bacteria growth and the temperatures necessary to 
minimize this growth, the effects on food of keeping it 
refrigerated and the relation of food deterioration to 
health, the necessity for year-round refrigeration, and 
the future possibilities of electric refrigeration. During 
this period of the association’s existence, its member- 
ship was confined to dealers in electrical refrigeration 
machines including two ice companies selling a mechani- 
cal unit as an adjunct to the ice business. In addition 
to the educational talks, a Sunday evening concert pro- 
gram was sponsored by the association. 

The association’s next activity was concentrated into 
what was termed a Refrigeration Educational Campaign, 
a broadly conceived advertising program believed to be 
the most ambitious of its kind yet attempted on the 
-acific Coast. This program was designed to put across 
to the community the idea embodied in the slogan, 
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Sells Refrigeration 


Ice manufacturers, power companies, the gas com- 
pany, mechanical refrigeration agents and dealers, 
furniture and department stores in Portland have 
combined in a co-operative effort to sell refrigeration. 
A survey shows how successful these efforts have been. 


“Protect Your Food and Health with Refrigeration,” 
and in order to make the effort community-wide it was 
necessary to secure the co-operation of all interests deal- 
ing in refrigeration of any sort. Thus this campaign 
was made the vehicle for interesting other allied trades, 
as the ice delivery companies and ice box manufacturers 
and dealers, in the association, and it was at this time 
that the membership was expanded to include all such 
dealers. Little difficulty was experienced in enlisting in 
the movement a large majority of the dealers affected. 
A summary of the firms entering the campaign is as 
follows: 


Furniture Stores Eo ikstadictaibaneed~ a Power Companies...... .............. 2 
Department Stores.. eke a Ice Manufacturers and 
Mechanical Refrigeration RR IE sinc nicecnccn sess 11 
PTB riscicensccus acid es Gas Companies........ i. 
pe ee Ice Box Manufacturers...... 7 


REFRIGERATION EDUCATIONAL CAMPAIGN 


The campaign was set to run for ten days in May. 
All the co-operative advertising was general in char- 
acter carrying only the simple message of the adopted 
slogan without firm name or product being mentioned, 
but it was understood that each individual firm would 
make this campaign period the occasion for special ad- 
vertising of its own particular product or device for 
rendering refrigeration service. 

The campaign message was broadcast throughout the 
city by a number of simple and inexpensive media. 
About 250 banners carrying the slogan were placed on 
the delivery and service trucks of the participating 
firms. These included seventy-five ice delivery trucks, 
thirty trucks of the furniture and department stores, 
and twenty-four power company service trucks. In ad- 
dition 400 poster cards were provided for display in the 
windows and the stores of the participants. Further 
expansion of the idea was made possible by the Port - 
land Electric Power Company, which donated street 
car advertising space valued at $800 for 450 car cards. 
Also the Northwestern Electric Company attached 
26,000 stickers to the power bills sent out during the 
period of the campaign. 


FOOD 


Protect your AND with refrigeration 


HEALTH 





The Northwestern Electric Company attached this sticker te every 
bill sent out during Refrigeration Week. 
























Nine Portland dairies 
attached this card to 
every bottle of milk 
delivered in the city 
during a refrigeration 
campaign. 


An additional medium for spreading the message was 
found in enlisting the support of the dairies. Although 
these firms had no refrigeration to sell, they readily 
recognized the value to the service they rendered of 
adequate refrigeration in the home, and nine companies 
delivering a large percentage of the city’s milk con- 
sumption attached the message to every bottle delivered 
during one week. A card with a convenient hole for 
slipping over the neck of a milk bottle was provided 
for this purpose. 

To defray the cost of this general advertising, with 
the exception of truck banners, the participating firms 
were assessed from $5 to $25 in accordance with the 
size of the business. Each firm using truck banners 
provided them at its own expense. 

Incidental to the paid advertising, but by no means 
inconsequential in importance in spreading the message, 
was the amount of free space given to the campaign in 
the editorial, news and feature columns of the daily 
newspapers. The campaign itself had news value, and 
the scientific and health features involved made ex- 
cellent copy for the domestic science and women’s page 
editors. This phase of the campaign publicity was in 
charge of a publicity expert. 


HEALTH AUTHORITIES A FACTOR 


Another feature of the campaign publicity was the 
series of talks given by state and city health authori- 
ties and by domestic science experts and instructors 
from the University of Oregon and the Oregon Agri- 
cultural College. These talks dealt with the scientific 
principle of refrigeration in its effect on bacteria 
growth and its relation to food preservation and health 
protection. They were delivered before twenty-eight 
civic bodies and luncheon clubs, including the Portland 
Chamber of Commerce, and before a total of 3,200 
women in various women’s clubs and parent-teachers’ 
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associations. Also at high schools and colleges short 
courses were given in food preservation for the benefit 
of domestic science students. In addition, three lec- 
tures were broadcast over radio. The fact that the co- 
operation of the health authorities was thus so readily 
obtained indicates the importance such authorities at- 
tach to refrigeration as a necessary aid to community 
health, and the cordial reception accorded the talks by 
the organizations before which they were delivered in- 
dicates the general interest that can be aroused in the 
subject. 

In fact this method of spreading the idea is consid- 
ered to be so. effective that it has been decided to em- 
ploy it further in an attack on one of the main problems 
now facing the association. Plans are being effected 
to place a speaker before women’s clubs, doctors’ meet- 
ings, and architects’, contractors’ and builders’ associa- 
tions through the winter months, stressing the need 
for year-round refrigeration in an effort to offset the 
customary seasonal slump and to create receptivity to 
the idea of refrigeration in winter. Another problem 
receiving attention in the councils of the association is 
the problem of how best to combat the generally pre- 
vailing idea that the cold cupboard, or the so-called 
“California cooler,” is adequate refrigeration. In short, 
effort in the immediate future is to be directed toward 
solving specific problems. 


RESULTS ACHIEVED 

As nearly as can be estimated, the business in me- 
chanical refrigeration for the first eight months of 1927 
in Portland and the immediate environs has reached 
a total of approximately 2,050 frost tanks or coils in- 
stalled. This may be divided as follows: apartments, 
1,050; residential, 400; and commercial (including ice 
cream cabinets), 600. It should be understood that the 
figure for apartments is fairly accurate, and that the 
number of apartments refrigerated is used, not the 
number of buildings nor the number of compressor 
units installed in those buildings. The figures for com- 
mercial and residential installations cover compressors 
and are approximate. Generally speaking, this total is 
running below quotas established for the year by manu- 
facturers, and is considered not entirely satisfactory 
particularly in the residential field. 

In the case of apartment installations it is significant 
to note that slightly over 700 of the total of 1,050, were 
installations in new apartment buildings and that this 
represents over 90 per cent of the total number of such 
new apartments built in Portland since the first of the 





An installation of compressors in the President Court Apartments, 
Portland, supplying service to coils in the various individual apart- 
ments. Ninety per cent of the new apartments in Portland are 
equipped with electric refrigeration. 
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year. The other 300 odd apartments refrigerated were 
in old buildings, whose owners sensed the necessity of 
modernizing them so as to put them on an equal com- 
petitive basis with the new ones being placed in service. 
By far the greater number of buildings installing re- 
frigeration used the multiple system of connecting sev- 
eral frost coils or tanks to one compressor with the 





A commercial installation in the Multonomah Club at Portland. 
Over 600 commercial refrigeration applications were made during 
the first eight months of 1927. 


battery of compressors installed in the basement. <A 
very few installed a brine-circulating system. 

It should be pointed out that the impetus toward me- 
chanical refrigeration in apartments in Portland began 
in 1926 when there occurred a considerable activity in 
apartment building, and when, also, a high percentage 
of the new buildings installed refrigeration. The tight- 
ening of money for loans on this class of real estate de- 
velopment early in the summer of 1927 acted as a 
deterrent to continued activity in this field, or the sales 
of refrigeration in the territory would have been much 
greater. It is safe to assume that when apartment 
building again resumes in Portland, the refrigeration 
interests will have little difficulty in selling the owners 
practically 100 per cent, since conceivably no owner 
would attempt to place in the field a modern apartment 
house without this great housekeeping convenience, in 
competition with so many apartments now possessing it. 

There is little doubt that the educational work done 
by the Portland association has had a beneficial effect 
on business, and that it has paved the way for the more 
intensive selling that must be done to secure business. 
Further, it seems true that competitive conditions 
within the trade in Portland are in a healthy condition 
as compared with some other localities. An interesting 
side-light on the effect of the promotion of mechanical 
refrigeration and refrigeration in general in the Port- 
land territory, is that ice box dealers and ice com- 
panies report an increase in business, which simply 
means that the idea gradually is taking hold, and that a 
number of new prospects for mechanical refrigeration is 
being built up for the future. 
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Radio for Load-Building 


Trend Toward Power-Operated Equipment 
Makes Radio Load-Building a Factor 
Not to Be Overlooked 


HE power company man who seriously studied 
the radio shows of the country this year must 
have been impressed with the fact that the radio 
receiver is fast taking its place as a household current- 
consuming device and as such belongs as much in the 
power company picture as the electric range or the 
washing machine. The actual amount of current used 
per hour in its operation is not large for any one unit, 
but considering the great popularity of radio and the 
widespread possession of equipment, plus the rather 
high average of hours of use per day, the converting 
of the radio fan into a power consumer means a return 
to the power company of no mean proportions. It is 
figured, for instance, that the New York Edison Com- 
pany receives an annual income from radio alone 
amounting to about $1,000,000. This is exclusive of 
the increased light bills resulting from the late hours 
kept by radio fans. 

The Chicago radio show this year showed 29 per 
cent of the sets utilizing a.c. tubes and 4 per cent 
with battery eliminators built into the set. The re- 
maining 67 per cent allowed of either battery or 
socket power connections. In San Francisco, a month 
or so later, the number of socket power operated sets 
was even greater. According to figures compiled by 


W. P. Bear of the Pacific Gas and Electric Com- 
pany, only 5 sets were displayed which called for 
battery operation exclusively. 


He counted 143 sets which could be used with either 


type of power and 66 (about 30 per cent) which 
operated exclusively on raw alternating current. The 
exact figures are as follows: 
Radio Sets at the San Francisco Show 
Number Per 
Displayed Cent 
Using either batteries or eliminators...... a 65.0 
Using power packs only...... ns ai 2 2.7 
Using either batteries or eliminators......................143 65.0 


to most people will be the number of sets using alter- 
nating current tubes. Whether this percentage would 
be maintained in the sets on display in dealers’ shops, 
or in use in the homes, is of course questionable; but 
that the emphasis at the show was undoubtedly on 
this feature is a signboard for the future and it 
is safe to predict an increasing list in this direction 
during the coming year. 

Parallel with this developing interest in sets designed 
for direct operation from power lines is the declining 
emphasis on batteries. Dry batteries still are in use 
of course, but they have unquestionably ceased to 
occupy the center of the picture, as has also the 
acid battery for A service without the charger. The 
acid A battery for use with a power unit was fairly 
well represented in sets on display in the San Fran- 
cisco show, but undoubtedly the dry rectifier unit was 
the type most favored. This brings the battery op- 
erated set also into the field of power company interest 
as a potential current consumer. Mr. Bear’s figures 
on socket power devices on display at the San Fran- 
cisco show are as follows: 


Number on Per 

Display Cent 

A power units...... : eeaute si = 23.0 
B eliminators.. é sac, 40.5 


BC eliminators sient tia a 
B eliminators and amplifiers. = 
A and B power combined ; x ; 3 
Amplifiers only 


bo CTO 
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Although there are continued rumors of wired radio 
and of other innovations of a revolutionary character, 
there is nothing apparent on the horizon at the present 
time which would indicate any radical change in the 
radio industry for the near future. Most of the spec- 
ulation is in the same class with the distribution of 
power by wireless and is only considered seriously 
at the present time because the phenomenal growth 
of radio itself has suggested the plausibility of miracles. 
There are those who pessimistically predict a decline 
in public interest now the novelty of radio reception 
has worn off. Undoubtedly there has been and will 
continue to be a decline in the front page news value 
of wireless transmission, which is sinking into one of 
the accepted commonplaces of the age, but this does 
not in any way mean a decline in the purchasing of 
radio equipment. Every indication is that the public’s 
attitude is becoming standardized and stabilized and 
that, with the boom stage past, that of steady growth 
has set in. 

Many of the power companies of the Pacific Coast 
are well aware of the importance of household radio 
as a future builder of domestic load and most of them 
are actively encouraging the movements which make for 
the bettering of conditions within the radio industry. 
With one or two exceptions, they are not merchan- 
dising radio equipment. Possibly as much as 1 per 
cent of radio sales at the present time pass through 
power company channels. What the attitude of the 
individual power company should be toward this phe- 
nomenon among infant industries is, of course, a 
matter for its management to decide, but certainly 
the present-day trend toward power operated equipment 
and the firm place which radio holds in the public 
regard give it a potential load-building significance 
which cannot be overlooked. 

A country-wide survey recently made through the 
medium of the newspapers in 600 small towns at- 
tempted to get a picture of the type of sets now being 
sold through dealer channels. Of the retail firms an- 
swering the questionnaire, 479 stated that batteries 
were still favored by the public in their purchasing; 
105 dealers reported that sets operated from house 
current were the most popular; 98 said that the use 
of house current was coming in and that this would 
soon be the favored class; 11 considered the demand 
for battery and for power operated sets about even. 

A periodic review of business conditions in the radio 
industry on the Pacific Coast reveals a sustained in- 
terest in battery eliminators, with the self-contained 
power operated set using house current direct as the 
coming attraction. Month after month “power op- 
erated equipment” is reported by dealer and whole- 
saler alike as the featured article in buying. One dealer 
reports that in one month 80 per cent of his sales were 
in power-operated sets. 

Not only is the radio set coming more and more 
to be a house current operated device, but it is con- 
stantly increasing in the number of tubes used and in 
consequence in the current consumed per unit. 

Again to quote Mr. Bear’s analysis, whereas in 1925 
the average of tubes for the sets displayed in the 
radio show of that year was 3.8 and in 1926 it was 
5.6, in 1927 the number had risen to 6.26. The cost 
of sets, which is available over a longer period, is in- 
dicative of the same trend. 


Average Price of Radio Sets 


Year Stripped Complete 
1923.. $ 16.00 $ 46.00 
cae 50.00 100.00 
RO Rian: : i am : 100.00 175.00 
1926 ; = : ei Skates 122.00 197.00 


1927 : ; oe 272.00 
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Water heater demand curve for ten consumers at San Joaquin, Calif., with total water heater load of 42 kw. 
proximately 17 kw. occurs between 6 and 9 a.m. except on Saturdays. 


" The maximum peak of ap- 
The diversity for water heaters alone is 2.5 


Water Heater Load Characteristics 


By H. K. Griffin 


Formerly Chairman, N.E.L.A. Water Heater Survey Committee, Stockton, Calif. 


electrical water heating has been much discussed 

in recent years, but more particularly since the 
completion of the electric range survey made in the 
Pacific Northwest by a special committe of the N.E.L.A., 
during the years 1924, 1925 and 1926. It was the 
recommendation of this committee that such a test be 
carried on in California, due to the prevalence of large 
size heaters on metered service, and a larger degree of 
saturation than any similar location in the United 
States. 

In the fall of 1926 a separate water heating com- 
mittee was appointed in the Commercial Section of the 
National Electric Light Association for the sole purpose 
of undertaking a water heater survey. 

At a meeting of the committee held in San Francisco, 
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Comparison of water heater consumption with total daily consump- 
tion of ten consumers at San Joaquin, Calif. Water heater load is 
42 kw., balance of load consists of nine ranges totaling 62 kw. and 
lights and appliances. 





in February, 1927, it was decided that the primary data 
desired was about as follows: 


1. The average monthly kw-hr. consumption per water heater. 
2] 


2. Diversity of water-heating load. 

a. Charts giving load characteristics of a group of water 
heaters segregated as to the types of installations and 
sizes of heaters. 

b. Obtain answers to a questionnaire as to the living condi- 
tions of the family occupying each home under test, and 
its reaction to electric water heating. 

3. Relation of average water-heater peak to system peak. 
4. Charts giving the load characteristics, segregated as listed be- 
low, on the same installation for each of three types of heaters, 
and the average of ten installations. 

a. Water-heater load. 

b. Range load. 

c. Total load of home under test. 


5. Rates for each installation tested. 

6. Investigate the possibility of using apartment house installa- 
tions for a group study of hot water consumption and other 
characteristics. 

This program was to be subject to modifications or 
expansions as might seem desirable after the tests were 
under way. 

Following this plan tests were carried on in two lo- 
calities in California during the spring of 1927, and 
much valuable information was gained. One of these 
tests was in the town of San Joaquin on the San Joa- 
quin Light & Power Corporation’s system, while the 
other was made in Elk Grove, a small town on the lines 
of the Western States Gas & Electric Company. Before 
reviewing these tests, however, it will be well to point 
out some of the problems involved in making a water 
heater survey. 

Preliminary investigations brought to light the fact 
that a water heater survey was radically different from 
a range survey, and it was found, contrary to the gen- 
erally prevailing opinion, that the necessary tests would 
be complicated to a much greater degree than were 
those made by the range survey committee. 

The principle reason for the additional difficulties met 
lies in the radically different nature of the device itself. 
In investigating electrical range performance, we find 
that the physical characteristics of the range, its method 
of installation, and the manner in which it is oper- 
ated apparently have very little effect. The curves re- 
sulting from the operation of any certain number of 
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Demand curve for total residential load of ten consumers at San Joaquin, Calif., with a water heater load of 42 kw., range load of 62 kw. 


and lights and appliances. 


Daily peaks occur between 6 and 9 a.m. and are but 2 kw. more than the water heater peak. 


Exclusive of 


lights and appliances this shows a diversity of better than 5. 


ranges will be about the same, regardless of the physical 
and operating characteristics of the range itself. 

Exactly the opposite condition is found with electric 
water heaters. Almost every characteristic of the water 
heater has a definite effect upon its operating curves 
with the result that with the same character of water- 
heater service to the consumer we may have several dif- 
ferent combinations of water-heater apparatus giving 
entirely dissimilar onverating curves. 

For example, we find the following variable conditions 
in water-heater installation in operation: 


Insulation—Insulated, non-insulated. 

Operation—<Automatic, continuous service, manual, intermittant 
service. 

Connection—with double throw switch, with load limiting device, 
directly on the line. 


Size-—1 kw. to 6 kw. 

We have here four conditions of which there are 
sixty different combinations of the twelve variables 
listed, and practically each one of these may be found 
operating on some company’s lines. These conditions 
are therefore practical ones which must be investigated, 
rather than theoretical installations. 

In addition we have the difference of opinion as to 
the desirable temperature of water. It is necessary also 
to investigate the seasonal effect on the water-heating 
load. There is also a desire for more knowledge of the 
eperating characteristics of the different types of heat- 
ers, including the clamp-on, external circulation, and 
immersion types and the self-contained insulated types 
which are being put out by several companies. How- 
ever, preliminary investigation indicated that the par- 
ticular type of heater would not have a very marked 
effect on the operating curves, in comparison with the 
very noticeable effects resulting from the different in- 
stallation and operating conditions noted above. 

The problem is further complicated by two general 
questions which must be answered if the test is to be 
considered a success. First, there are thousands of 
water heaters at present installed in this country oper- 
ating under almost every conceivable condition. The 
companies now serving these water heaters desire in- 
formation as to the load characteristics and general de- 
sirability of the load derived from these heaters. Sec- 
ond, many companies not now aggressive in selling 
water heating, as well as practically all of the companies 
which are serving water heater business, want some 


definite information as to the desirable type of water- 
heating load to recommend on their lines. 

These two general questions call for an entirely dif- 
ferent type of investigation. To answer the first ques- 
tion, a group test must be made of existing installations 
wherever they may be found. To answer the second 
question, a group test will be required in which each 
consumer of the group will have practically the same 
type of apparatus operating under the same conditions. 
This is virtually a laboratory test, an out-door labora- 
tory test, so to speak, under actual working conditions. 
This will be difficult to obtain but it apparently is the 
only accurate way of answering this question. 

The tests made during the past year are too incom- 
plete and too limited in scope to warrant any general 
conclusion being drawn. Some interesting information, 
however, did result from them and the curves and charts 
accompanying this article show these results in graphic 
form. They are a slight indication of what can be ob- 
tained when the survey is entirely complete. Those 
who have had intimate contact with the work so far 
feel that the tests will be of inestimable value to central 
stations interested in this type of load, and that a num- 
ber of prevailing opinions will be strongly disputed by 
the final results. 
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Daily water heater consumption of ten customers at San Joaquin, 
Calif., with an aggregate water heating load of 42 kw. Nine water 
heaters are manually controlled and one is automatic. 








The Melones Development 


A Co-operative Irrigation and Power Project 
By E. A. Crellin 


Assistant Engineer, Division of Hydroelectric and Transmission Engineering, 
Pacific Gas and Electric Company, San Francisco 


of the Pacific Gas and Electric Company affords 

a striking example of the benefits of co-operation 
between power and irrigation interests with regard to 
the use of water. This project was constructed jointly 
by the Pacific Gas and Electric Company and the Oak- 
dale and South San Joaquin irrigation districts. 

Such a joining of forces makes for the best possible 
economic use of natural re- 
sources to the mutual benefit of 
all concerned. It gives to the 
irrigation district the full finan- 
cial benefit of its electrical by- 


"ls RECENTLY completed Melones power house 








have acquired water-power rights in a development 
which will generate approximately a hundred million 
kw-hr. annually. 

The drainage area supplying water for the project 
comprises approximately 900 sq. miles of terrritory 
lying principally in Calaveras, Tuolumne and Alpine 
Counties and at elevations ranging from 11,575 to 540 ft. 

Records since 1903 show that the maximum flood, 
1907, was 57,200 sec-ft., equiva- 
lent to about 63.5 sec-ft. per sq. 


OW-HEAD, foothill hydroelectric de- Mile. With the automatic spill- 
veloments are not financially attractive 


way gates lowered the spillway 
can pass 17 ft. of water or 


product without diverting any today in competition with the lower con- 149,000 sec-ft., about 132 sec-ft. 
capital from its primary object, struction and operating costs of steam- per sq. mile. Streamflow meas- 
and has the further advantage electric stations. However, foothill stor- urements conducted at Knights 


of not diverting the attention of 
the irrigation directors from 


their primary problem of suc- related purposes are of increasingly vital 


age and control of water for irrigation and Ferry, a short distance below 


the power site, where the drain- 
age area is 983 sq. miles, show 


cessfully raising crops on irri- importance to the agricultural and com- the mean seasonal runoff to be 


gated land. 

Under the terms of a contract 
dated Jan. 2, 1925, the irrigation 
districts were obligated to con- 


struct the Melones dam and to ‘the important by-product, electric power. 


acquire and turn over to the 

power company such rights and 

permits as might be necessary for the construction of 
the power house. The power company reserved the 
right to construct other power plants above the Me- 
lones plant, the water remaining the property of the 
irrigation districts, and was obligated to build the 
Melones power house. Between March 1 and Oct. 31 
of each year the irrigation districts control the release 
of water, the release for the remainder of the year 
being under the control of the power company except for 
about 36,000 acre-ft. which must be permitted to pass 
between Dec. 1 and March 
1 of each year for the fill- 
ing of the Woodward res- 
ervoir of the South San 
Joaquin Irrigation District. 
The power company will 
make’ semi-annual _pay- 
ments to the _ irrigation 
districts over a period of 
forty years, making a total 
payment of $5,175,000 for 
the period. At the end of 
the period the irrigation 
districts will have acquired 
a dam and regulated water 
supply at practically no 
cost to the water users, for 
the revenue from power 
will very nearly pay not 
only the interest but the 
redemption charges on the 





mercial development of many large and _ 1,376,000 acre-ft., or about 1,400 
fertile areas. With the irrigation project acre-ft. per sq. mile. This 
comes the question of how best to handle Y@™€S anywhere from 64 to 


3,642 acre-ft. per sq. mile. It 
is estimated that 65 per cent of 
the total runoff occurs during 
the irrigation season, from April 
to September, inclusive. 

The dam has been constructed across the upper end 
of Iron Canyon on the Stanislaus River about ten miles 
from the town of Sonora in a country made famous by 
Bret Harte and Mark Twain. It is of the constant- 
radius arch type, 191 ft. high from stream bed to the 
top of the radial gates when they are raised. The 
crest length is 591 ft. and the crest elevation 735 ft., 
U.S.G.S. datum. The irrigation outlet is located 450 ft. 
downstream from the dam where the tunnel is tapped 
by four 60-in. needle valves 
whose function is to bypass 
water back to the river 
when not needed for power 
purposes. 

The Pacific Gas and Elec- 
tric Company took up the 
construction just below the 
irrigation outlet, at which 
point a butterfly valve 11 
ft. 6 in. in diameter was 
installed in the pressure 
tunnel. The tunnel is of 
concrete - lined horse - shoe 
section 12 ft. in height and 
12 ft. maximum width. It 
is carried ona slope of 4 ft. 
per 1,000 ft. for a distance 
of 4,145 ft., at which point 
it drops 83.12 ft. in eleva- 
tion on a 114-to-1 incline, 


bonds. On the other hand Melones plant, Pacific Gas and Electric Company, in the foothills thence continuing on a level 


the power company will 





of the Sierra Nevada near the once famous community of 
Sonora, Calif. 


grade approximately 300 ft. 
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to a concrete manifold from 
which two 8 ft. 6 in. penstocks 
lead to the turbines. 

The choice of generating 
equipment was governed by the 
hydraulic conditions and the re- 
lation of the plant to the system 
to which it is connected. The 
water flow schedule required by 
the irrigation districts together 
with the variable head encoun- 
tered as the storage water is 
withdrawn from the reservoir 
predetermined the annual plant 
output and fixed the generating 
capacity at about 27,000 kva. 

Two generators are installed, 
each rated at 13,500 kva., 6.6 
kv., 277 r.p.m., 0.90 power factor, 
and direct connected to vertical 
Francis type turbines rated at 
17,900 hp. The kw. output of 
the plant will vary over a wide 
range depending upon water 
conditions. However, due to the 
fact that it is necessary to pass 
the water through the plant for 
irrigation uses even at reduced 
head, both units will be in oper- 
ation a large percentage of the 
time. 

The annual load factor of the 
plant will be low, and for this 
reason no spare generating ca- 
pacity has been installed as insur- 
ance against shutdowns and re- 
pairs or to carry peak loads. This 
lack of standby capacity is 
further justified by the fact that 
the plant, with its 27,000 kva. 
of installed capacity represents 
only 6.3 per cent of the installed 
hydroelectric generating ca- 
pacity of the system to which 
it is connected, and this is still 
further backed up with a large 
steam reserve. 

At the lower end of each pen- 
stock and the entrance to the 
turbine scroll case there is a 
butterfly valve 8 ft. 6 in. in 
diameter which may be closed 
to permit inspections or repairs 
to a unit without the necessity 
of unwatering the tunnel and 
shutting down the entire plant. 
These butterfly valves are motor 
operated and controlled by three 
push-button stations, one near 
the valve operating mechanism, 
one on the turbine floor, and an 
emergency station in the switch- 
board room convenient to the 
operator for closing only. 

Each turbine is equipped with 
a relief valve of sufficient ca- 
pacity to discharge 100 per cent 
of the maximum quantity of 
water taken by the turbine at 
full gate. There is no surge 
chamber in the water conduit 
and the relief valves of 100-per- 
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cent capacity are necessary to prevent excessive pressure 
rises upon sudden load rejection. A surge chamber is 
not desirable for a plant having a wide variation in 
head because it will set up large fluctuations in head on 
the unit when operating during the low water period, 
as it is not practicable to provide a variable spillway 
elevation. 

There is a separate governor oil-pressure system for 
each unit. The pumps are of the motor-driven screw 
type, each capable of delivering 60 gal. per min. against 
a pressure of 200 lb. per sq.in. The governor actuator 
is located on the generator floor and the flyball shaft is 
gear driven from the main turbine shaft. Each gov- 
ernor is equipped with a gate-opening indicator and a 


Sectional elevation through Melones power house and switchyard. 


load-limiting device to which are attached electrical 
position indicators for the operation of indicators on 
the main switchboard to show the operator at all times 
the conditions of operation. There also is an electrical 
tachometer with its indicator mounted on the main 
switchboard. This is especially useful in bringing the 
unit up to speed and enables the operator to judge con- 
ditions at speeds below the range of the standard fre- 
quency indicators, or when running without field on the 
generators. There also is a solenoid-controlled emergency 
shutdown device mounted on the governor which en- 
ables the operator to stop the unit quickly in case it 
becomes necessary to do so. The operator at the main 
switchboard has full control of the turbine and can 
start or stop the unit or vary the load at will. 

The possibility of high tail water during the flood 
season made it necessary to put the generator floor well 
above the turbine floor and for that reason all parts 
requiring frequent attention are on the main generator 
floor convenient to the switchboard room. This makes 
it unnecessary for the operator to visit the lower floors 
except for periodic routine inspection and oiling. 

Reference to the wiring diagram will show that the 
electrical arrangement is the simplest possible, there 
being only three 6.6-kv. oil circuit breakers in the plant, 
two 1,200-amp. Type O-11 breakers between the gener- 
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ators and the bus, and a 600-amp. Type O-11 breaker 
for control of the station power transformer bank. 
Each generator has a 100-kw., 250-volt direct-connected 
shunt-wound exciter and there is a spare 100-kw., 1,200- 
r.p.m., 250-volt motor-driven exciter set which may be 














run to replace either of the direct-connected exciters. 
There is no exciter bus and the exciters cannot be oper- 
ated in parallel. Both ends of the windings of the 
generators are brought out to permit the installation of 
current transformers for differential relay protection. 
After passing through the current transformers, one 
end of the winding is grounded through a disconnect- 
ing switch to the main station ground system which 
consists of two parallel paths of low resistance each 
terminating in two 48x 96-in. copper plates buried in 
the tail race. The other end of the generator winding 
is connected through varnished-cambric-insulated cables 
carried in fibre duct to the generator oil circuit breaker 
on the second floor of the power house and thence to the 
main 6.6-kv. station bus. 





High-tension transformer bus and take-off structure. 
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Profile 


The bus structure is of concrete and space is pro- 
vided for the two generator oil circuit breakers, the 
station service oil circuit breaker and a future outgoing 
low-voltage feeder to meet any requirements for local 
load demands that may develop in the vicinity of the 
power house. There is a single 6.6-kv. bus of 14 x 4-in. 
copper bars carried on 15-kv. post-type insulators. In 
addition to the main bus bar there is a set of bars for 
making up the delta of the low side of the main trans- 
former bank and a pair of bars arranged with suitable 
single-pole double-throw disconnecting switches for 
substituting the spare transformer for any one of the 
three units comprising the main transformer bank. 

From the main bus bars current is fed through three 
3,200-amp. disconnecting switches into the main trans- 
former-bank delta connections and thence through wall 
bushings direct to the low-voltage terminals of the 
transformers. The low-voltage connections are direct 


and quite short and result in a minimum of exposed 
6.6-kv. conductor, improving the safety and reliability 
of operation. 

There is a single bank of three 9,000-kva., oil-insulated, 
which step up the voltage 


water-cooled transformers 





Generator room showing main generator field switches and rheostats 
located on a gallery between the two units. 
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of the Melones development. 





ransmission net- 
A fourth unit is held in reserve 
as a spare and, as previously indicated, is so arranged 
that it may be switched in to replace any unit requiring 


to 110 kv. for feeding into the 110-kv. t 
work of the system. 


inspection or repairs. It was found that, in addition to 
affording a more simplified arrangement, the single bank 
of large transformers had a higher efficiency at half 
load than smaller transformers would have had at full 
load, thus further justifying the installation of a single 
large bank rather than a bank for each generator. 
There is no 110-kv. bus structure, the only approcah 
to one being in the connection arrangement for the 
switching of the spare transformer unit to replace a 
unit in the bank. From the transformers the line 
passes through a Type R-72, 110-kv. oil circuit breaker 
to the transmission line which is carried on a double- 
circuit steel tower line 42.7 miles to Manteca substation 
where it ties in to the 110-kv. network of the Pacific 
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Single-line wiring diagram showing simple connection heme 


Gas and Electric Company system. Provision is made 
for a second 110-kv. oil circuit breaker and transmis- 
sion circuit should it later become desirable to tie into 
the system at another point, or to add standby line 
protection. 

The main switchboard consists of a vertical instru- 
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ment and relay board in five panels and a control bench- 
board of the same length. At the left end of the vertical 
board is a swinging bracket on which are mounted the 
synchroscope and associated voltmeters and frequency 
indicators. At the right end of the vertical board is a 
smaller swinging bracket mounting the bus voltmeter 











SUB BASEMENT 


Plan views of basement and sub-basement showing equipment 
locations. 


and frequency indicator. In addition to the usual elec- 
trical instruments, each generator panel has mounted on 
it a gate opening indicator, a load-limit position indi- 
cator and a speed indicator. These instruments are 
of the same general appearance as the electrical in- 
struments and afford the operator an opportunity of 
ascertaining at a glance the complete story of the 
operation of the unit. 
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At the left of the main switchboard and at right- 
angles to it is placed a 3-panel board on two panels of 
which are mounted the generator voltage regulators and 
exciter rheostats. The third panel carries the controls 
of the storage battery and its motor-generator charging 
equipment. At the right of the main switchboard and 
also at right-angles to it is the station auxiliary switch- 
board, a steel-panel dead-front switchboard for the con- 
trol of the station lighting and power circuits. 

The main generator field switches and rheostats are 
remote controlled from the main control benchboard and 
are mounted on a gallery on the tail-race side of the 
power house and between the two generators. This 
permits a minimum length of field and exciter leads 
and permits a close grouping of associated equipment 
for convenient installation and operation. 

Melones power house becomes an important unit in 
the group of 32 hydroelectric plants of the Pacific Gas 
and Electric Company. It will rank fifth in point of 
annual output, exceeded only by Pit River No. 1 and 
No. 3, Stanislaus and Drum power houses. The equip- 
ment installed in the plant has proved highly efficient, 
the turbines especially passing their acceptance tests 
with remarkably high efficiencies. Under test the 
turbines gave efficiencies above 90 per cent with a load 
range from 9,500 to 11,300 hp. under 160-ft. head, from 
10,500 to 14,800 hp. under 185-ft. head, from 11,500 to 
17,000 hp. under 205-ft. head and from 12,300 to 18,600 
hp. under 220-ft. head. A maximum efficiency of 94 
per cent was attained which is an exceptional perform- 
ance for a unit designed for operation under such a 
wide range of head. Full-load generator efficiency 
attained was 97.53 per cent and the transformer 
efficiency 99.11 per cent. 

Efficiencies such as these reflect the high state 
of perfection now possible in the design and manufac- 
ture of equipment for hydroelectric plants. Only a very 
small percentage of the energy available in the falling 
water is lost in its transition to electrical energy for 
delivery to the transmission lines, and the best possible 
use of natural resources is approached in highly efficient 
apparatus. 

Melones dam and power house will stand as monu- 
ments to the spirit of co-operation between the irriga- 
tion and power interests of California which, in the 
words of the Secretary of Commerce, Herbert Hoover, 
“is the only practical way in which so many of our 
California water problems can be solved. 





A Forest of Transmission Towers Near San Francisco. Bay 
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Engineering Practice 





An Experiment with the Wheeler Patent Fish Lift 


on the Umpqua River, Oregon 


By J. E. YATES, Assistant Chief Engineer, Pacific Power & Light Company, 
Portland, Ore. 


N important development looking 

toward a solution of the “fish vs. 
dam” problem was found in the experi- 
ment carried on in the summer of 1926 
at the Winchester dam of The California 
Oregon Power Company on the Umpqua 
River near Roseburg, Ore. 

To date fish ladders have utilized 
the pool principle, in which the fish 
ascend by jumping from one pool to an 
adjoining pool at a slightly higher ele- 
vation. The Wheeler device departs 
radically from this principle. It con- 
sists of a hollow, vertical tube, cylin- 
drical or rectangular in shape and 
equipped with one gate near the bottom 
and another near the top. This hollow 
tube is installed as a part of the dam in 
such manner that the lower gate is at 
about the same elevation as the water 
below the dam and the upper gate is 
about level with the water above the 
dam. The operation begins with the 
lower gate open and the upper closed. 

Water admitted from above the dam 
flows out through the lower gate, at- 
tracting the fish into the interior of the 
tube. After a predetermined time in- 
terval the lower gate closes and the 
tube fills with water admitted from the 
bottom. When the tube is about two- 
thirds full the upper gate opens and the 
filling operation is completed through 
the upper gate. The interior of the 
tube is equipped with a close-fitting 
screen supported by floats two or three 
feet below the surface of the water. 
This screen rises with the rise of the 
water in the tube and keeps the fish 


swimming near the top of the water 
column. After entering the device 
through the lower gate the fish are 
confined by a trap. When the tube has 
filled, a suitable opening in the screen 
allows the fish to pass through the 
upper gate to the waters above the 
dam. After a predetermined time in- 
terval the upper gate closes and the 
device empties through a valve at the 
bottom. The process then is repeated. 
Operation of the lift is entirely auto- 
matic; movement of the gates is con- 
trolled by a small motor driving suitable 
cams. 

The installation at Winchester, which 
was a trial installation only, was not 
completed in time for the entire spring 
run. However, many salmon from 
the last of this run were put over with 
the device. Following the run of Chi- 
nook salmon was a summer run of steel- 
head trout. On a trial of the Wheeler 
lift on Aug. 8-9, 79 out of an available 
100 of these steelhead were taken over. 
Sixteen separate lifts were made, one 
of which put over 27 fish and a second 
20. These two lifts were made in the 
early morning hours when the steel- 
head are active, while during the middle 
of the day, when the steelhead are less 
active, a lesser number were put over. 
This test was handicapped by a short- 
age of water and could be made only 
with the Winchester plant shut down. 

Other conditions having a bearing 
upon the experiment should be noted. 
The steelhead trout is a more active 
and more timid fish than the salmon 





Experimental installation of Wheeler fish lift installed at Winchester dam. The lift may 
e seen in the middle distance. 
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and does not spawn until January or 
February. Hence in August there was 
no great impelling motive driving the 
run upstream as is the case when the 
spawning run is on. Since the problem 
is one of trapping the fish rather than 
of raising them, the conditions sur- 
rounding the August experiment were 
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Fig. 1. Close-up of fish elevator 
less favorable than they would have 
been could the experiment have been 
conducted during a spawning run. 

This particular device is patented by 
J. R. Wheeler of Reedsport, Ore. It 
has a number of features worthy of 
mention. Its operation requires little 
water. Also, it is next to impossible 
for salmon to be injured in their pass- 
age through it whereas they are fre- 
quently bruised in jumping from pool 
to pool in the ordinary fish ladder. A 
third advantage is that it is possible to 
screen off and destroy smaller preda- 
tory fish. This particular installation 
was made for low-head conditions, but 
the device can be adapted readily to 
high lifts. 

This experimental installation was 
financed by a number of utilities in the 
Northwest in co-operation with the Fish 
Commission of Oregon. Its success, like 
that of experiments elsewhere, is found 
in the fact that salmon can be led from 
their customary paths and induced to 
enter devices for their assistance over 
obstructions, and not in the fact that 
they were successfully forced over. The 
successful operation of mechanical ap- 
paratus for raising the fish was never 
an issue, but it is gratifying to note 
that the device operated according to 
expectations. 
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Special Roller Cradles Designed 
for Penstock Line 


Roller cradles were used on the pres- 
sure pipe line of the Mystic Lake de- 
velopment of the Montana Power Com- 
pany. The hour-glass shape of this 
roller is of appreciable aid in securing 
alignment of the roller without the need 
of extremely accurate work. To hold 
the rollers in their proper places a pair 
of diametrically-opposite gear teeth 
is provided at each end of the roller. 
These teeth mesh with slots in the 
upper and lower bearing plates. Thus 
the roller is locked in position as far as 
transverse motion is concerned but is 
free to rotate in the longitudinal plane 
of the pipe sufficiently to permit the 
pipe to assume its normal position with- 
out strain or friction. 

At the left in the accompanying il- 
lustration is shown a transverse section 
of the pipe line at one of the bearing 
piers showing in detail the method of 
mounting and installation. At the right 
in the illustration is a side elevation at 
one of the piers giving further mount- 
ing details, showing how the roller 
teeth mesh with the bearing plates and 
indicating also the double band method 
of fastening the upper bearing plates 
to the pipe itself. 

Rollers and both bearings are made 
of gray cast iron carefully cast true to 
pattern and subsequently cleaned and 
pickled and ground smooth. 

Original plans were to support the 
pipe line by three pairs of flat-faced 
shoes at each bearing pier, one shoe of 
each pair a brass shoe to reduce contact 
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Application of hour-glass rollers to pipe-line support. 


friction. However, even with this ar- 
rangement difficulty was anticipated in 
the even distribution of bearing over 
the entire face of the shoes. Further, 
it was quite possible that during cold 
weather the entire bearing would be- 
come solidly frozen and thus require a 
great force to move it, resulting in pipe 
strain. 

In this particular pipe line the anchor 
piers are located anywhere from 150 to 
340 ft. apart with expansion joints ap- 
proximately midway between each pair 
of anchor piers. With this arrangement 
the frictional drag of the rollers and of 
the expansion joints is approximately 
balanced on each side of the anchor 





Portable Kitchen for Construction Camps 





To avoid the necessity of setting up 
an expersive camp kitchen for short- 
lived camps along the 224-mile Vincent 
220-kv. transmission line the Southern 
California Edison Company developed 
the trailer kitchen pictured above and 
built three of them. These movable 
cookhouses are equipped with an oil- 


burning range, dishwashing facilities, 
flowing water from tanks mounted on 
the trailer and storage cabinet space for 
such food staples as flour, sugar, con- 
diments, spices, etc. While these cook 
wagons were constructed to care for 
not more than 50 men at times they 
have actually cared for 75. 


piers and the total movement at any 
one roller bearing is reduced to the 
minimum possible. The intermediate 
supporting piers are placed at about 
20-ft. centers. The installation has 
worked out very nicely and successfully 
has withstood snowslides and other 
winter conditions. 


> 
A Safety Lock for Bench-Board 


Pull-Button Controls 


Details of an effective safety device 
to prevent inadvertent operation of im- 
portant controls are shown in the ac- 
companying illustration. 

As originally developed this locking 
device was applied to the field-control 
pull-button which was located imme- 
diately adjacent to the governor and 
rheostat-control buttons for a steam- 
electric generating unit. Operation and 
control of the generating unit required 
frequent manipulation of the governor 
and rheostat pull-buttons and the close 
proximity of the field-control button 
constituted an operating hazard. The 
operator naturally watches his meters 
during manipulation of these buttons 
and only a slight slip on the operator’s 
part might cause the operation of the 
wrong control. The scheme was de- 
vised by H. R. Loftus of the San Diego 
Consolidated Gas & Electric Company. 











Diagrammatic sketch of simple safety lock 
for important controls. 
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To Make “Holding the Sack” a Lost Art 


Jobber and Contractor-Dealer Alike Suffer When No Mutual Cost Accounting System 
Is Used to Maintain a Sound Relationship Between Them 


HE tenderfoot on a hunting trip 

seldom escapes his first “snipe 
hunt.” Shivering in the cold, with fool- 
ish lantern in one hand and open sack 
in the other, he waits for the “snipe,” 
which isn’t there, to come, attracted 
by the light, he has been told, and 
walk into the open sack. But to this 
day no record exists of anyone ever 
capturing a “snipe” in this weird, tra- 
ditional fashion. Of young hopefuls 
to “hold the sack” on each new expe- 
dition, however, there seems to be no 
end. 

Unfortunately, in the electrical busi- 
ness, likewise, there have been many 
sack-holding parties and here, too, the 
crop of young hopefuls seems to have 
no end. But whereas the “snipe hunt” 
of a campaign trip seldom results in 
any more serious consequence than that 
of being the joke of the camp, with 
perhaps a bad cold thrown in for good 
measure, sack-holding in the electrical 
industry often results in commercial 
suicide. 

The electrical brand of sack-holding 
results usually from the failures in 
business of hopeful contractor-dealers. 
Until recently when an electrical con- 
tractor failed in business it was just 
too bad but no one thought that any- 
thing could be done about it. The 
jobber who had “financed” him, 
through the loan of materials—sold on 
time but no less a loan until paid for 
—was left, sack in hand, unable to 
collect. 

One such occurrence every so often 
could be charged off to one of the 
famous “profit and loss” twins of the 
accounting ledger. But several such 
experiences, or even the failure of one 
heavy borrower of materials, say, very 
often left the supplier sacked indeed. 
Credit hopefully extended without the 
reasonable demand that the materials 
loaned would be used in such a way 
as to earn a reasonable profit for the 
contractor as well as pay for the ma- 
terials themselves, has sunk not only 
many well-intentioned contractors who 
kept no record of what it cost them to 
do work, but the jobber who “sold” 
them the materials to be paid for when 
the job was finished. 

Whether to their liking or not, there- 
fore, it has come to be realized by 
far-seeing jobbers and experienced con- 
tractors that they are bed fellows one 


of the other. What weakens the busi- 
ness of one, it is being recognized, 
weakens that of the other. Therefore, 
if anything is to be done about it the 
task demands the efforts and the 


IGH mortality among 

electrical contractors is 
everybody's business. The 
public and the industry pay 
dearly for every failure, 
every cheap or skimped job. 
In some localities contractors 
and jobbers, determined to 
save themselves from eco- 
nomic suicide, are assuming a 
saner relationship based upon 
a knowledge of the cost of 
doing business. Milwaukee 
is such a locality. Some of 
the salient features of the so- 
called “Milwaukee Plan” of 
jobber-to-contractor relation- 
ship are detailed in this 

article. 


financing of both. If either sidesteps 
his responsibility in this mutual task 
and thrusts the burden entirely upon 
the other the unbalanced load will 
cause either the throwing off of the 
burden or the weakening of the one 
carrying it to such an extent as to re- 
flect itself sooner or later upon the 
other. 


Oregon Electragists Hear Plan 


When the electrical contractors of 
Oregon met in Portland last month to 
form a state association of Electra- 
gists a representative of the jobbers 
in Oregon presented to the newly 
formed organization what has been 
called the “Milwaukee Plan.” For some 
months the jobbers and the leaders 
among contractors in Oregon had dis- 
cussed the merits of the plan and the 
advisability of placing it in operation 
in Oregon. It has been declared likely 
that this newly created assocation of 
Electragists will begin its activities 
upon some constructive movement sim- 
ilar to that proposed by the jobbers at 
the organization meeting. Whether 
they use the Milwaukee plan or some 
local equivalent matters less than that 





they devise some workable solution 
and apply it. What is the plan by 
which the relationship between con- 
tractor-dealer and jobber may be 
placed upon more solid footing? It is 
merely a plan whereby the electrical 
contractor may be put in possession of 
a genuine cost accounting system and 
the jobber assists him in getting it 
and in maintaining it. The details of 
the plan are best derived from the ex- 
planation sent out to all members of 
the Electrical Contractor-Dealers As- 
sociation of Milwaukee at the incep- 
tion of the paln. 


The first page of a four-page mimeo- 
graph form is a letter addressed to the 
contractor: 


Mr. Contractor: 


Are you enjoying a satisfactory profit 
from your business? If you are now* mak- 
ing a profit would you like to increase that 
profit? Can you tell vour exact cost of ma- 
terial and labor on all of the jobs you do? 
If you are guessing at your cost, the 
chances are yeu may guess wrong, perhaps 
not on every job but on enough of them so 
that at the end of the year the profit which 
should be yours has unknowingly been 
passed on to your customers. 


If you do not keep accurate records of 
your cost you must necessarily guess more 
or less. Now is the time to stop these leaks 
and the opportunity is offered to stop them 
at the expense of your suppliers. 


The undersigned, appreciating the import- 
ance of cost accounting, will furnish elec- 
trical contractors and contractor-dealers of 
Milwaukee County with a complete set of 
Standard Accounting System books and 
forms and assume the expense of installa- 
tion thereof under the conditions set forth 
in the attached. 


There follows a list of the jobbers 
co-operating in the plan. The details 
of the plan itself follow: 


PLAN OF DISTRIBUTION 
STANDARD COST ACCOUNTING SYSTEM 


Following is a synopsis of the plan under 
which the jobbers and manufacturers subscribed 
hereto agree to furnish the electrical contractors 
and electrical contractor-dealers in the terri- 
tory described in the following paragraph with 
complete set of Standard Accounting System 
books and forms and the installation thereof, 
under the conditions as follows: 


1. To Whom the Offer Applies. All Elec- 
trical contractors and electrical contractor-dealers 
whose principal places of business are located in 
Milwaukee County, who have not heretofore 
adopted the Standard Accounting System or 
some other system of records which show their 
actual cost of material, labor, job expenses, etc 

2. To Whom to Apply. To any of the jobbers 
and manufacturers whose names appear heron, 
W. F. Baumann, secretary, Electrical Contrac- 
tor-Dealers Association or Wm. Schuelke, ac- 
countant of the so-called ‘““Milwaukee Plan.” 


3%. The Time Limit for Application. Dec. 1, 
1924 to Feb. 28, 1925 
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4. The Plan. Commencing Dec. 1, 1924 
and running to and including Feb. 28, 1925, 
applications will be received for the installa- 
tion of the Standard Accounting System, the 
cost of which is $100; $50 representing the 
cost of the system and $50 expense of instal- 
lation, ineluding one month of service of the 
accountant. Applicant will pay this cost at 
the time of installation to the trustees of this 
fund. If applicant is unable to make cash 
payment in the above amount at the time of 
application, he has the privilege of a divided 
payment plan as follows: $10 cash to accom- 
pany the application and three payments of $30 
each, 30, 60 and 90 days apart, which pay- 
ments will be secured by notes bearing interest 
at the rate of seven per cent per annum, dated 
as above. 


The amount so paid to be refunded under 
the following conditions: The jobbers and man- 
ufacturers subscribing hereto will refund the 
cost of the system and the expense of instal- 
lation on the basis of 1 per cent of the volume 
of business placed and paid for with each such 
member during the period of one year from 
date of completion of the installation, each 
member refunding on the basis of the volume 
of business placed with him. 


Example: Total volume of business neces- 
sary to secure refund of entire cost of instal- 
lation—$10,000; monthly average of $833.33. 
Assuming the contractor has done with each of 
the six contributors during the year a volume 
of $1,666.66, each such subscriber will refund 
the contractor through the trustees $16.67, fully 
reimbursing the contractor for the expense of 
installation. Or, if the volume was confined 
to two subscribing members on the basis of 
$5,000 with one and $5,000 with the other, 
refund of $50 and $50 respectively would be 
made. Or, if the entire volume was done with 
one house, that house would assume the entire 
cost of $100. In the event that a contractor’s 
volume does not amount to sufficient to secure 
refund of the total cost, refund will be made 
on a pro rata basis4-if volume amounted to 
$6,000, refund of $60 will be made. A volume 
of $4,500 will entitle the contractor to a re- 
fund of $45, the balance of the cost to be 
assumed by the contractor. In no case will 
refund be made exceeding the expense of in- 
stallation—$100. 

When the volume placed and paid for ex- 
ceeds $10,000 the contributing members will 
pro rate the expense on the basis of the volume 
which each has done during the year. 


Example: Volume of business done $20,000, 
divided equally among the six houses, each house 
will refund 1% of 1 per cent of their respective 
volumes. 

The accountant, Mr. Schuelke, will furnish the 
committee at the end of the year or at the ex- 
piration of any other period, if deemed advis- 
able, a certified statement showing the amount 
of refund due acount of each installation and 
the amount due from each of the interested job- 
bers or manufacturers. 

No refunds will be made under this plan ex- 
cept as follows: The contractor accepts the con- 
dition hereof and agrees to maintain the system 
for a period of at least one year; at the end of 
six months, provided the above conditions have 
been complied with, 50 per cent of the refund 
earned at that time will be given to such con- 
tractor; the balance will be- refunded at the 
end of the year. 

5. Cost of Keeping Records. In the event that 
some contractors desire the continued services 
of the auditor of the Electrical Contractor- 
Dealers’ Association, nominal charges for his 
services will be made according to the following 
schedule: 


Monthly business to $ 1,500, $ 3.50 per week. 
Monthly business to $ 2,500, $ 5.00 per week. 
Monthly business to $ 5,000, $ 7.50 per week. 
$ 7,500, $10.00 per week. 
$10,000, $12.50 per week. 


Monthly business to 
Monthly business to 


The above charges include everything in the 
way of keeping an accurate record of all trans- 
actions week-to-week and month-to-month; in 
other words you would be having the services 
of a regular bookkeeper for a great deal less 
than you could hire one by the month. 

Should any contractor desire merely to en- 
gage the auditor to close his books monthly 
and take a trial balance and make financial 
statement each month, such services will be 
charged for at the rate of $10 per month. 

The above gives you all the desired informa- 
tion as to how to obtain the Standard Cost Ac- 
counting System. 

Below you will find a form of application 
which you can fill out and send to either one of 
the parties named in this bulletin. Your appli- 
cation will receive prompt attention. 


There follows an application blank 
to be used by the dealer in asking 
for this service. 
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In an address to the convention of 
the Association of Electragists, Inter- 
national, at West Baden in 1925, F. W. 
Greusel, president of the G-Q Electric 
Company, a jobber of Milwaukee, de- 
scribed the events which had led up 
to the evolution of the plan and of its 
successful operation in that territory. 
While it is impossible to reproduce his 
entire talk here, as would be very de- 
sirable because every word of it is 
important, a number of his statements 
will serve to emphasize the value of 
the set-up in that city. 


Statistics prove the mortality rate of the con- 
tractor to be extremely high. Approximately 
6,000 contractors were in business Jan. 1, 1923, 
of which nearly 1,200 went out during the year. 
Of 7,000 dealers, about the same number made 
their exit, and of 8,000 contractor-dealers, about 
1,250 folded their tents. Taking the three 
classes together, 17.4 per cent passed out dur- 
ing the year, and at the same ratio, in a little 
less than six years we have one complete turn- 
over. A survey of the entire membership of 
the National Association of Electragists, using 
Dun or Bradstreet’s mercantile agencies for the 
purpose, reflected the following condition in 
reference to commercial rating: 


18% per cent were not listed. 

15 per cent were listed but not rated. 
13 per cent limited credit. 

34 per cent fair credit. 

12 per cent good credit. 

7 1-3 per cent high credit. 


The above figures indicate that 80 per cent 
are doubtful, limited or bad. Turnover of 
capital invested and merchandise are things to 
be desired, but turnover in customers is quite 
another problem, and the situation in our or- 
ganization for years received the same consid- 
eration that it did by others, which was in 
consoling ourselves each time a failure occurred 
by the fact that this or that particular com- 
petitor of ours was a heavier creditor than we, 
or in the event we did top the list of unfor- 
tunate creditors, that we had secured a good 
share of patronage previously, which justified 
our loose extension of credit. 


During a reorganization of our company, 
which took place early in 1920, our treasurer 
entered our ranks in his present capacity, after 
twenty-odd years administrative experience with 
one of the largest railroad companies in the 
country, and with no jobbing experience what- 
ever. Within a very short time after his advent 
we received one of our periodical jolts from a 
referee in bankruptcy, advising that so-and-so, 
one of our good accounts, was through and we, 
as well as some twenty-odd other suppliers, 
might in the course of time, realize 15 or 20 
cents on the dollar. 





dr, V. Banter, 

c/o Cal, Electragiete,So.Div 
610 Cotton Exchange Bldg, 
Los angeles, Calif, 


ay Dear ir. Hunter 


We have jast closed our business for the fourth sonth, 
operating with the Slectragist book-Keeping syeten ant 

we want to take thie opportunity of expressing our entire 
satisfaction with the reeulte obtained. 4 would not change 
back to our former method even though the system costs ten 
times es auch as we paid for it. 


%e@ beleive that the one feature of costing each days sales 
up enough discrepancies to off set the price 
t fire: sonth ©e ated it, and the analysis 
nly brings our arch eneay “overhead” out 






from ambush intothe open where we can fire at his point 
blank. 












the exception of the fixed ecsts, such as rent and 
*, we have been able to cut down the other iteme of 
from Se to Sw and the more we use the system the 
ike it, 


t impression was that there was considerable score 

t but that was erroneous and we now find 
is done in = sore systematic way than 
ever before, and everything is kept up to date. 





an~ eynolds ectrie Co 
t qd he is eumy 
ce in tryin« to promote 





his letter with out expressing ay deep gratitude 
his untiring efforts in behalf of the in- 
Hunter for the personal interest you took 

f our systen, 





a 
chankin® you for your many courtesies and wish”jou success in 


erg teal es. 


Typical letter from a contractor testifying 
to the proved value of a cost accounting 
system. A jobber recommended its 
installation. 
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This bit of news, in spite of the fact that we 
had lots of high class company, did not make a 
very favorable impression on our new treas- 
urer, who stated that credit losses were a new 
experience to him, as in the railroad business 
there was no account created to charge off poor 
credit extensions. In an effort to appease him 
and justify our loss I presented voluminous sta- 
tistics showing that for a period of years the 
credit losses of various jobbers ranged from 4 
per cent to 1 per cent of their annual volume 
and that we were confortably within the mini- 
mum range and that it was the commonly ac- 
cepted practice to take our loss and start over 
again with someone else who might or might 
not be able to prove his case. 


A few more losses came and it was 
decided to correct the problem. Mr. 
Greusel continued: 


We found the dealer as a rule proved to be 
the most desirable credit risk, for the reason 
that he was more of a merchant than the others. 
He recognizes and practices the principles of 
merchandising and accounting, and is usually an 
excellent account. The contractor and con- 
tractor-dealer, however, is confronted with a 
different problem, inasmuch as he is working 
more or less in the dark on the important sub- 
ject of his cost, and is liable to loss from too 
low estimates on contract jobs. Some con- 
tractors operate on the basis of learning, if 
possible, whether or not a competitor is esti- 
mating on the work, and if so, what price has 
been offered and what equipment specified. The 
next step is to get under the competitor’s price. 
Fewer outlets, cheaper fittings, less conven- 
iences are suggested. Trimming, lopping, shear- 
ing, pruning and clipping are resorted to. In 
the end the customer gets the cheapest job he 
will accept, and as a rule, the contractor takes 
a loss, although he has no method of determin- 
ing how much. 


Mr. Greusel went on to describe the 
establishment of the plan whereby ac- 
counting systems were furnished to 
contractors by jobbers. Then he de- 
scribed the results of the plan in these 
telling words: 


Shortly after the first of the year it was 
found that a substantial percentage of con- 
tractors had installed the Standard Accounting 
System, more in actual numbers, I believe, than 
are installed in any other city in the country. 
Not a single system hus been discontinued, and 
every user is loud in h’s praise of benefits ob- 
tained and anxious to see his brother contractor 
operating on a similar plan. 


If I were not limited in the time allotted 
to me, I would be able to recite instances where 
the benfits derived by contractors seem almost 
unbelievable; instances where discouraged con- 
tractors who had been in business several years 
without profit were operating on a profitable 
basis within a period of sixty days after installa- 
tion; instances where a smaller volume of busi- 
ness taken at the right price resulted in greater 
net profits than previously were enjoyed. 


Speaking for our company, I can state that 
during 1924, unless some adverse condition de- 
velops which at the present time is not ap- 
parent, our credit losses in Milwaukee from con- 
tractor-dealers will be practically nothing, and 
we have enjoyed during the present year a 
greater increase in volume from the contractor- 
dealer than from any other class of the trade. 


Not only in Milwaukee has the in- 
stallation of a cost accounting system 
proved invaluable to the electrical con- 
tractor. The California Electragists, 
Southern Division, have made available 
to their members the Electragist Ac- 
counting System which, with a few ad- 
ditions, is the Standard Accounting 
System already referred to and used 
in connection with the Milwaukee plan. 

Several letters, written by con- 
tractors who have installed this sys- 
tem of their own initiative and employ 
T. V. Hunter, accountant for the South- 
ern Division, bear testimony as to its 
value to them. The letters reproduced 
in connection with this article, typical 
of many, will suffice to show how the 
contractor-dealer benefits under such a 
plan. 
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Why Officials Should Support a Standard Ordinance 


Third of a Series of Articles on the Reasons for the California Association of 
Electrical Inspectors’ Recommended Ordinance 


By JAMES M. EVANS, Electrical Engineer, 


EVERAL questions arise in the 
minds of officials whenever the ques- 

tion of an electrical inspection ordinance 
comes to their attention. 

Is there a real necessity therefor? 

What standard should be set in the 
congested areas ? 

What standard should be set in the 
residential areas? 

What benefits do the voters derive? 

What expense will be entailed upon 
the voters ? 

What expense will be added to the 
budget? 

How much personnel is required? 


A Real Necessity 

There is a very definite necessity for 
electrical inspection. During 1925 there 
was reported into the Actuarial Bureau 
of the National Board of Fire Under- 
writers, a loss of $15,168,864 due to 
electrical causes. This figure does not 
cover uninsured property nor fires of 
questionable origin. It is customary 
to add to this figure at least 25 per 
cent to cover small fires for which there 
was insurance but which were not re- 
ported. Yet not all of the burnt prop- 
erty was insured. 

Reduced to an hourly basis this means 
that the equivalent of one residence 
every hour is destroyed by fire. Where 
are these fires occurring? Do they oc- 
cur where the inspection is well done? 
Just a moment’s thought will convince 
anyone that a very small percentage of 
this loss occurs in those localities 
where over 75 per cent of the people 
live, that is, in cities of 45,000 and over. 
Is it not to be expected that approxi- 
mately 25 per cent should be lost in 
these places to the 75 per cent in 
others ? 

With a record of this kind the im- 
portance of inspection—state-wide, yes, 
nation-wide—is readily seen. To attain 
this it is necessary to start with politi- 
cal incorporations which already have 
the machinery and the power to set up 
inspection. 


Classes of Construction 


But should all be required to live up 
to the same standard? 

Evidently there are four distinct 
classes of city growth of building con- 
struction. The first embodies the in- 
dividual farm house, and the village 
with a number of dwellings and a few 
stores, gradually merging into the resi- 
dential districts of the largest cities. 
The second comprises the congested high 
value districts of towns and cities. The 
third takes in the special cases of hos- 
pitals, sanitariums, theaters, churches, 
auditoriums and places similar in that 
they are used by large bodies of peo- 
ple and should therefore have special 
consideration. The fourth class is com- 
posed of industrial plants. 

There are, however, but two general 


electrical construction types recognized 
by the national electrical bodies. These 
are “knob and tube” work and “all- 
metal” work. The application of these 
two types is very simple. Wherever 
there is a congested district, or wher- 
ever there is grave danger, due either 
to panic or to a fire which would 
threaten helpless people or children, a 
type of wiring is justified that will give 
the necessary protection. This is the 
“all-metal” work. In industrial plants 
the question of the personal hazard is 
of first importance and this is covered 
quite satisfactorily (at least in Cali- 
fornia) by the Electrical Safety Orders 
of the Industrial Accident Commis- 
sion and in a national way by the Elec- 
trical Safety Orders of the Bureau of 
Standards. 

In all other locations only the 
barest recognized minimum need be en- 
forced. The recognized minimum is in 
the National Electrical Code as adopted 
by the National Fire Protection Asso- 
ciation and approved by the Bureau of 
Standards. 


Which Pays Best 


Voters who have put their money into 
homes or commercial establishments 
seldom have more than a very hazy idea 
of the requirements of safe wiring. Any 
high school boy can convince them that 
he knows “enough to wire the place.” 
But when they have paid the full price 
of a complete job and get only an “ap- 


3oardof Fire Underwriters of the Pacific, Los Angeles 


prentice” job or when they pay some 
friend a price commensurate to what 
they actually get in wiring for their 
money and then later have their house 
or establishment burn down, they real- 
ize that the proper type of inspection 
is a necessity. The inspection depart- 
ments of large cities were designed to 
prevent conflagration hazards, but the 
benefits to the property owners were so 
great that it is generally conceded that 
the value of the inspection department 
from these benefits alone is much 
greater than the cost of the fees. And 
in most cases the fees pay all expenses, 
so that there is no burden on the 
budget. 

An organization starting an inspec- 
tion department cannot tell just what 
the future will demand in the way of 
personnel, but no inspector should be 
expected to do more than ten or twelve 
new jobs a day and also keep up re- 
inspections. 

Few municipalities or other incor- 
porations without electrical inspection 
can altogether appreciate the difficulties 
of drawing up a satisfactory ordinance. 
In order to be of assistance in this mat- 
ter the California Association of Elec- 
trical Inspectors at a recent meeting 
adopted what it termed a uniform elec- 
trical ordinance. Because this ordinance 
is well worth serious consideration be- 
fore any electrical ordinance is drawn 
up copies have been made available 
upon request to the secretary. 





Red Seal Takes to the Boards 


WOOD & WEBER CONSTRUCTION CO. 
| Builders of THE DENVER POST MODEL HOME IN BONNIE BRAE, Have adopted the 


Red Seal Plan of Wirin 


TO ASSURE 


ATE, CONVENIENT ELECTRIC 


In a further effort to co-operate with 
the home builders of the community, the 
Electrical League of Colorado, Denver, 
erected this 10 x 25-ft. illuminated bill- 
board which features the Red Seal Plan 
vf Wiring. The board is located in the 
heart of one the city’s newest sub- 
divisions and faces a main highway. It 
is equipped with five 200-watt lamps. 








The success which the league has had 
in conducting Electric Home exhibits 
has encouraged many home builders and 
real estate men to follow suit. This 
model home is being sponsored by one 
of the largest newspapers in Denver, 
and, although the league is taking no 
active part in the display, the home will 
be complete electrically. 
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Estimate Sheet Used to Sell More Outlets 


Duncan s Hleceste Co.-Estimate hesssadll ___ Suggestions for Wiring a Modern Home 


Install correct wiring when you build 
It ts berter to install too many outlets than too few 


For Iumination Only Front Porch 


CEILING AND BRACKET OUTLET controlled by switches 








Mall 


ag the - — — 
MASTER OR BURGLAR SWITCH « Reception Hall 
SWAY SWITCHES, lights contre! ted ints twe or more pointe 


Address of Job 
New or Old House 
Frame Venire 


How Many Stories 


_Cement Fieore—W: here 


Vecuum Cie 


STREET NUMBER !\iumine'« 4 Living Room 


. Library or Den 
For Appliances Only 
FRONT PORCH OR TERRACE Dining Room 
‘Fea Wagon, Electric Fan, Electric Bell 
RECEPTION HALL 
Portable Lamp, Vecuum Cleaner, Telephone _Kitehen 
LIVING ROOM. 
Fiver, Table and Mantel Lampe Tes Wages, Hes 
Re 


Breakfast Nook 


Bathroom 
vo, Player Piano. 


Length of Building 


Width of Building 
Ceiling Height—ist Floor — 2nd Floor 
Garage—Distance from House 


Rough Wiring Ready for Fixtures—F ixtures—Orops 


Other information 


DINING ‘noose 

Serving Table, Fan, Heater, Busser, in Floor for Table Appliances 

BEDROOMS 

Heater or Vaccum Readin, Hosting Ped, Sewing 
Mochine. Curling -—" ‘Dal, Telephone, Master Beitch, As 
Cross Sw 

BATHROOM. 

Air Hester, Water Heater, Hair Dryer, Ourling Iron, ete 

BREAKFAST WOOK 

Toaster, Perooistor, Heater, ete. 

KITCHEN 

Range Water Hester, Dishwasher, Irening, Cooking Applisnees, ete 
Belle 


REAR PORCH 


Pantry 

Rear Hal! 
Rear Porch 
Side Porch 
Garage 


2nd Floor Hel! 


Closets 
Begroam | 
Bedroom 2 


Meter and Fuse Cabinet, Washing Machines 


Switeh for G 


arege 
Bell ringing Transtormer—ae more Betteriaa, 


LAUNDRY 


Launery 


Washing Machine Ironing, Wash Boilera, ete. 


GARAGE 
Rortsbel Light. Beach Meter sad Compressor 
Hester for Winter. 


Fill out as completely as possible and 
recurn to 


Duncan Electric Co. 
106 N. Wall Sereet Spokane, Wash. 


Phone Hain | 26 


LAN DUNCAN would seem to be 

pre-eminent in the elecrical business. 
In the June Electrical West appeared 
an account of the methods used by L. A. 
Duncan of Los Angeles in the matching 
of material bins with material slip no- 
tations. The August issue contained an 
intensely human and interesting story of 
how Charles Duncan, manager of the 
Arvada (Colorado) Electric Company, 
set a new range-selling record by the 
clever use of a movie show tie-in. 


Now comes word that another Dun- 
can, this time in Spokane, Wash., has 
brought forth another constructive idea 
of value to the contractor-dealer. 

The latter is a combined suggestion 
and estimate sheet. It has been pre- 


How Not to Install 
Street Lighting 


A system for wiring ornamental light- 
ing standards which is as ingenious as 
it is unattractive is to be found in a 
city in California served by a municipal 
power system. Where little attention 
is paid to the public’s reaction (because 
the public must take what is given to 
ii by the city organization, which is 
law) such an installation is permitted 
when it would never meet the approval 
of public officials should a private sys- 
tem seek to install a similar type of job. 

Wires are brought from overhead 
poles to a cage made of angle iron sur- 
rounding the lighting unit, from which 
they are carried exposed to the unit. 
The framework surrounding the lamp 
causes shadows, interrupting the light 
cast from the unit and lowering the 
efficiency of the lighting system. 

To the electrical contractor doing 
street lighting work this installation 
presents an example of what should 
not be done. It may be pointed to as 
wholly undesirable when methods of in- 
stallation of wiring for new street light- 
ing systems are under contemplation. 


Have It 
WIRED CORRECTLY 


Service Wires Enter 
By : 


Range Location 
DUNCAN 


Water Heater Location 


Combination sales folder and estimate sheet. 


pared to make easy the obtaining of in- 
formation from builders or from home 
owners upon which estimates can be 
computed. 

The front page contains a number of 
suggestions for wiring a modern home. 
First are presented suggestions for il- 
lumination only. Another list of sug- 
gestions is made for appliances, or to 
be more correct the placing of conven- 
ience outlets to be used for the appli- 
ances mentioned in the list. The sug- 
gestions are listed as to location, such 
as front porch, reception hall, living 
reom, dining room, bed room, bath 
room, breakfast nook, kitchen, rear 
porch, laundry and garage. 

Inside is a form for a record of the 


—_- a? 





Overhead wires disfigure the installation. 





outlets. On the back is the Duncan 
Electric Company estimate sheet. A 
copy of this form has been reproduced 
on this page. 

The form when placed in the hands 
of prospective builders, architects and 
building contractors suggests to them 
possibilities for increased convenience 
which may be achieved by means of a 
more modern wiring system. In the 
hands of a good salesman this one form, 
which, when folded, is of the size which 
will fit into a notebook or envelope, con- 
tain; all the information necessary for 
making a good sales presentation and 
at the same time taking down the es- 
sential information in respect to a job 
from which an estimate can be prepared. 


Largest Signs Claimed for 


Seattle Theater 

An electric roof sign, vertical sign 
and what is said to be the largest at- 
traction board ever produced on the Pa- 
cific Coast, the combined job involving 
$30,000 expenditure, is being completed 
in Seattle by the Independent Sheet 
Metal Company, Inc., for the Orpheum 
Circuit, Inc., the installation to be 
made on the one million dollar new 
Orpheum Theater, Fifth and Westlake 
Avenues and Stewart Street. 

The roof sign reading, “Orpheum 
Vaudeville-Photoplays,” will be 60x 60 
ft., letters 8 to 14 ft. high, containing 
approximately 4,000 25-watt lamps. 
The vertical sign reading “New Orph- 
eum,” will be 70 ft. high, 12 ft. 6 in. 
wide at top, 5 ft. 6 in. at the stem and 
7 ft. 6 in. at the base, containing ap- 
proximately 2,600 25-watt lamps. The 
attraction board, 9x 12 ft., will contain 
1,800 lamps and will have a reading 
capacity of 770 letters. 

The entire electrical display will con- 
sume approximately 1,000 kilowatts of 
electrical energy each month. Much sign 
activity is being reported from Seattle. 
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Typical residence installations of electric heating, at the left in the fireplace and right, under windows. 


Estimating Heat Losses for Air Heating Installations 


By J. 


S MENTIONED earlier, certain in- 

formation regarding the premises 
to be heated must be obtained before an 
intelligent recommendation of proper 
heater sizes can be made, This informa- 
tion has to do with the building con- 
struction, exposure, glass area, open- 
ings, ete. After such data is obtained 
the estimator can make the necessary 
calculations, based upon the tempera- 
ture desired, with the assurance that 
the installation will prove efficient and 
satisfactory. 

To grasp readily the methods used in 
making these calculations several typi- 
cal problems may be worked out using 
the tables given herein. The following 
examples indicate the method of de- 
termining the size of heaters for dif- 
ferent types of buildings: 


Electrical Estimating 


Series XXVIII 


estimating it is usually safe to figure 
0.55 watts capacity for each 10 deg. F. 
difference in temperature between room 
and outside air. This rule is only 
roughly approximate and does not hold 
true, however, under abnormal condi- 
tions or where the volume is less than 
1,000 cu.ft. or greater than 5,000 cu.ft. 
As the volume increases the watts re- 
quired per cu.ft. will become less. This 
is due to the radiating surface not being 
increased in direct proportion to the 
volume. 

In the case of office or other buildings 
having a large number of rooms, un- 
less it is a definitely known fact that all 


Living room 14x 20 ft. with 9-ft. ceiling, having two outside walls, 20 ft. wall exposed 


to winds. 


outside. Double wood floor, plastered ceiling, 


Glass area 75 sq.ft. Frame construction, plastered inside, boarded and plastered 


no floor above. Two air changes per hour. 


Difference between outside and required room temperature 30 deg. F. 


Refer to Table 1 under 30 deg. F. 


temperature difference in order to determine the 
watt-hr. per sq.ft. for each particular surface. 


The following gives method of making calculations: 


) Glass area 

) Outside wall (less glass area) 
) Inside wall area 

) Floor area 

) Ceiling area 

) 
) 
) 


Vol. of room X air changes per hour 


watt-hr. lost per sq.ft. 
watt-hr. lost per sq.ft. 
watt-hr. lost per sq.ft. 
watt-hr. lost per sq.ft. 
watt-hr. lost per sq.ft. 
watts required per cu.ft 
\llowance for exposed area. 
Total watts required. 


KK KK KX 


EXAMPLE 1. 
Residence. 


Surface Area sq.ft. 


(1) Glass 

(2) Outside wall (14 20) x 9 
(3) Inside wall (14+ 20) xX 9 
(4) Floor (14 X 20) 

(5) Ceiling (14 XK 20) 

(6) Air (14x 20 xX9 
(7) Exposed area (20 X 9 X.2 


(8) Total watts required 


It will be noted that the watts required in this room ar¢ 


In making the calculations for resi- 
dence heating, each room should be fig- 
ured separately. However, for quick 


* All rights reserved by the author. 


Watt-hr. Total 
Lost per Watt-hr. 

sq.ft. Lost 

5 x 9.0000 675 

75 231 X 3.9000 901 

306 XK 1.2000 367 

280 X 0.7500 210 

280 XK 3.0000 R40 

2) 5040 XK 0.0162 813 


») 15 & 3.9000 176 


3,982 


1.58 per cu.ft. 


rooms are to be heated and used at all 
times, each room should be treated 
separately, and losses computed for the 
inside walls as well as the floors and 


R. WILSON*, Quality Electric Works, Los Angeles 


ceilings. This will always result in the 
installation of much larger capacity 
heaters than would be installed if a 
steam plant were used, but it is desir- 
able for the reason that the electric 
heat is used differently from steam. 
Where an electric heating system is 
installed it is not customary to heat 
rooms not occupied and since electric 
heaters are almost always controlled 
by three-heat switches the heat can be 
regulated easily. It is usually more 
economical to install heaters of ample 
capacity so that individual rooms can 
be heated quickly on high heat and then 
turn the heaters down to medium or 
low as may be required to maintain the 
desired temperature. The electric 
heater does not possess the same char- 
acteristic as the steam radiator, but 
will continue the heat transfer at the 
same rate regardless of the increasing 
room temperature for the reason that 
the heating coils will rise in tempera- 
ture and thus maintain approximately 
the same temperature difference. 
When it is necessary to compare elec- 
tric heater sizes with those of steam or 
hot water radiators for the same build- 
ing, and while it is a known fact that 
radiators vary according to construc- 
tion, surface of heater and pressure, 
the following table will give a fair 
average for comparison: 
1 sq.ft. of steam radiator at 4 lb. pressure 
‘0 watts 


1 sq.ft. of steam radiator at 10 lb, pres- 
sure sU watts. 


1 sq.ft. of hot water radiator at 180 deg. 
F 15 watts. 


The selection of the particular type 
or style of the heater for an installation 
will depend greatly upon the desire of 
the customer. Heaters are made in 
many types including portable types for 
moving to any desirable location, 
bracket types for mounting on walls, 
floor types for mounting beneath the 
floor (with register set flush with floor 
line), and flush types for mounting in- 
side of walls. 
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TABLE I—Watt-hr. loss per sq. ft. of surface for various temperature differ- 
ences expressed in degrees F 





10 20 30 40 50 60 70 
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Electric Heat—INFORMATION BLANK 


TH type, rating and size of Cunowatox Heatinc 
Units to use on your particular pas, dee 
which 

















Nature of Surface Deg. Dee. Deg. Deg. Deg. Deg. Deg. Cala il acar the ight ret, cale for deta none 
Er ahee seman ene inte —s i ie. cae a ce.0. eee 
SG Sc aannescs<esdseseanw Os Bees Baka ©. 8.5.58.3.. 09 
Single skylight... 22... ........04. 3.5.. 7.0..10.5..14.0..17.5..21.0..24.5 yh eng Heng 
Double skylight. ..............005 Bin Oi B.Ois: TB. OH..988. SR Pr ea | 8 Vmanaeesarccareken m= 
Ci IIS i oaikcc nos cnonene Se Re OS Se See ee Without oblgating usin any way, and with the understanding thatthe infor. 
8-in. brick furred and plastered wall.. 0.7.. 1.4.. 2.0.. 2.7.. 3.4.. 4.4.. 4.7 eat Caen below is confidential, please toll ws which type, sating and 
12-in. brick furred and plastered wall. 0.6.. 1.2.. 1.8.. 2.4.. 2.9.. 3.5.. 4.1 — Heating Unita should be used on the following applications: 
ye ee a O.8.. 5.3.57 408- 2 ee. Sa 4 HEATING AIR: 
G-in. comorete Wall .......ssccccevecs 6... S.2.0 48.. 6.4... 5.0... 9.6, 41.2 Suze of space RAND: PivecsvieccsBinskeais ft. wide veo ft. high 
8-in. concrete furred and plastered General construction teeeeeee soneenees . 
Wis whe cakewsteea 65 >,s so aee OS... 24:52... 3.6... 6.1. 63:38 soils : 
12-in. concrete furred and plastered degrees Fahrenheit Required temperature degrecs Fahrenbeit 
WN. <tasewninn sudbiaks duinee es 7. 8.5.6 2.2.2 9.9... 3.7.. 44.. $A Sr Ne. nae. ag SOR RpENINR tind een 
Oi a sees ss ao te oa a 2 *. $3... 4.2; Uf air blast, how many cubic feet per minute?........... a gi Cask pecan 
4-in. hollow tile, plaster both sides.. 1.5.. 3.0.. 4.5.. 6.0.. 7.5.. 9.0..10.5 
8-in. hollow tile, plaster both sides.. 1.2.. 2.4.. 3.6.. 4.8.. 6.0.. 7.2.. 8.4 HEATING FLUIDS: 
4in. tile, stucco and plaster wall.... 1.0.. 2.0.. 3.0.. 4.0.. 5.0.. 6.0.. 7.0 State if water, oil, chemical or sckstion—nd UOLUPO......-+00-..000eseeeeseees 
8-in. tile stucco and plaster wall.... 0.8.. 1.6.. 2.4.. 3.2.. 4.0.. 4.8.. 5.6 Specific heat, if known Ricssactesied te 
ee rr 3... 6.6... 9.9..13.2..06.6..19.9; 23.2 Is container made of wood or metal? Capacity in gallons 
Wire lath and plaster.............. £Dce S38. Bc F365) 924.283.3813 arc ee onsaiiet > srtaaiacaoacns 
Frame wall with clapboard only.... 1.3.. 2.6.. 3.9.. 5.2.. 6.5.. 7.7.. 9.0 (If round) : diameter ae —_— 
Frame wall with sheathing and paper. 0.8.. 1.6.. 2.5.. 3.3.. 4.1.. 4.9.. 5.8 aoe ena. pen Pitomiak  Reydred temperatare degrees Fahrenheit 
Frame wall with sheathing and as- DENTS — Rineain..Aae Tee de. eS 
DOR a dna conc aebe sews babaeen Ota: Bs. Bes Sisco ee.« 64236 47 If process work, State kind, quantity, sd temperatre rise of material paming through ud per hour ; ; 
— net Sees aes o Rites Ba Eee Sees Giese Ve eee - 
Frame wall, ¢ .uble board outside. SS... Bos wees BK, oa. SE Te i 
Partition, lath and plaster both sides. 1.2.. 2.4.. B@.i? G8. 6 S80. «73... 84 See 
Partition, lath and plaster one side.. 2.0.. 4.0.. 6.0.. 8.0..10.0..12.0..14.0 
Partition, 1-in. wood.............. L.B.. Sis 42: 7.2.0. 9.0:.30.8,. 32:6 ae Is cxntainer made of wood or metal? 
Partition, 2-in. wood.............- 1.2.. 2.4.. 3.6.. 4.8.. 6.0.. 7.2.. 8.4 Sine of coutainer iin i Sn aes ‘te 
Wooden floor, double board........ Fe Fee FS ee ee Se Ee If round diameter J : . depth . 
COME TIONE Sb ois ous ane ces sete eee Pe ee oe ee ee prec reson ged rte oa perils tae. amare: POR om lero depose Vehoenhoh 
Wooden floor on concrete.......... Oh... Cia Babes Ob ees See oe Voltage available Ac? Phase—t, 2 or 87... a ae 
oO Re eee O.8.. B.2:. 3.8.5 28s. 28.. 356.,° 49 Ut procem work, state kind, quantity, and how quickly, materia is paming through bested chamber 
Plaster ceiling, no floor above. Le: BR. BS. OS SS... CS. ee = 
Plaster ceiling, floor above..... og es Rc a a es a ee eee MELTING SOLIDS: 
Wooden oa roof 9.9.5: 08.4 2.0 ces SA. SA Ee State kind of material to be melted 
Watts per cu. ft. of air require to oe 
i mr bei oe =.0054 per degree of temperature difference. ov qusbtp mab aniada tens ee 


Note—The accuracy of these tables can not be guaranteed for the reason that 
no two authorities seem to agree exactly. However, these figures have been used for 
some time with very satisfactory results, and they are certainly sufficiently correct 


for ordinary practical purposes. 





Above, table from Electric Air Heating Committee report, P.C.E.A. 
designed to assist the 
contractor to get information relative to specific or unusual cases. 


At right an ingenious information blank 


There is only a slight variation in the 
efficiencies of these heaters so the 
choice of selection must be governed 
by the conditions of each installation. 
In the majority of installations the best 
engineering practice dictates the instal- 
lation of flush or permanent types of 
wall or floor heaters. Being installed 
as a permanent part of the building fix- 
tures, the property value is increased. 


Ample Capacity Most Important 


In the majority of installations the 
estimator should endeavor to provide 
ample capacity in heaters to provide a 
“quick heat,” that is, capacity to bring 
the room temperature to the desired 
point in the minimum of time. Then, 
by means of three-heat switches or au- 
tomatic regulation, a part of the heat- 
ing elements may be cut out of circuit 
and the desired temperature maintained. 

One of the greatest selling points 
used with electrical heating prospects 
is the fact that the heat “can be felt” 
almost instantly. And one of the things 
that very quickly breeds dissatisfaction 
with ANY system of heating is to 
“stand around shivering” while the 
heating equipment is getting ready to 
“do its stuff.” So don’t lose sight of 
the psychological effect of satisfaction 
through “quick heat.” 

One of the paramount factors in de- 
termining the ultimate results in any 
heating installation is the degree to 
which insulation of the building has 
been carried out. Thorough insulation 
of buildings is one of the best invest- 
ments that can be made and is of pri- 
mary importance wherever heating 
equipment is to be installed. This rule 








































applies whether electrical or fuel heat- 
ing equipment is to be employed. Au- 
thentic data of savings in cost of fuel 
as high as 40 per cent, due to a slight 
investment in building insulation, are a 
matter of record. The U. S. Bureau of 
Industrial Research has issued a state- 
ment that the fuel saved in three years 
will pay for the cost of insulation. 
Where heating equipment of low con- 
vection is employed, building insulation 
will serve to provide even heat distri- 
bution. 

Electric air heating will prove suc- 
cessful in any type of room or build- 
ing, if careful consideration is given to 
the use or occupancy of the room or 
building. Haphazard selection or plac- 
ing of electric heaters will only lead to 
dissatisfaction on the part of the cus- 
tomer. It may be of interest to men- 
tion a few of the typical locations in 
which electric air heaters are now being 
regularly installed. 


Apartment Houses 


Builders of apartment houses are be- 
ginning to realize the inherent advant- 
ages of electric heater installations. 
With complete electric heater installa- 
tions each tenant has control over the 
heat to meet his particular needs. The 
heat is available at any hour of the 
day or night. The services of a janitor 
are dispensed with and no investment 
in a large central heating plant is re- 
quired. The usual practice is to pur- 
chase the current at wholesale through 
a master meter, and re-sell it to each 
tenant through sub-meters. 

This method results in a low rate to 
the tenants, and has a tendency to in- 
























crease customer satisfaction. Some 
apartment house owners even sell the 
current to the tenants at a lower rate 
than that which they (the owners) pay. 
They feel they are justified in so doing 
because of the savings made in elimina- 
tion of attendant and repair charges. 


Hotels 


Numerous hotels have been equipped 
with electric heaters and the installa- 
tions are giving entire satisfaction. 
This satisfaction is the result of the 
jobs having been properly engineered 
and the proper size and number of 
heaters having been installed. The 
usual practice in these installations is 
to install a central distribution panel in 
the hotel office. The wiring to each 
heater is run to this panel, and the 
clerk can turn on the heat as soon as a 
room has been let. The heater can also 
be turned off when the occupant returns 
the key to the desk. 


Churches 


Churches require heat only a few 
hours per month, but this heat must be 
quickly available for use. The heating 
installation must be of sufficient ca- 
pacity to bring quickly any desired 
part of the building to a comfortable 
temperature, and capable of regulation 
to maintain the desired temperature. 
The low cost and extreme fiexibility of 
electric heating makes this type of in- 
stallation particularly adapted to the 
heating of churches. Another favorable 
point is that this type of load is usually 
“off peak;”? and should command a very 
favorable rate from the power com- 
panies. 

(To be continued.) 
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A.I.E.E. Holds Sixteenth Coast Convention 


Lightning Protection of Oil Storage, High-Tension Phenomena, Communication, and 


Power Line Stability Feature the Discussion 


HREE major divisions of thought 
occupied the attention of the 254 
persons attending the sixteenth annual 
Pacific Coast convention of the Ameri- 
can Institute of Electrical Engineers at 
Del Monte, Sept, 13-16. These were 
toll-line telephone communication, light- 
ning and other high-tension research, 
and high-tension power transmission 
and immediately related problems. At- 
tendance at the various sessions was 
heavy and the interest keen. A truly 
national scope was given to the conven- 
tion activities by the attendance and 
participation of delegates from Schen- 
ectady, Pittsburgh, New York and other 
Eastern cities. The John B. Fisken 
golf trophy was won by C. E. Heath, 
Southern California Edison Company. 
The 1928 convention will be held in 
Spokane, Wash., the early part of Sep- 
tember, 1928, under the auspices of the 
Spokane Section. 


Student Convention 


One of the innovations which worked 
out with particular satisfaction was the 
student convention to which was de- 
voted the major portion of the first day. 


The papers prepared at the California In- 
stitute of Technology at Pasadena included 
A Method of Measuring Extremely High 
Resistances, Electrical Wiring at the Cali- 
fornia Institute of Technology, Production 
of High Vacuua, Some Recent Experiments 
with the Vacuum Switch, and Some Factors 
Affecting Flashover Voltage of Insulators. 
From Stanford University : Harmonic Phase 
Orientation, High-Voltage Oscillator, High- 
Voltage Phenomena in the Atmosphere, 
Super-Regeneration, and Tuned Power 
Lines. From the State College of Washing- 
ton: The Evolution of the Thermionic 
Vacuum Tube. From the University of 
Southern California: Tests of a 9,375-kw. 
Water-Wheel Generator by the Retarda- 
tion Method; Tests of a New Type of Con- 
stant-Current Regulator. From the Uni- 
versity of Utah: Power Factor Charac- 
teristics of the Fynn-Weichsel Motor. From 
the University of Washington: A Table of 
Mathematical Values and an Alignment 
Diagram of the Steinmetz Equation, The 
World’s Largest Automatic Hydroelectric 
Station, and The 500-Mile Transmission 
Line with Distributed Synchronous Con- 
densers. From the University of California: 
Design of an Electro-Magnetic Absorption 
Dynamometer. 


Transmission Problems 


A study of the transients due to 
short circuits on the 220-kv. system of 
the Southern California Edison Com- 
pany prepared by R. J. C. Wood and 
L. F. Hunt of that company and S. B. 
Griscom of the Westinghouse company 
brought forth the conclusion of the au- 
thors that perfect continuity of service 
on an extensive transmission system is 
economically unfeasible, but that pro- 
tective equipment should be designed 


and operated to permit only momentary 
disturbance. The tests brought out that 
one of the main factors in reducing dis- 
turbances and preventing loss of syn- 
chronism between the generating and 
receiving ends of a transmission system 
between the severity of the disturbance 
is the rapidity with which relays and 
sWitches can be made to operate to 
isolate any trouble that may occur. One 
of the most important points brought 
out by these tests was the relationship 
and the amount of ground current upon 
short circuits, demonstrating the value 
of adopting means to limit short-circuit 
current. Apparently, the higher the 
voltage of the system the more pro- 
nounced is this effect, The authorsfound 
that practically all short circuits have 
been single phase to ground. A factor 
that would seem to suggest the advis- 
ability of a relatively high ground re- 
sistance is the fact that when a single- 
phase flashover occurs, there is a ma- 
terial increase in total system load due 
to the power consumed in the fault. 
This additional load suddenly applied 
to the system causes a transient redis- 
tribution of power between the various 
synchronous machines and results in 
power oscillations or surges. 

An extremely thorough mathematical 
treatment and analysis of the electric 
oscillations in a double-circuit, 3-phase 
transmission line was presented in a 
paper by Yoshio Satoh, graduate stu- 
dent, Stanford University. In the ab- 
sence of the writer this paper was read 
by F. E. Terman. The author, in dis- 
cussing electric oscillations, shows that 
there are three kinds of traveling 
waves: 


(1) the wave between conductors of each 
of the 3-phase transmission circuits; (2) 
the wave between the entire group of six 
conductors as one side and the ground as 
the other side; (3) the wave between the 


group of 3 conductors of one circuit as one 
> 


side and the group of 3 conductors of the 
other circuit as the other side. 


The author’s treatment of his sub- 
ject offers a useful method of calcula- 
tion of these various waves 

In discussing equipment for 220-kv. 
systems, J. P. Jollyman, Pacific Gas 
and Electric Company, stated that four 
years’ operating experience has shown 
that 220-kv. transmission is fully as 
reliable as lower transmission voltages, 
and much more economical. To lessen 
the effect of short circuits and grounds 





and to reduce the amount of energy 
which must be dissipated within a nigh- 
voltage oil circuit breaker, the author 
recommends developments that will 
permit a complete breaker operation to 
open the circuit in well under % sec. 
In speaking of the satisfactory opera- 
tion of the 220-kv. transmission line of 
his company, the author recommends 
the use of ample safety factors in tower 
design, low stringing tension for con- 
ductors, a generous length in insulator 
strings to provide adequate flash-over 
distance, and the use of some device 
for suppressing corona discharge of the 
conductor and wire clamp at the insu- 
lators. 

Discussing these two papers, M. Mich- 
ener, Southern California Edison Com- 
pany, brought out the fact that high 
resistance grounds are better for relay- 
ing transmission troubles on a 220-kva. 
line, but that precaution is necessary to 
avoid dangerously high potential gra- 
dients adjacent to tower footings where 
these higher resistance grounds are 
used. Performance data presented by 
F. R. George, Pacific Gas and Electric 
Company, on the Pit River 220-kv. lines 
of the Pacific Gas and Electric Com- 
pany showed that the flashover fre- 
quency has been four flashovers per 
year per 100 miles of circuit. No sta- 
bility troubles have been experienced 
to any etxent on these lines because 
the comparatively light total loading of 
120,000 kw. for both circuits is well be- 
low the stability limit. According to 
E. R. Stauffacher, Southern California 
Edison Company, the four main factors 
upon which depends the stability of a 
transmission line are: high-speed relay 
operation, high-speed circuit breaker 
operation, certain features of generator 
design particularly as to short circuit 
ratio, and the application of quick- 
response excitation to generators. 

As a further contribution toward the 
ultimate betterment of transmission 
line equipment, Roy Wilkins and E. A. 
Crellin of the Pacific Gas and Electric 
Company presented a paper outlining 
exhaustive service tests upon high- 
veltage oil circuit breakers. The au- 
thors contend that oil circuit breakers 
are in use today simply because there 
is at present no better substitute for 
the service now performed by them. 
The authors recommend certain funda- 
mental requirements as essential in an 
oil circuit breaker for use in high- 
voltage transmission network: 


232 


(1) the total operating time for a com- 
plete open-close-open cycle of operation at 
rated current and voltage shall not be 
more than 0.2 sec.; (2) the arcing time 
shall approach as closely as possible the 
ideal of ™% cycle; (3) the energy for the 
switch operator shall be stored and avail- 
able for instantaneous release. The mech- 
anism should not have a power demand in 
excess of 1 kw. In discussing this par- 
ticular point the fact was brought out that 
a power demand up to 5 kw. would not be 
considered excessive for heavy breakers 
but that an operating demand above that 
requires too much investment in copper for 
operating controls; (4) the breaker shall 
be capable of completing 100 normal oper- 
ating cycles before requiring any inspec- 
tion or adjustment. Here the authors sug- 
gest that if requirements 1 and 2 are met 


successfully there should be no trouble in 
producing a breaker that would operate 
even 1,000 times before requiring adjust- 
ment; (5) the breaker shall be so designed 
that it can be installed, adjusted and main- 
tained by the average mechanic without 
special training in circuit-breaker technique. 


Stability and Synchronous Condensers 


Another phase of the transmission 
problem involves the addition of syn- 
chronous condensers to the transmission 
system to promote system stability. 
Design and operating characteristics 
of synchronous condensers were de- 
scribed in a paper presented by P. L. 
Alger, General Electric Company, 
Schenectady. According to the author 
the continually increasing importance 
of this class of equipment makes it de- 
sirable to simplify and standardize the 
design specifications as much as possi- 
ble by eliminating special and funda- 
mentally unnecessary restrictions in the 
purchaser’s specifications. Also, the 
use of synchronous condensers is more 
satisfactory and more economical than 
the use of static condensers for trans- 
mission line correction. 

Static stability limits and the appli- 
cation of synchronous condensers at in- 
termediate substations were discussed 
at length in a paper prepared by C. F. 
Wagner and R. D. Evans of the West- 
inghouse Electric & Manufacturing 
Company, Pittsburgh. According to the 
authors there have been several pro- 
posals for increasing the stability limits 
of power systems, but the proposal of 
greatest promise is the use of the in- 
termediate synchronous condenser sta- 
tion through which it is theoretically 
possible to make feasible the transmis- 
sion of 60-cycle energy to substantially 
unlimited distances and which practically 
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can be used to advantage to increase 
the stable capacity of a given long dis 
tance, high-tension transmission sys- 
tem, within certain definite economic 
limitations. This paper was presented 
by R. D. Evans and according to him 
the results of calculations of the sta- 
bility of practical transmission lines in- 
dicate that large increases in static sta- 
bility limits are obtainable with inter- 
mediate condensers. Discussion offered 
by Mr. Alger pointed out that according 
to the equations in Evans’ paper it 
would require 4 kva. of synchronous 
condenser capacity to provide an addi- 
tional 1 kva. in transmission line ca- 
pacity. In answering this discussion 
Mr, Evans stated that this was essen- 
tially true when a transmission line 
was operating at absolutely full ca- 
pacity, but that usually transmission 
lines operated under conditions of par- 
tial load. 


Carrier Current Developments 

Features incident to the use of high- 
tension transmission lines for the trans- 
mission of carrier-current impulses 
were treated from two different angles. 
In a paper on coupling capacitors for 
carrier-current application, T. A. E. 
Belt, engineering department, General 
Electric Company, Schenectady, out- 
lined present developments. The de- 
velopment of coupling capacitors to re- 
place the long coupling antennae has 
made possible material reduction in the 
amount of carrier input to the line 
without reducing the strength of the 
received signal. There are four distinct 
types of coupling capacitors now manu- 
factured in the United States; mica, 
porcelain, oil-filled cables, and oil-filled 
tanks. The latter two are new develop- 
ments and of these the author limited 
himself to a description of the oil-filled 
cable type of capacitor. This type 
consists essentially of a section of lead- 
covered cable bent into a horseshoe 
loop, 4 ft. or so across. The core ends 
are joined together and attached di- 
rectly to the transmission conductor. 
The lead sheath of the cable forms the 
other side of the capacitor and is con- 
nected to the output side of the carrier- 
current apparatus. This makes a com- 
pact installation weighing approxi- 
mately 1,000 lb. or so and one which is 
capable of attachment to almost any 
steel bus structure. 
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The other paper dealing with the 
carrier-current and its possible uses 
was presented by A. S. Fitzgerald, 
radio engineering department, General 
Electric Company, Schenectady, de- 
scribing a carrier-current pilot system 
of transmission line protection. This 
scheme is essentially the application of 
the well known pilot wire or differential 
system of protection directly to a sec- 
tion of high-tension transmission line, 
using carrier-current impulses upon the 
line conductors in place of the metallic 
conductors commonly used as_ pilot 
wires. According to the author this 
system will furnish protection substan- 
tially equivalent to that which may be 
obtained with a pilot-wire system pro- 
vided that the lowest phase-fault cur- 
rent at which it is desired to operate 
is not less than the normal rated line 
current. In the case of ground faults 
it is possible to obtain operation at 
current values of less than full load. 
This is another notable application of 
the 3-element vacuum tube. Satisfac- 
tory tests on this equipment were made 
on a 66-kv. line about 30 miles in 
length. 


Lightning 

Of particular interest to the oil in- 
dustry is the question of the protection 
of tank farms from fires caused by 
lightning discharges. Prior to the 
three major oil fires which occurred in 
California during April of 1926, result- 
ing in the loss of several lives and 
$20,000,000 worth of property, there 
was no serious consideration given to 
the question of lightning protection for 
oil storage tanks because it was cheaper 
to buy insurance than it was to carry 
on research investigations. However, 
as a result of the heavy property loss 
incident to those fires, insurance rates 
on oil storage farms increased mate- 
rially and, further, there was a recogni- 
tion of the fact that the payment of 
insurance indemnity cannot compen- 
state for the economic loss of burned 
oil. 

In a paper prepared by R. W. Soren- 
sen, J. H. Hamilton and C, D. Hay- 
ward of the California Institute of 
Technology, Pasadena, was given -an 
outline of the work done in connection 
with the planning of a protection 
scheme. This work shows that the an- 
nual number of storms at any given lo- 
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cation is approximately a _ constant. 
Further, it is shown that the dielectric 
property of oil has no influence in caus- 
in lightning or inducing it to strike oil 
in storage. Tests conducted by the au- 
thors indicate that excellent protection 
may be obtained by towers properly in- 
stalled but that they do not indicate ab- 
solute immunity against lightning hits. 
It is suggested that the radius of the 
area to be protected not exceed 2% 
times the height of the tower to insure 
reasonable prevention of hits within 
this area. The authors recommend a 
further intensive field and laboratory 
study of this particular subject. 

E. R. Schaeffer, Johns-Manville, Inc., 
New York, in his paper outlined the 
operating experiences of various oil 
companies and gave a record of several 
hundred installations made over a pe- 
riod of about three years. He considers 
laboratory work to be valuable and 
necessary-but believes that it is unwise 
to rely too completely upon it. The 
author advocates a grid or radial sys- 
tem of wires placed some 12 ft. above 
the roof of the oil reservoir as offering 
the best possible protection against 
lightning strokes. He further states 
that, since the seat of the charge under 
a storm cloud is largely on pipe lines, 
tanks and other metal parts in the oil 
field, lightning devices should be se- 
curely attached to such structures. He 
claims that a network of pipe lines at 
or near the ground surface makes a far 
better ground for lightning protection 
towers than does a single shaft driven 
vertically downward to permanent mois- 
ture. 


Space Charge 

A qualitative analysis of the nature 
of space charge created around a con- 
ductor in corona, particularly with re- 
spect to relative magnitudes and polari- 
ties rather than to actual quantitative 
measurements, was described in a paper 
prepared by J. S. Carroll and J. T. 
Lusignan of Stanford University. This 
work represents the principal work on 
the study of corona carried on in the 
Ryan high-tension laboratory during the 
past year. In certain tests it was found 
that a decided rectifying effect was dis- 
cernible in the space about the con- 
ductor in corona, in that the region was 
built up to a uni-directional potential 
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above ground, the magnitude and polar- 
ity of this potential depending upon the 
voltage applied. This rectification, 
which evidently is caused by some dif- 
ferential action entering into the ioni- 
zation process, was of a positive sign 
at the start of corona, but changed over 
to négative as the voltage was raised 
still higher. In a corona-loss curve 
taken on one of the test set-ups it was 
found that at the same voltage at 
which the sign of the rectified space 
charge had reversed there was a break 
in the curve. This break corresponded 
to the point above which Peek’s quad- 
ratic law of corona holds good and be- 
low which Peek has suggested the en- 
trance of a probability relation. A field 
test was made at a span of the 220-kv. 
Pit River line of the Pacific Gas and 
Electric Company in order to ascertain 
the magnitude and polarity of the 
charge built up about a high-voltage 
line in actual service. It was found 
that a negative polarity was present 
as far as 30 ft. below the con- 
ductor. This charge remained nega- 
tive even when the line voltage was 
raised to 260 kv., indicating that the 
line in its normal] 220-kv. potential was 
operating at a point on the corona-loss 
curve appreciably below that where the 
break occurs in the curve. 


Sphere-Gap for High Frequency 

A physical conception of the phe- 
nomena involved in the relation between 
frequency and spark-over voltage in a 
sphere-gap voltmeter was given by L. 
E. Reukema of the University of Cali- 
fornia. The object of the author’s re- 
search was to make the sphere-gap 
voltmeter a standard for the measure- 
ment of peak values of voltage at high 
frequency as it now is standard for use 
at commercial frequencies. Experi- 
mental data were obtained from which 
calibration curves for the sphere-gap 
voltmeter were plotted for frequencies 
ranging from 28,000 to 425,000 cycles 
per sec. for standard conditions of tem- 
perature and pressure. These curves 
cover a voltage range from about 10 to 
50 kv. No appreciable change in flash- 
over voltage required for a given gap 
setting was shown until a frequency of 
about 20,000 cycles was reached, from 
which point a gradual decrease in re- 
quired flash-over voltage is apparent as 
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the frequency increases from 20.000 to 
60,000 cycles. Above the latter point a 
single curve holds good for all frequen- 
cies up to 425,000 cycles per sec., the 
highest frequency tested. At and above 
60,000 cycles per sec. the voltage re- 
quired to flash across a 1-in. gap is 13 
per cent lower than the voltage re- 
quired for the same gap at 60 cycles for 
normal atmospheric conditions. {n the 
course of his investigation the author 
found that by flooding the spheres with 
ultra-violet light, the voltage required to 
flash across a given gap at high fre- 
quency was decreased by about 3.5 per 
cent whereas no such effect was found 
at commercial frequencies. 


Telephone Toll Communication 

J. N. Chamberlin, outside plant en- 
gineer, Pacific Telephone and Telegraph 
Company, presented a paper describing 
the advance planning of the telephone 
toll plant. The author outlined rather 
completely the surveys and _ studies 
made by the telephone companies in de- 
ceveloping a comprehensive plan of 
toll-system development that will take 
care of future demands as they ma- 
terialize. The engineering cost-com- 
parison study is most important, par- 
ticularly in view of the fact that an 
overhead toll-line cable _ installation 
costs about $25,000 per mile, practically 
the same as a 220-kv. line. 

The definite application of engineer- 
ing analyses and economic considera- 
tions incident to telephone toll-line con- 
struction was given in a paper pre- 
pared by F. O. Wheelock of the Scuth- 
ern California Telephone Company and 
E. Jacobsen of the American Telephone 
and Telegraph Company, New York. 
The authors described the tandem sys- 
tem of handling short-haul toll calls in 
and about Los Angeles. There are two 
means of connecting together a group 
ot telephone exchanges. One of these 
is known as direct trunking, which re- 
quires a group of trunk lines from each 
office to every other office. The second 
possibility is the tandem system, where 
a single trunk line from each of a group 
of offices is carried to a central control 
point known as a tandem center or 
office, at which there is installed the 
necessary means for switching together 
any desired combination of trunk lines 
between offices. 
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Crews of the Portland Electric Power Company made a remarkable record in effecting temporary repairs after a violent storm had dis- 
rupted its entire d.c. underground system. Left—Laying temporary cables on Alder Street, Portland. 
substation at Broadway and Alder Streets through window 

tion at Broadway 


Utility Sets Record Repairing 
Storm Damage to System 


Remarkable speed in effecting tem- 
porary repairs was recorded by the or- 
ganization of the Portland Electric 
Power Company, Portland, on the even- 
ing of Sept. 6, after a violent storm 
had put the entire d.c. underground sys- 
tem out of commission. A violent down- 
peur accompanied by an electrical storm 
blocked the sewer system, causing the 
runoff to back into a vault on the corner 
of Sixth and Alder Streets, one block 
from the Alder Street substation which 
is the source of the underground sys- 
tem. Cable insulation, weakened largely 
by heat due to the proximity of a 
steam heat line, broke down, causing a 
short circuit which resulted in a fire 
that destroyed all connections in the 
vault and much of the cable radiating 
from it. Flames and smoke poured out 
from the manhole, and persisted until 
subdued by the fire department. 

The vault in which the fire occurred 
contained thirty-one 250-volt d.c. feed- 
ers, five 11-kv., 3-phase a.c. lines, one 
600-volt dc. railway feeder, twenty- 
four secondary mains consisting of d.c. 
and single and 3-phase a.c., a 2,300- 
volt junction box, a number of service 
cables, and a 30-pair telephone cable. 

The destruction of this equipment 
caused the worst breakdown in the 
seventeen years existence of the d.c. 
underground system. Temporary re- 
pairs were commenced immediately. In 
one hour and twenty minutes two 250- 
volt d.c. feeders, isolated from the rest 
of the system, were closed to supply 
service to two evening newspapers; 
railway service was completely restored 
in two hours, while in less than three 
hours the d.c. service west of the sub- 
station and the a.c. underground were 
brought in. Temporary repairs were 
continued through the night and the fol- 
lowing day, and by 10 o’clock in the 
morning 80 per cent of the 250-volt d.c. 
service had been restored, while by 
evening of that day practically all serv- 
ice was back to normal. 

Repairs were effected by tapping the 
250-volt bus in the substation, bringing 
the cables out through the window 
across the sidewalk and down the curb 
line of the street to the manhole. These 
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cables were laid in 4’wooden trough and 
covered to permit traffic to cross over 
them. The 15,000 ft. of cable used in 
this repair work were procured by 
combing the city for 500,000 and 
1,000,000-cire.mil, rubber-covered and 
weatherproof wire. Permanent re- 
pairs, which will take three months to 
complete, will be effected by sinking a 
new manhole at Sixth and Alder 
Streets, but across the street from the 
old manhole, and tapping the circuits 
between the new and the old manholes. 


a 


To Regulate Kings River Flow 
by Balch Afterbay Dam 


Construction work on an afterbay 
dam which will confine waters that have 
passed through the Balch power house 
and will be used to regulate the flow of 
Kings River so that power uses will not 
materially alter stream flow in the 
lower river has been started by the San 
Joaquin Light & Power Corporation, 
Fresno, Calif. The project calls for a 
dam which ultimately will rise 75 ft. 
above the river bed, but which will be 
about 65 ft. high at the outset. More 
than 100 men are working in two shifts 
on the dam, which is expected to be 
completed in November. Two needle- 
type control valves 24 in. in diameter, 
electrically operated from the power 
house, will be used to regulate the flow 
of water from the afterbay. 

A diversion tunnel 12 ft. wide, 12 ft. 
high and 364 ft. long is being used to 
carry the water around the dam site. 
This tunnel will act ultimately as a 
conduit in carrying water from the res- 
ervoir back of the dam to power houses 
below. 
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City of Los Angeles Authorizes Ad- 
ditional Insurance for Aqueduct.—The 
City of Los Angeles has taken steps 
for additional protection of the Los 
Angeles Aqueduct by authorizing the 
placing of a $7,500,000 explosion and riot 
insurance policy on its municipal water 
system. The council also authorized 
the Department of Water and Power 
to have rewritten $15,000,000 in fire in- 
surance on the city’s water and power 
systems. 
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Mountain States Company Begins 
Work on 57-kv. Line 


Contracting for a block of power from 
the U.S. Reclamation Service plant at 
Guernsey, Wyo., sufficient to supply the 
needs of the territory for some years, 
the Mountain States Power Company, 
Tacoma, has completed preliminary sur- 
veys and has commenced construction 
of eighty-five miles of 57-kv. line to 
bring this power to its Casper, Wyo., 
system at Parkerton. The new line 
will pass through Douglas and Glen- 
rock and connect with an existing 33-kv. 
line extending from Casper to Park- 
erton. 

At present Parkerton and Glenrock 
are served by the Casper steam plant, 
the capacity of which would have had 
to be increased soon to care for the 
growing demands of the _ territory. 
Douglas is served by an isolated plant 
without transmission connection to out- 
side sources. The new line will not 
only bring additional needed power ca- 
pacity to the districts served but also 
will furnish a reserve source to supple- 
ment existing steam plants. The new 
line also will open up the possibility of 
irrigation by electric pumping of 20,000 
acres adjacent to it. 


i 


Personnel Changes Announced 
by Edison Company 

R. C. McFadden, formerly district 
manager at Inglewood for the Southern 
California Edison Company, has been 
transferred to the general office as as- 
sistant new business manager. Carl 
Elgan, district manager at Lindsay, suc- 
ceeds Mr. McFadden at Inglewood, and 
H. V. Busby, chief clerk at Santa Bar- 
bara, has been promoted to be district 
manager at Lindsay. 

Other changes in the company’s com- 
mercial crganization include the trans- 
fer of Frank Hamilton, district man- 
ager at Hanford, to Fullerton as district 
manager succeeding the late R. I. Car- 
ruthers who, prior to his death July 9, 
had been acting district manager at 
Fullerton. John White from the Ingle- 
wood district has been promoted to the 
district managership of Hanford dis- 
trict. 


Center—Temporary cables entering 
Right— Looking up Alder Street from near manhole at Sixth toward substa- 
showing temporary troughs for cables. 
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San Joaquin Company Continues 
Development Program 


Estimates for the building of a new 
110-kv. steel pole transmission line be- 
tween Rio Bravo substation and the 
Bakersfield steam plant at a cost of 
more than $130,000 have been approved 
by the San Joaquin Light & Power 
Corporation, Fresno. This line will be 
the completing link in a loop joining 
the Bakersfield steam plant with the 
Midway steam plant, the southern dis- 
tribution center for the main trunk of 
the power system extending through 
the heart of the San Joaquin Valley. 
The construction of the line will be an- 
other step in a development program 
in which $536,000 will be expended in 
increasing the capacity of substations 
and transmission lines in the Kern 
County territory. 

The largest single item in the pro- 
gram of improvements is the addition 
of four 10,000-kw. transformers and a 
20,000-kw. synchronous condenser at 
the Kern oil substation, to cost approxi- 
mately $330,000. Part of the program 
has been completed with the installa- 
tion several weeks ago at the Weed 


ELECTRICAL WEST 


Patch substation of four 3,000-kva. 
transformers at a cost of $50,000, in- 
creasing the plant capacity to approxi- 
mately 12,000 hp. 


ee 


Jobbers Set Del Monte Meeting 
for Oct. 20, 21 and 22 


Due to the fact that the California 
Electragists will hold their meeting at 
Riverside, Calif., on the same dates as 
original)y had been set for the conven- 
tion of the Pacific Division of the Elec- 
trical Supply Jobbers Association at the 
Hotel Del Monte, Del Monte, Calif., 
that is, Oct. 13, 14 and 15, H. L. Harper, 
chairman of the division, has thought it 
wise to postpone the jobbers meeting 
until the following week. Accordingly, 
Oct. 20, 21 and 22 lbave been set as the 
dates of the convention. 

The Copper Cup room in the Hotel 
Del Monte will be dedicated at this con- 
vention and the division is planning to 
make this the biggest meeting of the 
year, according to Albert H. Elliot, sec- 
retary, who is asking that reservations 
be made as soon as possible. 





Presenting 
GRAYCO SPEEDWATT 


The Magician 
of the Age 


| = AN extraordinary and amazing 
spectacle of thrilling transformations. 
Changes darkness into light! Trans- 
ports heat and cold by wire! Operates 
mills and factories at the touch of a 
button! 

Now playing in one great continuous 
show, twenty-four hours each day. Out- 
door performances nightly in every 
street. Big displays of light in the bus- 
iness section. 

3ooked for an unlimited engagement 
in “The Power of Grays Harbor.” Per- 
formances in your own home for a few 
cents a day. Grayco Speedwatt offers 
more light and power to you! 
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In this manner was the at- 
tenuated gentleman shown in 
the illustration presented by 
the Grays Harbor kailway & 
Light Company of Aberdeen 
and Hoquiam, Wash., to the 
public of the Northwest. He 
was christened by Mrs. Aur- 
villa Green of the Grays Har- 
bor company 
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Personnel of Newly Reorganized 
S.E.D. Is Announced 


Reorganization of the Society for 
Electrical Development, Inc., on a 
sound working basis and its establish- 
ment in its new relationship to all 
branches of the industry was accepted 
Sept. 15 in New York City at three suc- 
cessive meetings, that of the society’s 
members in annual meeting, that of the 
new board of directors, and that of the 
newly appointed executive committee. 

The complete personnel is as follows: 


President—W. W. Freeman, chairman 
Union Gas & Electric Company, Cincinnati. 

Vice-presidents — George E. Cullinan, 
chairman, executive committee of the Elec- 
trical Supply Jobbers Association; C. L. 
Chamblin, president, Association of Elec- 
tragists, International; J. E. North, chair- 
man, League Council; Gerard Swope, presi- 
dent, National Electrical Manufacturers 
Association, and Howard T. Sands, presi- 
dent, National Electric Light Association. 

Directors 

To represent central-station group—H. T 
Sands; J. E. Davidson, chairman, National 
Commercial Section, N.E.L.A.; Paul 5S. 
Clapp, W. W. Freeman, Charles L. Edgar, 
and John F. Gilchrist. 

To represent manufacturer group—Ger- 
ard Swope, A. E. Waller, S. L. Nicholson, 
representing N.E.M.A.; W. E. Sprackling, 
Fred R. Farmer, H. B. Crouse 

To represent jobber group—G. E. Culli- 
nan, Frank S. Price, representing E.S.J.A 
O. Fred Rost, B. E. Finnuane, W. I. Bick- 
ford. 

To represent contractor-dealer group 
c. L. Chamblin, Laurence W. Davis, W 
Creighton Peet, representing A.E.I 
James R. Strong, Joseph A. Fowler, C. M. 
Beltzhoover. 


To represent at-large group—J. Robert 
Crouse, James H. McGraw, C. A. Ward 
To represent local electrical leagues J 


E. North, H. A. Brooks, R 
coran, David C. Birdsell 

Executive committee, composed of twelve 
of the directors—C. L. Edgar (chairman), 
president of the Edison Electric [Illuminat- 
ing Company; L. W. Davis, managing di- 
rector, Association of Electragists, New 
York; D. C. Birdsell, Decorative Lamp & 
Shade Company; George E. Cullinan, vice- 
president, Graybar Electric Company; J. 
Ix. North, chairman, League Council; Paul 
5S. Clapp, managing director, N.E.L.A Ss 
L. Nicholson, acting vice-president, West- 
inghouse Electric & Manufacturing Com- 
pany; A. E. Walier, managing director, 
N.E.M.A.; Frank 8S. Price, president, Pettin- 
gell-Andrews Company; James R. Strong, 
president, Tucker Electrical Construction 
Company; James H. McGraw, president, 
McGraw-Hill Company, Inc.; C. A. Ward, 
president, Ward Motor Vehicle Company 
W. W. Freeman is an ex-officio member of 
this committee, 

Managing director Kenneth A. Mcintyre 
who since January has been in charge of 
the staff in acting capacity. 


Bourke Cor- 


Program of work for the immediate 
future will deal with the promotion and 
operation of the National Red Seal 
Plan; league and field service; news 
and advertising codes and 
ordinances. Working committees made 
up of representatives from several 
branches of the industry have been au- 
thorized to deal with these activities. 


service; 


rp 


Seattle Now Terminal of Longest 
Electrified Railroad.—With the opening 
of a ten-mile extension to the western 
terminal of the Chicago, Milwaukee & 
St. Paul Railroad, Seattle is now a 
terminal of the longest electrified rail- 
road in the world. In recognition of 
this event, the mayor of Seattle, Mrs. 
Bertha K. Landes, piloted the 260-ton 
electric locomotive hauling the first 
tiain into Seattle from Black River 
Junction, where it formerly had been 
necessary to change to a steam-driven 
locomotive. 
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Personnel 


Changes Announced 


by Pacific Power & Light Co. 


The resignation of R. J. Jenks, dis- 
trict manager at Lewiston, Idaho, for 
the Pacific Power & Light Company, 
Portland, has oceasioned a slight shift 
in the operating personnel of the com- 
pany and the promotion of five of the 
organization. H. W. Cooper, formerly 
district manager at Pasco, Wash., suc- 
ceeds Mr. Jenks; Roy Skill, formerly 
district manager at Dayton, Wash., 
sueceeds Mr. Cooper; Roy Dean, form- 
erly manager, Sherman Electric Com- 
pany, Moro, Ore., succeeds Mr. Skill. 
The Sherman Electric Company, re- 
cently acquired by the Pacific company, 
will be operated by R. H. Hopper, under 
the supervision of Glen L. Corey, dis- 
trict manager at The Dalles, Ore. Mr. 
Jenks will engage in private business at 
Lewiston and likewise will be retained 
in consulting capacity in the construc- 
tion and operation of the company’s gas 
plants. 

$$$ ——_—— ba 


Study Persistence of Waves Due 
to Power Plant Operation 


Observations of the persistence of 
waves caused by irregular power plant 
operation, at the instance of the Federal 
Power Commission, are to be made on 
a number of rivers of varying charac- 
teristics. Studies recently completed by 
The California Oregon Power Company 
show that the waves produced at its 
Copco plant on the Klamath River are 
practically undiminished at a distance 
of 64 miles from the plant and show 
only a 25 per cent reduction 132 miles 


away. The gages at the 64-mile and 
132-mile stations were read at 30- 
minute intervals throughout the day 


and night for a period of six days. 
Similar results previously had been 

noted on the Pit River. That particular 

study had an important bearing on the 
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Pictorial Report of Progress 


These views show the status of construction as of Aug. 1 of The 


commission’s action in assuming juris- 
diction over the project at Radford, Va., 
on the New River. The Klamath results 
tend to support the exceptions taken by 
the commission’s engineers to claims 
that these impulses disappear a few 
miles from the plant. 


- ee a 


Report on Status of Colorado 
River Conference 


The status of the governors’ confer- 
ence on the allocation of Colorado River 
water and power that reconvened Sept. 
19 briefly is as follows, as this publica- 
tion goes to press: 

Arizona has accepted, with reserva- 
tions, the plan for division of water be- 
tween the lower basin states that was 
submitted by the governors of the upper 
basin states Aug. 30 and rejected at 
that time by Arizona. In brief, the 
plan allots to Arizona 3,000,000 acre-ft. 
of water annually from the main 
stream, 4,200,000 to California and 
300,000 to Nevada. The last-named 
state had signified that it was ready to 
accept the proposal when California 
and Arizona acted upon it. 

California has declined to accept the 
plan and continued to persist in its de- 
mand for its “irreducible minimum” of 
4,600,000 acre-ft. 

In its statement Arizona states that 
it will accept the plan if its claims to 
revenue from federal-built hydroelectric 
power plants are recognized; if assured 
of the waters of its tributaries, and if 
it is not called upon to surrender water 
for lands below the international bound- 
ary. Further, Arizona contends that 
this acceptance afterwards must not be 
used against it provided there is no set- 
tlement of the river control problems 
at this conference. 

The plans of the three states for 
water division now are in the hands of 
the upper basin governors’ committee, 


California Oregon Power Company’s Prospect No. 2 plant on 
the North Fork of the Rogue River in Oregon. 
left appear the power house substructure and exca- 
vation for electrical bay and transformer bench. 
At the right is shown the construction at the 

dam, looking downstream at the site. 


At the 





which will endeavor to effect a satis- 
factory compromise. 

Plans for the allocation of power have 
been submitted to the committee by 


Arizona and Nevada. The former’s 
proposal, according to press dispatches, 
set forth the “broad principles” con- 
trolling any development of the river, 
and held that the state is justified in 
exacting revenue from federal plants 
equal to benefits received should the 
development be by private capital, and 
thus taxable. Nevada’s statement con- 
tended that Arizona and Nevada are 
entitled to an even division upon bene- 
fits arising from a dam built on their 
boundaries, However, Nevada stands 
ready to concede a third of her power 
benefits to California if Arizona will do 
the same, thus giving California a third 
of the power generated. Arizona op- 
poses this principle, first on the grounds 
that California is not entitled to any 
such division, and second, that as most 
of the fall in the river is in Arizona, 
that state should not concede half of the 
power to Nevada. California’s power 
proposal has been submitted, but de- 
tails have not been published as this 
paper goes to press. 

Much discussion has centered around 
the so-called states’ rights resolution 
introduced at the previous session by 
Senator Key Pittman of Nevada, and 
it was stated that in committee the 
resolution had received the affirmative 
vote of every state except California. 
The resolution provides that states’ 
rights to ownership of lands covered 
by navigable streams and to sover- 
eignty to all waters within their borders 
be affirmed by the parley; that states 
may demand compensation for the use 
of their lands and waters, and that a 
state whose land is used by the United 
States Government incident to the con- 
struction of a dam for hydroelectric 
power may demand prior right to the 


power. 











October 1, 1927 ] 











San Francisco Supervisors Vote to 
Place on Ballot Proposed Bond Issue 
for Newark Transmission Line.—The 
Board of Supervisors of San Francisco 
on Sept. 19 voted to place before the 
voters at the November election a pro- 
posed bond issue for $2,000,000 to build 
a transmission line from Newark to 
San Francisco. Two of the members of 
the board voted against the proposal on 
the grounds that it would mean paying 
interest on a “frozen investment,” as 
the line would be of no use when it was 
constructed. The line would be used to 
transmit to San Francisco power gener- 
ated at the Moccasin plant of the city’s 
Hetch Hetchy project. At the present 
time under an existing contract the 
power is delivered to the Pacific Gas 
and Electric Company at its Newark 
substation at a yearly rate of $2,000,000. 
This contract may be terminated by 
either party on one day’s notice. 

ebatiamatatias 

Publication to Campaign for Adoption 
of California Assembly Constitutional 
Amendment.— Under the name of 
“Water” the California Water Re- 
sources Association, with headquarters 
in San Francisco, in the month of Oc- 
tober will commence the publication of 
a monthly magazine as one of the 
means for carrying on the campaign for 
the adoption of Assembly Constitutional 
Amendment No, 27, which will be sub- 
mitted to the voters of California at the 
general election Nov. 6, 1928. This 
amendment is designed to prevent “the 
waste or unreasonable use or unreason- 
able method of use of water,” now pos- 
sible under the existing riparian rights 
doctrine, and to exercise “the conserva- 
tion of such waters with a 
view to a reasonable and beneficial use 
thereof in the interest of the people 
and for the public welfare.” 


—_—>- 

Puget Sound Company Offers to Light 
Seattle Streets at $100,000 under City 
Light Department.—The Puget Sound 
Power & Light Company of Seattle has 
made a formal offer to the city council 
to furnish electric current for street 
lighting at a cost of $100,000 less than 
the cost estimated in the budget for 
1928. The current is at present fur- 
nished by the city light department, 
and the estimate for next year is 
$388,000, paid for out of the general 
fund of the city. 

spicnieaiieacacions 

Largest Electrically Driven Passen- 
ger Vessel Launched Oct. 1.—The S.S. 
“California,” claimed to be the largest 
electrically driven passenger vessel in 
the world, was launched Oct. 1 at New- 
port News, Va., by the Newport News 
Shipbuilding & Drydock Company. The 
ship, which will be used by the Panama 
Pacific Line between New York and 
San Francisco, will be electrically 
equipped throughout. 
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The basket ball team of the 
Light & Power Corporation, Fresno, Calif., 


San Joaquin 
takes an active part in the work of the 
Women’s Recreation League of that city. 
Back row, left to right—Genevieve Sawyers, 
Thelma Cargile, Katherine Krum, Lois 
Smith, Johnnie Cobb; front row—Myrtle 
Flake, Hazel Moxsy, Dotty Leavitt. 





Utility Secures Restraining Order in 
Rate Dispute.—The Peoples West Coast 
Hydro-Electric Corporation, Shelton, 
Wash., has caused to be issued a re- 
straining order preventing the depart- 
ment of public works from forcing the 
company to put into effect the depart- 
ment’s order allowing lower lighting 
rates at Shelton. The company alleges 
the department’s order amounts to con- 
fiscation and is unconstitutional. If 
compelled to adopt the new valuations 
prescribed by the department, the com- 
pany claims its rate return would be 
reduced from 8 per cent, the fair mini- 
mum return allowed for capital em- 
ployed in similar undertakings, to 2.8 
per cent. 
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Ceremony Commemorates Opening of 
First Power Plant.—On Sept. 4, forty- 
five years after Thomas Alva Edison 
threw the switch which opened the first 
public electric light and power plant in 
the world, at 267 Pearl Street, New 
York, John W. Lieb in commemoration 
of that opening placed a wreath on the 
tablet which now marks its site. Dr. 
Lieb, who is now vice-president and 
general manager of the New York Edi- 
son Company, the great system which 
has grown from Edison’s original ven- 
ture, worked with Edison in designing 
and building the Pearl Street station. 
The first plant housed in an old four- 
story building, a short distance south 
of Brooklyn Bridge, ran fourteen 
months without a breakdown, which was 
considered a remarkable record. 


———_———- 


World Power Conference to Be Held 
in Germany in 1930.—At a meeting of 
the international executive committee in 
Cernobbia, Italy, in September, it was 
decided that the next World Power Con- 
ference will be held in Germany in 1930. 
It also was decided to hold a sectional 
meeting in Tokio in 1929. Tentative 
arrangements had been made to hold 
the next conference in Italy, but the 
Italian committee explained that the 
conference could be held more profit- 
ably in Italy at a later date when its 
hydroelectric program will have de- 
veloped somewhat further. 


———_>—_—_—_- 


Foshay Company Buys Idaho Utility. 
—The Northwest Light & Power Com- 
pany, which serves Wallace, Idaho, and 
adjacent territory with electric light, 
power and water, recently was pur- 
chased by the W. B. Foshay Company. 





Experts in First Aid 





The 


annual First Aid Contest held 
recently by the Pacific Power & Light 
Company at Pasco, Wash., was won by 
the Walla Walla team with a total score 
or 98.2 per cent, in competition with 
teams representing ten other company 
districts. Reading from left to right, 
the team consists of S. A. Mullen, line- 
man; E. O. Daves, are patrolman; Fred 
Fuller (captain), lineman; C. C. Hoyt, 





meterman; E. G. Argo, meterman; and 
H. A. Milby, storekeeper. 

This First Aid contest, as conducted 
annually by the Pacific Power & Light 
Company, is carried out on a more 
elaborate scale than any similar con- 
test among the companies in the North- 
west and has proved to be a great 
stimulus in promoting safety work 
within the company. 
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California Rzilroad Commission Ap- 
points Expert in Telephone Rate Case. 
—Lester S. Ready, formerly vice-chair- 
man of the board of directors of the 
Key System Transit Company, Oakland, 
Calif., and until recently president of 
that company, has been named by the 
California Railroad Commission to take 
charge of the preparation and presen- 
tation of the commission’s testimony 
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and evidence in the pending rate case 
of The Pacific Telephone and Telegraph 
Company. Mr. Ready, who recently re- 
signed from the Key System company 
in order to engage in practice as con- 
sulting engineer was for four years 
hief engineer of the Railroad Cor- 
mission and had been connected with 
its engineering department for thirteen 
years. 





_— 


Pacific Coast Electrical Association 





Report of Engineering Section’s 
First Group Meetings 


The first group meetings of the En- 
gineering Section, P.C.E.A., were held 
in the Los Angeles Gas and Electric 
Corporation Building Aug. 31-Sept. 2. 
Meetings were well attended and the 
discussions lively. Inspection trips to 
points of particular interest to the va- 
rious committees added to the value of 
the session discussions. These trips in- 
cluded the Southern California Edison 
steam plant at Long Beach, the Los 
Angeles Gas and Electric steam plant 
at Seal Beach, the underground sys- 
tems of that corporation and of the Los 
Angeles Bureau of Power and Light, 
and substations in and around Los An- 
geles. 

At the session of the executive com- 
mittee Sept. 1 the appointments of 
committee vice-chairmen were con- 
firmed. These included F. S. Thomas, 
Coast Valleys Gas & Electric Company, 
accident prevention committee; H. T. 
Sutcliffe, Pacific Gas and Electric Com- 
pany, electrical apparatus committee; 
H. K. Fox, San Joaquin Light & Power 
Corporation, hydraulic power commit- 
tee; R. S. Daniels, The California Ore- 
gon Power Company, inductive co- 
ordination committee; L. L. Conrad, 
Southern California Edison Company, 
meter committee; R. G, Boyles, South- 
ern California Edison Company, over- 
head systems committee; F. R. Knight, 
Los Angeles Gas and Electric Corpora- 
tion, prime movers committee; and K. 
B. Ayers, San Diego Consolidated Gas 
& Electric Company, underground sys- 
tems committee. 


Accident Prevention Committee 
By W. E. Row 


Southern California Edison Company, 
Chairman 

The first meeting of the accident preven- 
tion committee for the current year was 
given over principally to a preliminary dis- 
cussion of subjects selected for study dur- 
ing the year. 

It will be the aim of the committee this 
year to assist the several companies in 
local safety committee work. Co-operation 
on a practical basis is to be sought. 

Also, emphasis will be placed on the im- 
portance of educational efforts to bring 
forcibly to the attention of superintendents, 
foremen, and others in charge of work, 
their direct responsibility for accident pre- 
vention. 


Electrical Apparatus Committee 
By R. H. HALPENNY 
The Southern Sierras Power Company, 
Chairman 
Discussion concerning transformers and 
regulators indicated that it will be advis- 
able to give special attention to the use of 


tap changers under load. The extent to 
which high-voltage transformers should be 
made self-protecting against lightning also 
was given consideration. Trends of trans- 
former cooling practice, use of 3-phase vs. 
single-phase units, protection of regulators 
against short circuit currents and new and 
unusual experiences also were touched 
upon. 

A consideration of lightning arresters 
showed the desirability of studying the ex- 
tent of lightning damage to electrical ap- 
paratus in the Pacific Coast area. Also it 
is proposed to study storm paths and storm 
frequency. The economic justification of 
lightning protection and the investigation 
of available types of arresters were sug- 
gested as topics of interest. 

Discussion of fire prevention brought out 
the desirability of considering the matter of 
fire prevention in the design of station 
layout. Protection of special kinds of ap- 
paratus, types of available equipment, 
necessity for inspection of fire prevention 
equipment and for the training of operating 
personnel in its proper use received atten- 
tion. 

Developments in the manufacture, appli- 
cation and operation of oil circuit breakers 
were touched upon. The present state of 
the vacuum circuit breaker was outlined. 

Relays proved to be a subject of more 
than usual interest. The condenser and 
vacuum tube relay received mention, also 
other new developments both in manufac- 
ture and application. 

The new subcommittee on load dispatch- 
ing is to start its work by collecting in- 
formation concerning the varying functions 
of load dispatchers on different systems. 
This information will form the basis for a 
study of dispatching problems. 

Operating methods, routine and expe- 
riences present a fertile field for study and 
a very complete outline has been prepared 
for the guidance of this subcommittee in 
the year’s work. 

The subcommittee on operating personnel 
proposes to consider such topics as the se- 
lection of employees, training, discipline, 
records, promotion, etc. 


Hydraulic Power Committee 
By E. A. CRELLIN 
Pacific Gas and Electric Company, 
Chairman 


The first session was opened by the read- 
ing of a letter from Byron E. White, chair- 
man, Hydraulic Power National Committee, 
the gist of which was that the national or- 
ganization endorses the work of the local 
section and considers such work to be of 
national scope and importance. Reports 
from the subcommittee of four carry-over 
subjects were read and discussed, namely: 
water-hammer tests, penstock painting, me- 
chanical reliability of hydroelectric units, 
and silt deposits. Four new subjects were 
reported upon and discussed in open meet- 
ing: automatic hydro plants, spillway gates, 
power-house cranes, and flumes. 

The second session was devoted to a de- 
scription of the Mokelumne River Develop- 
ment of the Pacific Gas and Electric Com- 
pany presented by I. C. Steele, and a paper 
by E. M. Breed of the Pelton Water Wheel 
Company, covering practical aspects of the 
problems of deterioration of under-water 
metal surfaces of hydraulic power equip- 
ment. 

At the third session I. C. Steele gave his 
report on pressure tunnels, based upon data 
received from member companies. Refer- 
ence was made to the report of the world 
conference on tunnels held in Switzerland. 

The vice-chairman of the committee is to 
act as a special committee of one to be on 
the lookout for and to select new subjects 
of timely interest which will form the 
foundation of the committee’s next year’s 
work. 
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Inductive Co-ordination Committee 
By J. O. BINNEY 


Southern California Edison Company, 
Chairman 


Discussion of current cases of inductive 
co-ordination matters disclosed the fact 
that remedial measures and their applica- 
tion to cases of inductive interference re- 
sulting from normal exposures were well in 
hand. It was suggested that the committee 
make special surveys of inductive interfer- 
ence cases resulting from transient dis- 
turbances. 

Member company practices in locating 
cases of radio interference and in correcting 
them were tabulated and discussed at 
length. It was agreed that a more sys- 
tematic method of accounting should be 
effected. Also it is advisable to secure the 
co-operation of the radio dealers in helping 
to promote better public relations. 

Power company communication systems 
were discussed along the lines of continuity 
of service rendered, reliability of protec- 
tion, effectiveness of transposition and the 
methods employed in testing and supervis- 
ing. Inasmuch as the individual systems 
vary widely it was suggested that the com- 
mittee by presenting technical papers on 
certain phases of the subject could do much 
in improving existing conditions. 


Meter Committee 
By W. N. LINDBLAD 


Pacific Gas and Electric Company, 
Chairman 

Tentative arrangements have been made 
for the holding of two short courses for 
metermen, one at the California Institute 
of Technology, Pasadena, and one at the 
University of California, Berkeley. It was 
suggested that men other than those strictly 
connected with meter work might find it 
well worth while to attend these courses. 


The best methods of contacting with and 
assisting in the work of the national meter 
committee were discussed. 

A brief description of several “Special 
Tests and Investigations’ was given. These 
will be submitted later as subcommittee re- 
ports. Other subjects considered included 
several interesting descriptions of boxes for 
transporting instruments; the question of 
proper test periods for watthour meters; 
clocks and timing devices and their mainte- 
nance; several new developments in testing 
accessories; and the use of 3-element 
meters for metering 4-wire, 3-phase service. 

The metering of kva-hr. and kva, demand 
appears to be a timely study. The subject of 
“Uniform Test Facilities’ has been added to 
this committee’s work for this year. 


Overhead Systems Committee 
By H. H. Minor 


San Joaquin Light & Power Corporation, 
Chairman 

Continuation of the study made last year 
on corrosion of tower footings was broad- 
ened to include corrosion of all metals used 
in overhead line construction, including 
conductors and miscellaneous hardware. 

The subcommittee on joint pole practice 
and construction rules discussed the recent 
tentative order of the Railroad Commission 
covering overhead line construction and 
presented a report covering changes in the 
proposal that seemed advisable. Upon mo- 
tion this was accepted as the recommenda- 
tion of the overhead systems committee of 
the P.C.E.A. and ordered forwarded to the 
commission. 

A subcommittee on pole-line structures 
and devices and their maintenance reported 
upon its proposed activities. It was de- 
cided to include in this study the compara- 
tive costs and advantages of steel poles and 
wood poles for certain classes of distribu- 
tion lines. 

A study of transformer-loading is to be 
included in the year’s work. This will take 
into account the load factors of various 
types of installations for large office build- 
ings, theaters, hotels and other concen- 
trated loads. Methods of checking loads on 
transformers also will be covered. 

It was decided to include a study of the 
actual temperatures of the conductors in 
over-head lines when heavily loaded during 
times of extreme ambient temperatures. 
This condition is particularly important in 
figuring sags, in order to arrive at proper 
ground clearances for long spans in trans- 
mission line design. 

The last subject considered was the 
common-ground neutral of primary and 
secondary circuits. This study is to be 
handled by a joint subcommittee of the 
overhead systems committee and the induc- 
tive co-ordination committee. The N.E.L.A. 
and the A.T. & T. are to assist in some ex- 
periments to determine the effect of such a 
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system upon the operation of communica- 
tion circuits. Several areas have been ten- 
tatively suggested for this experimental 
work. Certain of these will be selected and 
actual conditions and results will be noted. 
The intention of this study is to arrive ata 
solution of this greatly debated question. 


Underground Systems Committee 
By H. H. BUELL 
Pacific Gas and Electric Company, 
Chairman 

Discussion was devoted to the 16 subjects 
which have been assigned (one each) to as 
many members of the committee. Final 
reports on these studies are to be presented 
at the Engineering Section group meet- 
ings in January and April, 1928. Subjects 
considered were as follows: 

1. Testing of lead-covered cables. Dis- 
cussion of various methods of determining 
condition of cables during operation and of 
locating faults in cables after failure. 
Routine tests. 

2. Electrolysis as it affects underground 
lead-covered cables. This report is a con- 
tinuation from last year. 

3. Manhole castings and covers. A study 
of standards adopted by various companies 
with a view to introducing the desirable 
features of each. 

4. Determination of temperatures of un- 
derground cables. A continuation of the 
report of last year. 

5. Ventilation of transformer’ vaults. 
Methods and data on present practice. 

6. Joint use of duct lines and manholes 
by power and signal companies. The pur- 
pose of this report is to bring about pos- 
sible reduction in cost of such construction, 
especially in residential areas. 

7. Advantages and disadvantages of va- 
rious kinds of ducts, such as fiber, clay, 
concrete, etc., as regards heat dissipation, 
cost and other features. 

8. Cable terminal improvement, both high 
and low-voltage and particularly service 
voltages, to prevent damage to cables by 
moisture. 

9. High-voltage direct distribution. A 
discussion of operating practice, experience 
and equipment as now employed by one 
California utility. 

10. Telephone communication between 
manholes and substations to expedite the 
correction of trouble. 

11. Bonding and grounding underground 
systems and cables. Methods and practice 
now employed by utilities. 

12. Marking cables and equipment for 
identification as a safety measure. 
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13. Operation of “substructure commit- 
tees’’ in California municipalities. 

14. New ideas in the construction and 
operation of underground systems. Kinks 
to reduce cost, prevent interruptions, reduce 
obstruction of streets, etc. 

15. Operation of a star-star underground 
system. <A consideration of systems now 
being installed by Eastern utilities as a.c. 
networks. 

16. High-voltage cables. Advancements 
in the art of manufacture and operation. 


Prime Movers Committee 
By F. G. PHILO 


Southern California Edison Company, 
Chairman 

Discussing boilers, furnaces and acces- 
sories, the chairman suggested that a study 
be made of water cooled furnaces and the 
tendency in furnace design; of radiant and 
convection superheaters, their location and 
temperatures to be expected over a wide 
range of capacity; also some study of soot 
blowers. z 

Regarding boiler and turbine  instru- 
ments, it was thought that a study should 
be made of equipment for temperature 
measurements, such as the thermocouple 
and resistance types. Also, the influence 
of larger units on the expenditure war- 
ranted for instruments should be considered. 

Investigations on the burning of liquid 
and gaseous fuels should be confined to me- 
chanical burners because the steam atomiz- 
ing type already has been well covered. 
Some study of gas distributing systems also 
should be made. 

Scott Jensen suggested that the work of 
the condenser committee should be divided 
into two parts, one dealing with the phy- 
sical problems such as cleaning and cor- 
rosion, and the other with cost analysis. 
Cc. W. Wiggins suggested that some fea- 
tures of condenser design might be included 
because conditions are different in the 
West. 

The subjects of caustic embrittlement, 
and methods of tests and treatment have 
become of especial interest to local mem- 
bers and further information will be 
brought to light this year. 

Heat balance and auxiliaries will be 
studied along the lines pursued last year, 
but some electrical men will be added to 
this committee as the electrical features of 
auxiliary equipment warrant careful study. 

Three new subcommittees were formed 
this year and it was hoped that these com- 
mittees would develop closer relations be- 
tween the operating men and bring to light 
many kinks that would be useful to all. 


Si 
Constructive Program for Year’s Work 
Planned by Commercial Section 


Indicating the increasing importance 
of the commercial phase of the in- 
dustry’s business, more than 175 men 
gathered in Los Angeles Sept. 21-22 to 
launch the current year’s program of 
the Commercial Section of the Pacific 
Coast Electrical Association. Attend- 
ance and interest displayed in formu- 
lating the program of the various com- 
mittees augur well for the section’s 
success during the year. 

R. H. Ballard, vice-president and 
general manager, Southern California 
Edison Company, sounded the keynote 
of the section program when he stated 
that a new commercial era has dawned 
and that it is the responsibility of the 
commercial men to take advantage of 
the opportunities offered. He pointed 
out that during the past decade the en- 
gineering and financial operations of 
the power companies have become al- 
most automatic, giving the commercial 
men a productive machine with which 
to work. Load factors of 60 per cent 
such as prevail at the present time in 
this territory are not to the credit of 
the industry, he stated, particularly 
when salesmanship can build these load 
factors to 80 per cent, at the same time 
giving tremendous impetus to the in- 


dustry’s financing. For this new com- 
mercial era to be successful, he said 
that chief executives must give more 
attention to commercial affairs and the 
commercial men themselves must recog- 
nize that they can no longer give so 
much attention to public relations and 
stock-selling but must realize that their 
problem is to increase the usage by 
present consumers and to sell custom- 
ers on the new applications for electric- 
ity that are constantly being brought 
out. 

With flush production and little or no 
inter-company sales, operating execu- 
tives are no longer worrying about 
where to get power, but where to sell 
it, was the opinion advanced by F. B. 
Lewis, assistant general manager of 
the Southern California Edison Com- 
pany. Oil field electrification has re- 
sulted in the addition of between 20,000 
and 30,000 hp. to the lines of his com- 
pany this year. This and railway 
electrification are two of the big fields 
for additional loads to which the in- 
dustry in California can look. 

At the various committee meetings 
held during the two days complete com- 
mittee programs for the year were 
launched. The most important under- 
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taking of the section is the work of the 
educational committee of the Lighting 
Bureau. This committee will tell the 
story of the proper use of artificial 
light in the home and in the school 
to eighty-five Parent-Teacher Associa- 
tions and thirty-six women’s clubs 
throughout the state. Talks have been 
scheduled in twenty-seven cities, and 
eighteen speakers will give illustrated 
lectures during November. This is to 
be followed by a general mailing of 
1,500,000 pamphlets on better lighting. 

The lighting campaign committee will 
analyze successful lighting campaigns 
and report on such items as cost, 
quotas, advertising, organization and 
the like. The street and highway light- 
ing committee will present its last 
year’s report on highway lighting to 
the State Highway Commission within 
a short time. It also will study street 
lighting progress during the past two 
years. The commercial lighting com- 
mittee will conduct a series of tests in 
five cities to show the improved adver- 
tising value of better window lighting, 
working in conjunction with retail mer- 
chants’ associations. The sign lighting 
committee will make a historic survey 
of sign and floodlighting and prepare 
recommendations for selling floodlight- 
ing. 

The merchandising committee will 
study methods of stimulating the sale 
of appliances through retail outlets 
with the idea of improving trade rela- 
tions. It also will conduct a survey of 
the use of appliances by the industry 
itself. The electric air heating com- 
mittee will work for closer co-ordina- 
tion between the various agencies with- 
in the heating industry. The refriger- 
ation committee will attempt to bring 
about co-operation between the refrig- 
eration sales outlets for the purpose of 
stabilizing sales methods and ethics. 

The electric range committee will 
undertake four studies. A subcom- 
mittee will study range wiring stand- 
ards and costs in incorporated cities in 
California and the Pacific Northwest 
for the purpose of recommending uni- 
form standards that will reduce the 
cost of range wiring in old houses. An- 
other subcommittee will prepare plans 
for a campaign to be held during the 
association year to sell ranges to the 
industry itself. A third committee will 
work to give greater publicity to the 
Red Seal activity and particularly to 
induce the industry to give greater con- 
sideration to the Red Seal Plan. The 
fourth study will constitute a survey of 
the methods used by various central 
stations to increase the use of ranges 
already on the lines through the serv- 
ices of demonstrators and home service 
experts. The commercial cooking com- 
mittee will gather data on the use and 
operation of commercial cooking equip- 
ment already on the lines of California 
ccmpanies for the preparation of a 
manual to be used by salesmen. 

The agricultural power committee 
plans to publish a sales and informa- 
tion manual on agricultural applica- 
tions of electricity. The competitive 
power committee will study competitive 
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power markets, particularly in the oil 
fields, the lumber industry and among 
hotels and institutions. The industrial 
heating committee will gather data on 
the connected load, consumption and 
revenue of various types of heating in- 
stallations for the purpose of bringing 
up to date the manual issued two years 
ago. 

The customer relations committee 
plans to conduct two essay contests 
similar to those held during the past 
two years. The first will be on a sub- 
ject such as “What Are the Three 
Most Important Factors of Customer 
Relations and Why?” The second will 
be on drafting a code of ethics for the 
industry. Prizes aggregating $2,500 
will be given in the two contests. 

The conclave closed with an open 
meeting at which the speakers were 
Judge C. W. Appleton, vice-president in 
charge of general relations, General 
Electric Company, New York, and E, C. 
Hensel, director of advertising, Daily 
Illustrated News, Los Angeles. Judge 
Appleton, speaking on the subject, “The 
Opportunities of the New Commercial 
Era,” discussed the markets for electric 
power that have not received cultiva- 
tion. He declared that the power com- 
panies should be the leaders in promot- 
ing creative selling plans and co-operat- 
ing with all electrical sales agencies in 
a community. Mr. Hensel gave an in- 
spirational sales talk entitled, “The 
Three G’s of Selling.” 

The entertainment feature of the con- 
clave was a dinner Thursday night at 
which returns of the Tunney-Dempsey 
fight were broadcast, and a program 
sponsored by the jobbers, manufac 
turers and central stations was pre- 
sented by Glenn Rice of KNX and sev- 
eral radio artists. 

8 ae -- 

Executive Committee to Meet.—A 
meeting of the executive committee, 
P.C.E.A., has been set for Oct. 28 in 
Los Angeles. 
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Radio as Good-Will Builder Topic 
of Advertising Section 


That radio broadcasting can be used 
to good purpose by power companies in 
building good will was the opinion ad- 
vanced by Carl Haviland, commercial 
manager of KFI, at a meeting of the 
Advertising-Publicity Section of the 
Pacific Coast Electrical Association at 
Los Angeles, Sept. 21. In discussing 
the possibilities of broadcasting he re- 
lated the experiences of several Eastern 
central stations, notably the New York 
Edison Company, which is spending ap- 
proximately $50,000 annually on this 
form of good-will building. 

Mr. Haviland pointed out that radio 
cannot be used exclusively as a direct 
form of advertising to build sales. It 
does, however, create good will that 
results in sales. It makes possible, he 
stated, personal, word-of-mouth con- 
tact of the type desired in power com- 
pany public relations work. The ad- 
vertising results of broadcasting are 
intangible and are difficult to check, he 
pointed out. He quoted estimates of 
the National Broadcasting Company 
that there are approximately 300,000 
radio sets in and around Los Angeles 
and 250,000 in the San Francisco ter- 
ritory. His remarks were substantiated 
by experiences with broadcasting cited 
by Frank Hobart, advertising manager 
of the California Petroleum Company. 

At a business session in the morning 
the section reviewed the co-operative 
industry advertising program of the 


California Electrical Bureau as pre-. 


sented by Norman Stern of the Johns- 
ton-Ayres Company and recommended 
to the Public Relations Section that the 
program be continued in 1928. 


a 


Transportation Section to Meet Oct. 
21-22.—A meeting of the Transporta- 
tion Section, P.C.E.A., will be held in 
the club rooms of the Edison Building, 
Los Angeles, Oct, 21-22. 











Intensive Campaign Planned by 
Lighting Committee 


With the committee personnel chosen, 
the speakers trained, and the equip- 
ment procured, the home and industrial 
lighting committee of the Commercial 
Section of the Northwest Electric Light 
& Power Association has practically 
completed arrangements for an exten- 
sive coverage of the territory with talks 
on lighting before business men’s lunch- 
eon clubs. Fred Zaugg, illuminating 
engineer, Northwestern Electric Com- 
pany, Portland, chairman of the com- 
mittee, and Clark Baker, National Lamp 
Works, Oakland, Calif., under whose 
direction the talk has been prepared, 
have made a preliminary tiip over the 
territory for the purpose of determin- 


ing the needs of the territory in per- 
sonnel and equipment and to train the 
speakers. 

The activity is similar to that carried 
on in California last year by the 
P.C.E.A. under Mr. Baker’s direction, 
and consists in presenting the lighting 
talk with demonstration before the 
leading luncheon clubs in the cities and 
larger towns in the territory. The ten- 
tative program in the Northwest is as 
follows: Salt Lake City, five talks; 
Ogden, Utah, three; Boise, three; Spo- 
kane, five; Yakima, Wash., two; Walla 
Walla, Wash., two; Seattle, five or six; 
Everett, Wash., two; Bellingham, Wash., 
two; Portland, five or six; Salem, Ore., 
two; Albany, Ore., two; Eugene, Ore., 
two; and perhaps others. 

‘The committeemen chosen to contact 
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with the clubs and arrange for the talks 
in their respective localities are: Port- 
land—George E. Sullivan, Portland 
Electric Power Company; Seattle—R. 
M. Boykin, Puget Sound Power & Light 
Company; Spokane—J. E. E. Royer, 
The Washington Water Power Com- 
pany; Boise—L. W. Brainard, Idaho 
Power Company; Salt Lake—R. M. 
Bleak, Utah Power & Light Company; 
Yakima—B, P. Bailey, Pacific Power & 
Light Company; Walla Walla—R. B. 
Bragg, Pacific Power & Light Com- 
pany; Salem—W. M. Hamilton, Port- 
land Electric Power Company; Albany 
—G. L. Jackson, Mountain States Power 
Company; and Everett—George Newell, 
Puget Sound Power & Light Company. 

Among the speakers chosen to give 
talks in their territories are: Port- 
land—Walter Potter, National Lamp 
Works, and A, T. Bergeron, Miller Com- 
pany; Seattle—L. E. Karrer, Puget 
Sound Power & Light Company, and J. 
Kelly—Graybar Electric Company; 
Spokane—L. K. Snyder, The Washing- 
ton Water Power Company; Salt Lake 
—K. W. Browning, Utah Power & Light 
Company and Elmer Johnson, Capital 
Electric Company; and Boise—George 
Kinkaid, Idaho Power Company, These 
men have been trained in the talk and 
in its demonstration, the demonstrating 
equipment has been made, and arrange- 
ments are going forward to schedule 
the talks. 


ri 


Engineering Section Executive 
Committee Holds Meeting 


The possibility of the adoption in the 
State of Washington of the National 
Safety Code governing outdoor con- 
struction, the recommendation from 
the N.E.L.A. that the A.S.T.M. specifi- 
cations for hard and medium drawn 
copper wire and cable be changed be- 
fore their adoption by the American 
Standards Committee, and the possi- 
bility of securing a high-voltage testing 
laboratory at the Oregon Agricultural 
College were among important matters 
discussed at a meeting of the executive 
committee of the Engineering Section, 
Northwest Electric Light & Power As- 
sociation, at Portland, Sept. 9-10. These 
matters were left with appropriate com- 
mittees to be followed up and acted 
upon. In addition, the matter of co- 
operating with the national overhead 
systems committee to secure data from 
the Northwest on the loading strength 
of aerial lines was placed in the hands 
of H. H. Schoolfield, chief engineer, Pa- 
cific Power & Light Company, Port- 
land. 

D. W. Proebstel, superintendent of 
tests, Portland Electric Power Com- 
pany, was elected vice-chairman of the 
section, and M. V. Watson, general 
manager, Peoples West Coast Hydro- 
Electric Corporation, Portland, and J. B. 
Brokaw, chief engineer, Eastern Oregon 
Light & Power Company, Baker, Ore., 
were added to the executive committee 
as members at large. 
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Coming Events 


California Electragists.—Annual conven- 
tion at Mission Inn, Riverside, Calif., 
Oct. 14-15. 


Illuminating Engineering Society.—An 
nual convention at Edgewater Beach 
Hotel, Chicago, Oct. 11-14. 


Pacific Coast Electrical Association.— 

Meeting of Transportation Section in 
club rooms of Edison Building, Los 
Angeles, Oct. 21-22. 

Executive committee meeting in Los An- 
geles, “Oct. 28. 


Pacific Division, Electrical Supply Job- 
bers Association.—Convention at Hotel 


Del Monte, Del Monte, Calif., Oct. 
20-22. 
Rocky Mountain Division, N.E.L.A.— 


Coloralo Public Service Association.— 
Joint annual convention at Colorado 
17-20. 


Springs, Colo., Oct. 





California Electrical Bureau 


Committee Holds Meeting 

Plans were laid to arouse a greater 
interest in the activities of the Cali- 
fornia Electrical Bureau at a meeting 
of the advisory committee held in Los 
Angeles, Aug. 26. 

Among the reports made at the meet- 
ing was one by C. J. Geisbush on the 
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recent national convention of the Elec- 
tragists at St. Louis and another on the 
activities of the California Electragists. 


V. W. Hartley, executive secretary, 
reported upon activities of the bureau, 
stating that while the prime purpose of 
the bureau is the promotion of the Red 
Seal Plan the field men find many op- 
portunities as they travel through their 
territories to further other activities 
which are of material benefit to the in- 
dustry. 

S. E. Gates reported upon the meet- 
ing of representatives of various elec- 
trical leagues and clubs which had been 
held for the purpose of discussing the 
co-ordination of these associations as 
local chapters under a parent body. He 
stated that the sixteen representatives 
present expressed their approval of 
such a movement and had elected a 
chairman and secretary, authorizing 
them to proceed with preliminary plans 
which could be submitted to the leagues 
for approval of the members, 

The committee endorsed the plan of 
inviting Mr. Ripley of the General Elec- 
tric Company to tour California, under 
the joint sponsorship of the bureau and 
the Pacific Coast Electrical Associa- 
tion, and present an illustrated lecture 
at such meetings as could be arranged 
for him within the electrical fraternity 
at schools and colleges and through 
Chambers of Commerce. The commit- 
tee also endorsed the re-fixturing cam- 


paign now being sponsored by the 
N.E.L.A. 
P. H. Booth was reappointed chair- 


man of the finance committee. 
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Much Discussion at Annual Convention of 
Wyoming Utilities Association 


NFORMAL discussion predominated 
over speeches and reading of papers at 
the annual convention of the Wyoming 
Utilities Association, held in Cheyenne 
Aug. 15-16. In adherence to the policy 


Public Service Company of Colorado, 
Denver; W. C. Sterne, president, Rocky 
Mountain Division, National Electric 
Light Association; A. C. Cornell, Gray- 
bar Electric Company; J. J. Cooper, 





J. G. KEEGAN 


established two years ago the sessions 
were open to the public. 

The convention was not confined to 
Wyoming utility representatives. Sev- 
eral Colorado men took part in the pro- 
ceedings, including Clare N. Stannard, 
vice-president and general manager, and 
V. L. Board, general superintendent, 
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Mountain Electric Company; J. F. 


Greenawalt, Mountain States Telephone 
and Telegraph Company; and George E. 
Lewis, Rocky Mountain Committee on 
Public 
Denver. 
George Shaw, general counsel, Public 
Service Company of Colorado, spoke on 


Utility Information, all of 
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“Government in Business.” He voiced 
the conviction that it is only a question 
of time until “the butcher, the baker 
and candlestick maker” are going to be 
governmentally controlled unless there 
is a cessation of the present tendency 
for the government to go into private 
business. 

Mr. Sterne decried the apologetic at- 
titude assumed by so many public 
utility representatives. He pointed out 
that the public utilities of the nation 
probably have less to apologize for as 
an industry than any other line of busi- 
ness. 

During his address V. L. Board as- 
serted that “it takes more than fancy 
wall cards bearing platitudes on cour- 
tesy to establish and maintain good 
public relations. And it requires more 
than the efforts of the executives of a 
company to keep up a proper contact 
with the people. This effort must ex- 
tend to every employee.” 

Others who participated in the va- 


rious discussions, which greatly out- 
numbered the talks and reading of 
papers, were M. H. Soule, Western 


Public Service Company, Laramie; R. 
E. Richardson, Cross Gas Company, 
Lovell; C. L. Titus, sales manager, 
Mountain States Telephone and Tele- 
graph Company, Cheyenne; W. D. 
Johnston, Mountain States Power Com- 
pany, Casper; L. J. Meyer, Mountain 
States Telephone and Telegraph Com- 
pany, Cheyenne; J. MacIntyre, New 
York Oil Company, Casper; Wilford 
O’Leary, attorney and engineering ex- 
pert, Cheyenne; J. J. Withrow, Sheri- 
dan County Electric Company, Sheri- 
dan; H. L. Williams and J. J. Jaca- 
bucci, Utah Power & Light Company. 

The following officers were elected 
for the ensuing year: President—J. G. 
Keegan, Cheyenne Light, Fuel & Power 
Company, Cheyenne, Wyo.; first vice- 
president—W. D. Johnston, Mountain 
States Power Company, Casper, Wyo.; 
second vice-president—M. H. Soule, 
Western Public Service Company, Lar- 
amie, Wyo.; secretary-treasurer—L., J. 
Meyer, Mountain States Telephone and 
Telegraph Company, Cheyenne, Wyo. 
The executive committee consists of the 
officers named and H. L. Williams, Utah 
Power & Light Company, Evanston, 
Wyo.; J. J. Jacabucci, Utah Power & 
Light Company, Green River, Wyo.; 
and J. J. Withrow, Sheridan Electric 
Company, Sheridan, Wyo. 


ie 


Convention of Rocky Mountain 
NE.L.A. Oct. 17-20 


The twenty-fourth annual convention 
of the Colorado Public Service Asso- 
ciation and the eighth annual conven- 
tion of the Rocky Mountain Division of 
the National Electric Light Association 
will be held in joint session at the Hotel 
Broadmoor, Colorado Springs, Colo., 
Oct. 17-20. 

The various committees in charge of 
arrangements have been very busy, 
with the result that an interesting pro- 
gram is promised and plans for recrea- 
tion include golfing, swimming, boating 
and special motor trips. 
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Contractors, Dealers and Inspectors 





Tentative Program for Electragists’ Riverside 
Convention Announced 


LTHOUGH last minute arrange- 

ments may cause slight changes, 
the program for the second annual con- 
vention of the California Electragists, 
at the Mission Inn, Riverside, has been 
definitely decided upon and will follow 
the lines outlined here. 

There will be four business sessions 
and the banquet. At the first session, 
Friday morning, two feature addresses 
will be given. The Friday afternoon 
session will take up reports of the sec- 
tions and committees. 

Saturday morning’s session will start 
with a general industry conference, rep- 
resentatives of each branch of the in- 
dustry giving an interpretation of their 
respective positions. This will be fol- 
lowed by a number of short addresses 
designed to arouse interest and point 
to possible lines of market development. 
The Saturday afternoon session is one 
in which members of the association 
will find interest, and will deal with 
secretaries’ reports and discussions of 
problems involving Electragist prin- 
ciples. A banquet that night will close 
the convention. 

Specifically, in so far as outline is 
concerned, the tentative program has 
been announced as follows: 


Friday, October 14 


Morning 

9:00 Registration. 

10:00 President’s opening remarks.—Clyde L. 
Chamblin. 

10:15 “The Through-the-Dealer Merchandis- 
ing Plan.’’—H. H. Courtright, president 
and manager, Valley Electrical Supply 
Company, Fresno. 





President 
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Vice-President 


“Through-the-Dealer” Plan 
Gets National Honors 


The following resolution was passed 
at the recent convention of the A.E.I. at 
St. Louis: 


WHEREAS, The present standards of 
living in the American homes have cre- 
ated a potential market for electrical 
labor-saving and comfort-giving appli- 
ances far in excess of the sales efforts of 
the electrical industry to supply it; and 

WHEREAS, The electrical industry is 
seeking a successful sales plan which 
will take into consideration the united 
effort of all branches of the industry; 
and 

WHEREAS, The San Joaquin Light & 
Power Company of Fresno, Calif., has 
created, through its years of successful 
merchandising practice, a plan for selling 
this potential market for electrical labor- 
saving and comfort-giving appliances, 
which has as its basic principle the 
united effort of the central station, the 
manufacturer, the jobber and the dealer, 
known as the “Through-the-Dealer Sales 
Plan;” and 

WHEREAS, This plan has been thor- 
oughly tested over a period of years and 
has been brought to this convention by 
the California Electragists as concrete 
proof that when the A.E.I. Trade Policy 
for distributing electrical merchandise 
from the manufacturer through the job- 
ber to the dealer, and thence to the pub- 
lic, is intelligently applied, the results 
exceed anything previously secured, both 
from the standpoint of volume of load 
building sales and friendly trade rela- 
tions. Therefore be it 

RESOLVED, That this association, in 
convention assembied, indorses the 
“Through-the-Dealer”’ sales plan of mer- 
chandising electrical appliances for the 
homes; and be it further 

RESOLVED, That the “Through-the- 
Dealer” sales plan be printed in pamphlet 
form and distributed to the electrical in- 
dustry as our contribution to the suc- 
cessful solution of this tremendous resi- 
dential market development. 


Secretary-Treasurer 


Cc. A. VIBBERT J. H. SROUFE J. R. TOMLINSON 


Vibbert & Todd, 
Salem, Ore. 


Jaggar-Sroufe Co., 
Portland 


Tomlinson Electric, 
Portland 
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11:30 ‘Maybe I Shouldn’t Have Mentioned 
It,” an evaluation of the uses of trade 
publications—-W. A. Cyr, associate 
editor, Electrical West. 

12:00 Announcements. 

Adjournment. 


Afternoon : 
2:00 Report of State Executive Committee. 
2:30 Report of State Motor Section. 
3:00 Report of Estimators Section. 
3:30 Report of Merchandising Section. 
4:00 General discussion. 
Adjournment. 


Evening 
Informal dancing, music by Bill Hatch 
orchestra of Los Angeles. 


Saturday, Oct. 15 


Morning 
b “For a United Industry” 
10:00 “A United Industry —-W. L. “Jack” 


Frost, general commercial manager, 
Southern California Edison Company, 
and president of the Pacific Coast Elec- 
trical Association. 

10:20 “The Jobber’s Position.”"—Harry L. 
Harper, manager Graybar’ Electric 
Company, Los Angeles, and president 
of the Pacific Division, Electrical Sup- 
ply Jobbers Association. 

10:40 “The Manufacturer's Position,”’-— 
Speaker to be announced. 

Development of Markets 

11:00 “Air Heating for the Development of a 
Market.’’"—C. B. Merrick, Wesix Elec- 
tric Heater Company, Los Angeles. 

11:20 “The Range Market.’’—Ray W. Turn- 
bull, Pacific Coast sales manager, Edi- 
son Electric Appliance Company, San 
Francisco. 

11:40 “Possibilities in Residence Ventilation.’”’ 
—Andy O’Rear, Pacific Coast manager, 
Ilg Electric Ventilating Company, Los 
Angeles. 

12:00 “Relighting the Home.”—G. H. P. 
Dellmann, lighting sales manager, San 
Diego Consolidated Gas & Electric Com- 
pany, chairman of the Lighting Bureau, 
Commercial Section, P.C.E.A. 

Noon 
Annual four-inning baseball game between 
Electragist and Industry teams. 

12:45 Joint dinner meeting between State 
Executive Committee and Pacific Coast 
switchboard manufacturers. 


Afternoon 
(Session for members only.) 

2:00 Reports of the Secretaries. 

:00 General discussion of the application of 
Electragist principles to individual 
business. 

4:00 Election of officers. 

Evening 

:30 Annual banquet. 

8:00 Dancing. 


w 


Ladies’ Entertainment 
While no definite announcement has been 
made regarding the special entertainment for 
women guests at the convention, a committee 
has been appointed to provide something orig- 
inal and unusual in this line. Details will be 
available at the convention headquarters. 





E. L. KNIGHT. R. C. KENNEY 


President, Portland 
Assn. of Electragists. 
Knight Electric. 


Exec. Com. Dist. 1. 
Mer. NePage McKenny 
Co., Portland 
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Hold Estimating Classes on Knob 
and Tube Wiring 


A second series of estimating classes 
in northern California was conducted 
by Cy Geisbush, state manager, Cali- 
fornia Electragists, during the months 
of September and October. Knob and 
tube wiring of a typical small residence 
was taken as a basis for the estimating 
lession. Using the Electragists’ sys- 
tem of estimating as a basis of com- 
parison, an analysis of the typical job 
was made in comparison to bids offered 
on the job by members of the class 
present. 

The theory of matk-up for profit and 
overhead was also gone into in detail. 
The classes in each case ended with a 
showing of the advantages to be gained 
from the development of the Red Seal 
Plan by electrical contractors. 

Meetings were held practically every 
night between Sept. 12 and Oct. 4 in a 
number of cities, contractors from all 
surrounding towns being invited to at- 
tend the classes. 

Meetings were held at San Luis 
Obispo, Watsonville, San Jose, Redwood 
City, Santa Rosa, San Rafael, Concord, 
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Napa, Marysville, Corning, Dunsmuir, 
Sacramento, Stockton, Modesto, Fresno, 
Visalia and Bakersfield. 
a 

Fred Buzzell, of the Buzzell Electric 
Works, San Francisco, well known Elec- 
tragist, and Mrs. Buzzell, returned re- 
cently from an extended trip to the 
East. Mr. Buzzell went East to at- 
tend a meeting of the Rockwood Paper 
Pulley Stores, Inc., in Indianapols, 
whence he went to Detroit and Howell, 
Mich. Bebore returning home, he visited 
Chicago, New York and Maine, and re- 
turned through Canada, stopping at 
Seattle on the way back. Mr. Buzzell 
reports a very excellent convention at 


the Rockwood sales conference at In- 
dianapolis. 
———»——_——_— 
F. J. Boyle, representative of the 


Master Electrical Contractors Associa- 
tion of Chicago, Ill., was a visitor to the 
Pacific Coast, following the convention 
of the Association of Electragists, In- 
ternational, in St. Louis recently. Mr. 
Boyle was a guest of the contractors 
associations in the leading cities which 
he visited. 





243 





New Denver Code.—Following one 
month during which opportunity has 
been presented the contractors of Den- 
ver to become familiar with the new 
provisions of the electrical code for that 
city, the ordinance empowering that 
code will go into effect Aug. 1. Copies 
have been available to contractors since 
July 1. For local distribution they 
were issued in loose-leaf form to facili- 
tate changes as they become necessary. 
A number of copies were also put out 
in regular leaflet form for distribution 
other than local. 


> 


Lee Baltzelle, estimator for the J. J. 
Farley Electric Company of Fullerton, 
Calif., was the delegate to the annual 
convention of the A.E.I. at St. Louis 
recently from the Estimators Section of 
the California Electragists, Southern 
Division. While in the East Mr. Balt- 
zelle extended his trip to visit all the 
leading manufacturers of electrical 
equipment in order to familiarize him- 
self with their methods and with the 
new equipment which they plan to bring 
out in order to take home authoritative 
information to the Estimators Section. 





WHAT’S WRONG WITH THIS PICTURE? 


Impressions of the California Electragists Convention at Riverside by One Who Has Never Been There. 


artist 


that 
Electragist convention 
and has never seen most of those depicted 


Considering the fact the 


never attended an 


so touchingly in the heart-rending 
scene above, ELECTRICAL WEsT offers 


has 


little 


prize of ten back numbers to the one who 


successfully guesses the names of all those 
The artist, having nothing to go by 
conven- 


shown. 
but the rosy reports 
tions and what 


of previous 


happened at them, and 


verbal description of our heroes, has sought 
to picture a recess between sessions pulled 





in one of the famous patios of Mission Inn, 

Riverside. Famous Electragists are 
can you identify them by their 

haircuts or color of eyes. 


habits, 


All contest fans will now step forward. 





these 


All entries must be 
mailed before the next convention in 1928. 


ox 
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H. N. Beecher Heads California 


Electrical Inspectors 


ARRY N. BEECHER, chief elec- 

trical inspector, City of Los An- 
geles, recently was elected president of 
the California Association of Electrical 
Inspectors. Mr. Beecher entered the 
electrical field in California in 1890 
when he went to work for S. J. Keese, 
2 well known electrical engineer of 
California. In 1896 he became asso- 
ciated with the Pasadena Lighting Com- 
pany in charge of electrical distribu- 
tion, and the following year joined the 
organization of the Long Beach Light- 
ing Company. 

In 1900 he was appointed deputy elec- 
trical inspector in the Department of 
Electricity, Los Angeles, under R. H. 
Manahan, who was then chief electrical 
inspector. A year later Mr. Manahan 
was promoted to the position of city 
electrician, and Mr. Beecher succeeded 
him as chief inspector, a position he has 





HARRY N. BEECHER 


since held. He is a member of the Elec- 
tric and Synchronous Clubs of Los An- 
geles and of the Electrical Council of 
Underwriters Laboratories. 

~ - 

H. H. Courtright, president, Valley 
Electrical Supply Company, Fresno, 
Calif., recently returned to that city 
after a trip through the Middle West 
where he visited the merchandising de- 
partments of various central stations. 

E. D. Treanor has been appointed 
managing engineer of the distribution 
transformer department at the Pitts- 
field, Mass., works of the General Elec- 
tric Company. In that capacity Mr. 
Treanor also will have general super- 
vision of the engineering on distribu- 
tion transformers manufactured at the 
company’s works in Fort Wayne, Ind., 
and Oakland, Calif. 

W. C. Sterne, president and general 
manager, Summit County Power Com- 
pany, Dillon, Colo., has been re-elected 
chairman of the electrical bureau, Den- 
ver Chamber of Commerce. 


ELECTRICAL WEST 


Henry E. Dewey, foreman of over- 
head construction, electric distributing 
department, Los Angeles Gas and Elec- 
tric Corporation, recently retired after 
a service of thirty years with that com- 
pany. 

Harold T. White of White, Weld & 
Company, New York, has been elected 
chairman of the finance committee of 
The Washington Water Power Com- 
pany, succeeding his father, the late 
W. A. White. Henry L. De Forest was 
made secretary of the committee. Mr. 
White recently visited the company’s 
properties, including the new Chelan 
project. 

Edward L. Garihan, formerly asso- 
ciated with the Chrome Steel Works 
and the Bethlehem Steel Company, has 
been appointed manager of the Mine & 
Smelter Supply Company, Denver 
branch. The company likewise has an- 
nounced the appointment of R. S. 
Rubincam as sales manager. 

Ralph U. Fitting, formerly associated 
with the firm of Parsons, Klapp, Brinck- 
erhoff & Douglas, consulting engineers 
in New York, and for the last three 
years in the valuation department of 
the Pacific Gas and Electric Company, 
San Francisco, has been made valuation 
engineer for the Los Angeles Gas & 
Electric Corporation, Los Angeles. 

F. L. Maytag, founder of The Maytag 
Company, Newton, Iowa, and chairman 
of its board, recently celebrated his 
seventieth birthday by distributing 
nearly $150,000 to the employees of his 
organization who have been with him 
three years and more. 

Samuel Kahn, for the past year and 
a half vice-president and general man- 
ager of the Market Street Railway 
Company, San Francisco, and for a 
number of years prior to that vice- 
president and general manager of the 
Western States Gas & Electric Com- 
pany, Stockton, Calif., has been elected 
president of the Market Street Railway 
Company. 

E. R. Stauffacher, superintendent of 
protection, Southern California Edison 
Company, recently returned to Los An- 
geles after a six months’ sojourn in the 
engineering department of the central- 
station division of the General Electric 
Company, Schenectady. 

Leo G. Gianini, lighting specialist of 
the San Francisco office of the Edison 
Lamp Works of the General Electric 
Company, spoke on “The Use and 
Abuse of Window Lighting” at the re- 
cent annual convention of the Pacific 
Coast Association of Display Men held 
in San Francisco. 

C. E. Heath, superintendent of trans- 
mission construction, Southern Cali- 
fornia Edison Company, Los Angeles, 
won the John B, Fisken Cup at the golf 
tournament held at the recent conven- 
tion of the American Institute of Elec- 
trical Engineers at Del Monte, Calif. 
Mr. Heath’s low net score was 65. 


J. A. Kahn, of the-Capital Electric 
Company, Salt Lake City, recently re- 
turned to that city after an extended 
trip East. 
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R. M. Boykin is New President 
of Seattle Electric Club 
ICHARD M. BOYKIN, manager 
of the central division of the Puget 
Sound Power & Light Company with 
headquarters in Seattle, is the new 
president of the Seattle Electric Club. 





RICHARD M. BOYKIN 


A resident of the Northwest for the 
past sixteen years, Mr. Boykin is very 
well known throughout that section and 
has been prominently identified with 
the activities of the electrical industry. 
He has taken a prominent part in the 
activities of the Northwest Electric 
Light and Power Association and has 
served it in various capacities. During 
the year 1924-25 he was president of 
the association and last year was chair- 
man of its Public Relations Section, He 
also has been extremely active in the 
work of the local section of the A.I.E.E. 
Mr. Boykin started his career in the 
electrical industry in the Northwest as 
owner and operator of the electrical 
system at Hillsboro, Ore. This system 
later was merged with the Washington- 
Oregon Corporation, which in turn be- 
came the North Coast Power Company, 
of which Mr. Boykin was made vice- 
president and general manager. When 
the North Coast company was absorbed 
by the Puget Sound Power & Light 
Company he was appointed manager of 
its southern district, a position which 
he held until the latter part of Septem- 
ber, 1924, when he took over the man- 
agement of the company’s central di- 
vision. The club membership is looking 
forward to a year of growth and pros- 
perity under Mr. Boykin’s guidance. 

shaadi 


J. R. Cravath, consulting illuminating 
engineer, San Francisco, recently left 
that city to attend the national conven- 
tion of the Illuminating Engineering 
Society to be held in Chicago, Oct. 
11-14. 

O. R. Doerr, formerly manager of 
electric heater department of the Mag- 
navox Company, Oakland, has joined 
the organization of the Great Western 
Power Company, San Francisco, as as- 
sistant to John Wrenn, appliance sales 
manager. 

Alfred Alsaker, chief engineer of the 
Delta-Star Electric Company, Chicago, 
sailed recently for a six weeks’ visit to 
Norway, France and Italy to investi- 
gate high-tension developments. 
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C. A. Wolfrom Heads Utility’s 
Salt Lake Division 


ARL A. WOLFROM, since July, 

1924, manager of the Provo divis- 
ion of the Utah Power & Light Com- 
pany, has been named manager of that 
company’s Salt Lake division, succeed- 
ing the late A, P. Merrill. 

Mr. Wolfrom first became associated 
with-the light and power industry in 
1902 when he entered the employ of the 
Telluride Power Company. From 1903 
to 1905 he was operator and plant 
superintendent of the Provo and Olm- 
sted plants, which at that time were 
owned and operated by the Telluride 
company. After a course in mechanical 
engineering at the University of Michi- 
gan and a period of reconnaissance sur- 
vey work on various streams in Cali- 
fornia for the late L. L. Nunn, Mr. Wol- 
from was made superintendent of the 
Telluride eompany’s Grace plant, a po- 
sition which he held from 1909 to 1913. 
When the consolidation, which resulted 
in the organization of the Utah Power 
& Light Company took place early in 
1913, he was placed in charge of the 
company’s Wheelon plant on Bear 
River and also of its distribution sys- 
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tem in the Garland and Tremonton ter- 
ritory. 

In 1914 he became assistant to the 
operating manager, with headquarters 
at the general offices in Salt Lake City. 
He held that position until the early 
part of 1918, when he was appointed 
manager of the Idaho Falls division 
where he remained until promoted to 
the position of manager of the Provo 
division. 

deunenitilaianies 

C. E. Skinner, assistant director of 
engineering, and W. Bradshaw, of the 
supply engineering department, West- 
inghouse Electric & Manufacturing 
Company, East Pittsburgh, were named 
as delegates to the International Elec- 
trotechnical Commission convention, 
held at Bellagio, on Lake Como, Italy, 
Sept. 4-24. 

H. J. Gille, general sales manager of 
the Puget Sound Power & Light Com- 
pany in Seattle, recently returned from 
a business trip which included Chicago, 
Boston, New York and other Eastern 
cities. 


ELECTRICAL WEST 


Paul O. Reyneau recently joined the 
organization of the Cutter Electrical & 
Manufacturing Company, Philadelphia, 
where he will devote the major portion 
of his time to developing applications 
for air circuit breakers in the utility 
field. Mr. Reyneau’s first electrical 
work was done as an employee of the 
Telluride Power Company, Salt Lake 
City, and he spent four years in the 
West engaging in the operation and 
construction of plants and transmission 
lines. 

E. W. Lange, formerly of the Colum- 
bia Electric Manufacturing Company, 
San Francisco, has severed his connec- 
tion with that concern. 








Obituary 
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F. C. Wight, Editor Engineering 
News-Record, Passes 


RANK C. WIGHT, editor of Engin- 

eering News-Record, who had 
served that journal and its predecessor, 
Engineering News, in an editorial ca- 
pacity for twenty-one years, died at his 
home in Summit, N. J., Sept. 18. Mr. 
Wight had been ill for only a week with 
an infected throat, though his death 
shortly followed his return to his desk 
after a nervous breakdown, which oc- 
curred last June. 

Mr. Wight was especially interested 
in hydroelectric development, and 
through his work on Engineering News- 
Record in connection with that develop- 
ment and through his visits to the West 
he was well known to the electrical in- 
dustry in that section, more particularly 
perhaps to central-station men. When 
he made trips through the Northwest 
and the Pacific Coast he gave keen at- 
tention to inspecting and studying the 
larger hydroelectric development pro- 
jects, such as the Kings River project 
of the San Joaquin Light & Power Cor- 
poration and the Big Creek project of 
the Southern California Edison Com- 
pany. 

He was an authority on reinforced 
concrete and was known for his studies 
of the effect of sea water on concrete 
and his writings on reinforced-concrete 
design and construction. He also had 
devoted much time and attention to 
studies of the Mississippi River flood 
problem and traffic control. 

Mr. Wight was graduated from Cor- 
nell University with the degree of civil 
engineer in 1904. After graduation he 
spent three years in the office of the en- 
gineer of bridges of the District of 
Columbia. His entry into technical 
journalism dated from December, 1906, 
when he became associate editor of En- 
gineering News. In 1913 he was pro- 
moted to the managing editorship of 
that paper, a position which he heid 
until the consolidation of Engineering 
News and Engineering Record in 1917. 
Four years later he became managing 
editor of Engineering News-Record, and 








on Jan. 1, 1924, he was made editor. 
At the time of his death he was presi- 
dent of the National Conference of Bus- 
iness Paper Editors and a former chair- 
man of the New York Editorial Con- 





FRANK C. 


WIGHT 


ference. He had been active for years 
in the work of both organizations. 

A man of broad understanding and 
sympathies, the news of his untimely 
passing at the age of 45 will be learned 
with regret by all who knew him and 
his work. 

diese 

Leo J. 

Meyberg 


Meyberg, president of Leo J. 
Company, San Francisco, died 
suddenly in that city Aug. 30. Mr. 
Meyberg was one of the pioneers of 
radio on the Pacific Coast, operating the 
first broadcasting station and entering 
the radio distributing field very early. 
Always active in the affairs of the Pa- 
cific Radio Trade Association, he was 
appointed chairman of its radio show 
committee last fall, and gave unspar- 
ingly of his time and energy in making 
the recent exposition a success. He 
died three days after its close. 

John L. Phillips, Pacific Coast man- 
ager for the Okonite Company, Passaic, 
N. J., with headquarters in San Fran- 
cisco, died of a heart attack in that 
city Sept. 6. 

C. L. Johnson, an executive of the 
manufacturing department of the West- 
ern Electric Company, died Aug, 24 in 
Pittsfield, Mass., following an operation 
for appendicitis. 

Everly L. Haines, for over twenty 
years an official of Curtis Lighting, Inc., 
Chicago, and secretary of that concern 
at the time of his death, died Aug. 30, 
at his home in Glencoe, Ill., after a long 
illness. 

F. T. (Terry) Andrae, one of the or- 
iginal incorporators of Julius Andrae 
& Sons Company of Milwaukee, Wis., 
and widely known in the electrical in- 
dustry in the Middle West and North- 
west, died suddenly Aug. 12 of a heart 
attack. 

George B. Thomas, of the engineer- 
ing staff of the Bryant Electric Com- 
pany, Bridgeport, Conn., died Sept. 8. 
Mr. Thomas, whose special work was in 
designing and improving methods of 
manufacture, had been connected with 
the company for more than twenty-five 
years. 
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Retail Sign Business on Coast 
Sold by Federal Company 


The Federal Electric Company, Chi- 
cago, has discontinued its retail sign 
business in the Pacific Coast territory, 
which comprised the states of Cali- 
fornia, Washington, Oregon, Idaho, 
Utah, Nevada and Arizona, and has 
closed its sign factory at Emeryville, 
Calif., and its sign sales offices in San 
Francisco. The good will of the local 
retail sign business has been sold to 
the Electrical Products Corporation, 
which will handle the retail sign busi- 
ness from that source under its own 
name. 

Major E. W. Moore, Western district 
manager for the Federal company, has 
removed his headquarters to the Los 
Angeles Warehouse Building, 316 Com- 
mercial Street, Los Angeles, and will 
continue to represent the Federal Elec- 
tric Company in the Pacific Coast ter- 
ritory and to handle appliances and 
other articles manufactured or handled 
by it. 





———@> 


Carl E. Johnson, vice-president of 
the U. S. Electrical Manufacturing 
Company, Los Angeles, has resigned 
and disposed of his entire holdings in 
that company. Mr. Johnson has been 
an officer and director of the company 
since its inception and has been inti- 
mately identified with the electrical 
manufacturing industry in southern 
California for over twenty years. 


——_-——_——. 


Decorative plates for electric chan- 
deliers now are requiring the full ca- 
pacity of the Spokane Pottery Com- 
pany, which opened its plant at Spo- 
kane, Wash., last April. Bases for 
electric table lamps also are produced 
there. The new industry, which is 
owned and operated by S. Loenbom, is 
located at Dishman, a_ suburb of 
Spokane. 


——_——___—_ 


Mangrum & Otter, San Francisco, 
have appointed W. R. Adams, formerly 
heavy-duty sales engineer with the Pa- 
cific Gas and Electric Company, as 
sales manager of their electrical de- 
partment. 


————_=—__—_- 


Lapp’ Insulator Company, _Inc., 
Le Roy, N. Y., has established a New 
York City office at 149 Broadway, in 
charge of Ralph L. Jenner, recently 
with the transmission engineering de- 
partment of the Philadelphia Electric 
Company. 


———_»—____ 


The Miller Company, Meriden, Conn., 
has announced the recent election of 
Michael Schwarz as president of that 
company. 





Fred S. Hunting, chairman of the board of 

directors, Robbins & Myers Company, 

Springfield, Ohio, and Mrs. Hunting, 

“snapped” on board the S.S. Maui as they 

left San Francisco recently en route to 
Honolulu. 


The Presto-O-Lite Storage Battery 
Corporation, Indianapolis, Ind., recently 
has co-operated with its employees in 
the purchase of approximately $700,000 
group life insurance as well as health 
and accident protection. The program 
covers more than 500 employees of the 
company, and the protection is based on 
annual salaries and ranges for indi- 
viduals from $500 to $3,000 life insur- 
ance. 

siniiaiataas elas 


The Risdon Manufacturing Company, 
Waterbury Branch, is the new name 
of the Novelty Manufacturing Com- 
pany. Offices are maintained at 200 
Fifth Avenue, New York, and 53 W. 
Jackson Boulevard, Chicago. 

ee 


Walter S. Sweet, manufacturers’ 
agent, Los Angeles, representing the 
Roach-Appleton Manufacturing Com- 
pany, Chicago, and John I. Paulding, 
Inc., New Bedford, Mass., has removed 
to a new warehouse at 1426 Maple 
Avenue, Los Angeles. 

SS 


The Delta-Star Electric Company, 
Chicago, has purchased the Electric 
Connector Company of Minneapolis, 
manufacturer of solderless rigid stud 
compression connectors. These con- 
nectors now will be made in the Chi- 
cago factory and the lines greatly ex- 
tended. 

napclaatgtabia eee 


E. L. Johnson, formerly with H. B. 
Squires Company, Seattle, has been 
transferred to the San Francisco office 
of the company. He has been replaced 
in Seattle by A. A. Tufford of San 
Francisco, 

scandal 


The Seattle offices of the National 
Carbon Company have been removed 
from the L. C. Smith Building to 2901 
First Avenue, South. Harry J. Mar- 
tin is Seattle representative. 
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Thor Line to Be Distributed by 
Thor Pacific Company 


Announcement has been made by 
The Electric Household Utilities Cor- 
poration, Chicago, that the Thor Pa- 
cific Company, a new corporation, has 
been appointed exclusive distributor of 
Thor Washers, ironers and vacuum 
cleaners for the states of California, 
Nevada and Arizona. 

The Thor Pacific Company has taken 
over the present factory organization 
and will maintain headquarters in Los 
Angeles at 1017 South Grand Avenue, 
with a branch in Oakland at 2421 
Broadway. The Pacific Coast Division 
offices, formerly maintained by The 
Electric Household Utilities Corpora- 
tion in the Rialto Building, San Fran- 
cisco, have been discontinued. The 
Pacific States Electric Company, which 
has distributed the Thor line in the 
territory mentioned for the past four- 
teen years, will continue to warehouse 
the line in that territory and will co- 
operate in promoting its sale. E. O. 
Thomas and T. W. Warner, both of 
Pasadena, are president and vice-presi- 
dent, respectively, of the Thor Pacific 
Company. 


Se -- —_~ 


The Edison Electric Appliance Com- 
pany has purchased 22,500 sq.ft. of 
ground adjoining its plant in Ontario, 
Calif., and is planning to erect on it 
a new factory building at a cost of 
approximately $175,000, according to 
an announcement made recently by 
Earl H. Richardson, manager of the 
Hotpoint division of the company. 
With the completion of the projected 
addition, the Hotpoint factory in On- 
tario will cover more than three city 
blocks. 


—_—_@—__—. 


Lapp Insulator Company, Inc., Le 
Roy, N. Y., has announced the estab- 
lishment of an office at 140 South Dear- 
born Street, Chicago. Brent Mills is in 
charge of this office, and a stock of in- 
sulators will be maintained for prompt 
service from Chicago. 


—_—_—_»———_—. 


The Reiman Wholesale _ Electric 
Company, Los Angeles, has appointed 
as its sales manager Charles H. Talm- 
adge, formerly Salt Lake City man- 
ager for the Graybar Electric Com- 
pany. 

sical acc 


The Cutler-Hammer Manufacturing 
Company, Milwaukee, has announced 
that its Cleveland office has been re- 
moved from the Guardian Trust Build- 
ing to the Guarantee Title Building, 
Suite 1905, in that city. 


——_——_ 


The Bryant Electric Company, Bridge- 
port, Conn., has announced the election 
of Marcus A. Curran as vice-president 
and general manager. Mr. Curran 
formerly was assistant to the vice- 
president of the Graybar Electric Com- 


pany. 
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Electrical Products Corporation 
to Enlarge Plant 


To provide for the rapidly growing 
business of the Electrical Products 
Corporation of Los Angeles, a deal was 
closed early in September for the pur- 
chase of a plot of ground, including 
improvements, immediately adjoining 
the company’s present plant on Venice 
Boulevard, Los Angeles, according to 
a statement of Paul D, Howse, presi- 
dent. He further stated that a new 
plant would be opened in San Diego 
within the next two months. 

The Los Angeles company is the 
principal subsidiary of the Electrical 
Products Corporation of Arizona, a 
holding company, which has exclusive 
license to manufacture and operate 
Neon electric-tube signs in the eleven 
Western states, holding its franchise 
from Claude Neon Lights, Inc., of New 
York. The company owns all the stock 
of operating subsidiaries incorporated 
in California, Washington and Oregon. 
These subsidiaries have plants at Los 
Angeles, Oakland, Fresno, Sacramento, 
Portland, Seattle, Salt Lake City and 
Denver. 


ee 


Porcelain Products, Inc., is the name 
of a new corporation effected through 
the merger of The Cincinnati Porcelain 
Company, General Porcelain Com- 
pany, The Federal Porcelain Com- 
pany, Ravenswood Porcelain Com- 
pany, The Findlay Electric Porcelain 
Company and The National Electric 
Porcelain Company. The general offices 
of the company will be at Findlay, 
Ohio, and the executive personnel of 
the former companies will continue 
active in the new organization. The 
officers of the new company are: presi- 
dent—J. E. Bicknell; vice-president— 
F. E. Owen; secretary and treasurer— 
John G. Loy; sales manager—Jos. V. 
Patterson; production manager—H. A. 
Eatherton. Allied Industries, Inc., and 
Maydwell & Hartzell, Inc., will repre- 
sent the new company on the Pacific 
Coast. 





————— 


Officer personnel of the Illinois Elec- 
tric Company, Los Angeles, has been 
announced as follows: president—Floyd 
M. Averill; vice-president—R. J. Hol- 
terman; vice-president and _ general 
manager—Burrell S. Manuel; treasurer 
—C. B. Hall; secretary—S. W. Murray. 
David Pence has been appointed sales 
manager. Announcement of the change 
in ownership of the company was pub- 
lished in Electrical West Sept. 1, p. 
184, 





————_—> 


The Falk Corporation, Milwaukee, 
announces the opening of an office in 
Portland, Ore., at 720 Terminal Sales 
Building, Twelfth and  Morrision 
Streets. This office will be in charge 
of John Jurgensen, who has been in 
the company’s New York office for 


seven years. 
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The Lincoln’ Electric Company, 
Cleveland, has announced that The 
Wade Engineering Company of Los 
Angeles, its California distributor, 
has removed its northern office from 
69 Webster Street, Oakland, to 533- 
539 Market Streeet, San Francisco. 


nee 


The United Electric Supply Com- 
pany, Salt Lake City, has moved into 
new quarters at West Temple and 
Fourth South Streets. 


—————_» 


The United States Steel Products 
Company has removed its offices from 
the Rialto Building to the fourteenth 
floor of the Russ Building in San 
Francisco. 

csietiale a 

George A. Kilpatrick, for the past 
nine years storekeeper for the Maytag 
Company, Newton, Iowa, has joined 
the sales force of the Maytag Pacific 
Company in Portland, Ore. 

ee ee 

The Silvray Company, Inc., 55 West 
16th Street, New York City, has ap- 
pointed the Silverlite Company, 150 
Post Street, San Francisco, as its dis- 
tributor in the California territory. 

Setetuaiiianaonias 

Sam B. Gregory of the Arrow Elec- 
tric Company, San Francisco, recently 
returned to that city from a business 
trip East. 

enacted 


At a recent stockholders’ meeting of 
the Appleton Rubber Company, Frank- 
lin, Mass., the following officers were 
elected: president—H. O. Phillips; 
treasurer and general manager—J. E. 
Cameron; secretary and assistant treas- 
urer—Paul O. Lawton; factory man- 
ager—Robert Cowen. 
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Companies Formed to Handle 
G.E. Refrigerators 


The Arch Electric Company, 181-A 
Broadway, Portland, is the name of a 
new company formed to handle the 
distribution of General Electric Com- 
pany refrigerators in the Portland ter- 
ritory. All of Oregon, except the ex- 
treme eastern portion, and the south- 
western counties of Washington, are 
included in the territory. Arch W. 
Trabert, formerly of the General Elec- 
tric Company, and more recently an 
electrical contractor in Aberdeen, 
Wash., is the owner and manager of 
the new company. 

In Spokane distribution of General 
Electric refrigerators will be handled 
by the Electric Refrigeration Company. 
Jerome L. Andrus, formerly in the re- 
frigeration business at Portland, is 
manager of the new Spokane com- 
pany, which was financed by Spokane 
business men. 

oe 

Atlantic-Pacific Agencies Corpora- 
tion, formerly with headquarters at 
383 Brannan Street, San Francisco, 
has removed to 835 Howard Streeet, 
with attractive offices, display and 
demonstration space, and warehouse 
facilities on the third floor of the 
building. 


—_——_— 


The New Departure Manufacturing 
Company, Bristol, Conn., has_ estab- 
lished a branch engineering office in 
San Francisco at 1812 Van Ness 
Avenue. Elliott A. Allen has been ap- 
pointed resident manager. 
eaciciaaeieadios 
Link-Belt Company, 910 South Mich- 
igan Avenue, Chicago, has announced 
that it is building a two-story factory 
at Toronto, Canada. 





Frigidaire Corporation Opens Branch in Seattle 





Carved furniture and Oriental rugs 
add greatly to the attractiveness of the 
branch sales office recently opened by 


the Frigidaire Corporation at 1901 
Fourth Avenue, at the corner of Stewart 





Street. Spacious show windows front- 
ing on the two streets give excellent 
opportunity for the display of Frigid- 
aire cabinets, supplementing the display 
of all the models on the sales floor. 














New Equipment 


Universal Secondary Racks 


What is claimed to be the latest de- 
velopment in secondary rack construc- 
tion and the first real universal rack 
is the Peirce Universal secondary rack 
recently placed on the market by Hub- 
bard & Company, Pittsburgh, Pa. 





The rack units are made alike and 
can be assembled to make any com- 
bination secondary racks with 4 or 8- 
in. spacings. These units are made 
of a single piece of steel and are 
roofed so that they will not injure the 
insulation of the line wire when pulled 
through the rack and also so that they 
will drain readily. The insulator bolt 
used is a standard %-in. machine bolt, 
generally 2 in. longer than the over- 
all length of the rack, which can be 
readily determined as each unit is 4 in. 
over-all in height. 
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Lifting Magnets 


The new type SA lifting magnet 
manufactured by The Electric Con- 
troller & Manufacturing Company, 
Cleveland, has these improvements, ac- 
cording to the company’s announce- 
ment: Coil spider of composite con- 
struction with body of cast steel and 
flange of cold rolled brass, providing 
greater strength and better lifting ca- 
pacity as compared with one-piece 
cast-brass spider. Outer pole shoe is 
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extended upward to fit against a ma- 
chined surface on the outside of the 
magnet housing, giving greater 
strength to prevent pole shoe break- 
age. A steel plate % in. thick is 
bolted in place at the top of the mag- 
net to prevent injury to the incoming 
lead-wires from the crushing effect of 
the crane hook and chains. 

Detailed description is furnished in 
Bulletin 900 which may be obtained 
from the company upon request. 


——--—- — —- - --- — - 


Anchors 


Two new types of anchors have been 
added to its line by the W. N. Mat- 
thews Corporation, St. Louis. One is 
the plate type of anchor known as 
Matthews Traplox (shown in the lower 
half of the illustration) and is made 
in three sizes, Nos. 90, 120 and 160, 
the numbers denoting the approximate 
area of the plate in square inches. 
The company states that this type of 
plate anchor is more satisfactory be- 
cause all of the area is closed and the 
stress at the joint between rod and 
plate is evenly distributed around the 
ball and socket joint. 

The other anchor is the expanding 
type known as Matthews Xpandix, 
which is made in two sizes, No. 8 
Two-way, and No, 20 Five-way. An 








8-in. hole is all that is needed for the 
No. 8 or No. 20. The No. 20 is the 
only five-way anchor made and ex- 
pands out to 20 in. in diameter, the 
company states. Detailed description 
will be furnished upon request. 
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Push Button Switch Plates.—George 
Richards & Company, Inc., 557 West 
Monroe Street, Chicago, has placed on 
the market a line of molded push but- 
ton switch plates, from one to four 
gangs. According to the manufacturer 
these plates, known as the Hemco 
molded push button wall plates, are de- 
signed to combine absolute safety with 
enduring beauty; they are molded of 
Bakelite and are absolutely shock- 
proof, and the rich satin finish is 
molded into the surface and is perma- 
nent and lasting. 
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Color Hood Holder 


A color hood holder to be used in 
connection with Reco color hoods is 
being placed on the market by the 
Reynolds Electric Company, 2650 West 
Congress Street, Chicago. 





The company gives the following de- 
scription of the device: “The holder 
in question is of non-corrosive metal 
and is made to be used in connection 
with both the screw and flush types 
of receptacles for three sizes of hoods, 
SF-14, AF-19 and AF-21. With the 
former type the hood holder is clamped 
to the face of the sign surface by 
means of the screw socket; with the 
flush type socket it is fastened to the 
surface with the two screws which 
hold the receptacle. The hood holder 
has a quarter-turn thread which se- 
curely holds the color hood in place. 
The advantages of this hood holder are 
that the lamp is protected from dust 
and dirt, which simplifies the matter 
of cleaning, and the white light is 
prevented from escaping through the 
end of the hood. Color hoods are fur- 
nished in six standard colors—ruby, 
green, canary, amber, blue and opal.” 
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Storage Type Water Heater 

The “Sun-electric” storage type water 
heater manufactured under the Sepco 
trademark by the Automatic Electric 
Heater Company, 1505 Race Street, 
Philadelphia, has been announced by 
that company. This appliance will 
absorb the sun heat and furnish con- 
tinuous hot water at any temperature, 
day or night, according to the an- 
nouncement, and it will work any- 
where, aboard a yacht or steamer, on 
the farm, on large or small apartment 
buildings, any place where the sun 
shines. On days of mellowed sun- 
shine or when the sun fails a precision 
electric heating unit combined with 
special thermostatic control will re- 
place the sun heat instantly and start 
furnishing at least 50 gal. of hot water 
which can be stored in a “thermos” 
type tank. 
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Sandwich Toaster 


An electric sandwich toaster with 
a number of new features now is being 
manufactured by the Westinghouse 
Electric & Manufacturing Company at 
Mansfield, Ohio. 


This toaster operates from the or- 
dinary lighting circuit, using only 600 


watts. Its adjustable top makes it 
suitable for either single slices of 
bread or thick sandwiches. It will 


toast a sandwich to a delicious brown 
in about two minutes, the company 
and the 


states, small size makes it 





particularly desirable for counter use. 
The sandwich toaster is furnished with 
cord and plug and two-heat switch. 


—_———— 


Floor-Polisher 

The Electric Vacuum Cleaner Com- 
pany, Cleveland, manufacturer of the 
Premier Duplex electric vacuum 
cleaner, recently announced the Pre- 
mier Duplex floor-polisher, a new ac- 
cessory for the cleaner. 

This floor-polisher clamps readily on 
the base of the cleaner and is driven 
at a high rate of speed by means of a 
special belt from the armature shaft of 
the motor. According to its makers, 
its main advantages are its simplicity 
of construction, durability, ease of ap- 





plication and ability to polish a wider 
strip of floor surface in a _ shorter 
length of time. The retail price is $10. 
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“Basebord” Heater 


A small, compact electric air heater 
known as the “Basebord” is being of- 
fered by The Electrical Heating & 
Manufacturing Company, Seattle. 





This heater fits right against the 
baseboard of the room, leaving just 
enough space behind for proper circu- 
lation of the air, or it may be used 
anywhere in the room. The “Base- 
bord,” which operates from the 110- 
120-volt circuit commonly used for 
lighting purposes, is made in two ca- 
pacities, 660 watt and 1,200 watt. Both 
heaters have the same outside meas- 
urements, 7 in. high, 4 in. deep and 
20 in. long. They are finished in 
nickel plate and gray enamel and the 
reflector is plated with 24-carat gold 
which cannot tarnish. The 660-watt 
heater retails for $16 and the 1,200- 
watt for $22. 
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The Pacific Electric Manufacturing 
Company, San Francisco, has placed on 
the market its Type OA instrument 
current transformer. These transform- 
ers originally were produced for instal- 
lation within the tanks of the Pacific 
company’s oil circuit breakers. Their 
successful operation under the severe 
conditions existing within the circuit 
breaker tanks has resulted in a demand 
for the transformer arranged for indi- 
vidual mounting and for installation 
other than within circuit breaker tanks, 
according to company announcement. 
These transformers have wound primar- 
ies and can be furnished with multiple 
ratio windings. Tap leads are brought 
out to the entrance bushing terminals 
so that the ratio may be varied without 
disturbing the mounting or oil tank. 
Sulletin No. 14 describing these trans- 
formers may be obtained from the com- 
pany upon request. 
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A unit for the lighting of outdoor 
substations which provides illumination 
on vertical surfaces and eliminates 
dark shadows and dark pockets by the 
use of an extensive type of distribu- 
tion curve has been announced by the 


Holophone Glass Company, Ine., 342 
Madison Avenue, New York. 
In its announcement the company 


says: “The light is refracted upward 
so that the operator looks along with 
the light instead of into it, thereby ef- 
fectively eliminating glare. Relamp- 
ing is easy and safe. The construc- 
tion of the Holophane refractor insures 
low dust collection. A special feature 
of the unit is its flexibility of light 
control. By loosening a locknut the 
entire unit may be rotated about its 
axis while burning, and the angle of 
maximum candlepower can be made to 
coincide with disconnect switches or 
other important apparatus. 
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+48 ge 

New Allen-Bradley Bulletins.—The 


following new bulletins have been is- 
sued by the Aller-Bradley Company, 
Milwaukee, Wis.: No. 410, “Types 
E-2100 and E-2200 Controlling Rheo- 
stats,” with accompanying revised 
price list; No. 644, “Type H-2052 Semi- 
Automatic Resistance Starter;” No. 
660, “Type H-1864 Slip-Ring Motor 
Starter;” No. 702, “Type J-1552 Al- 
ternating Current Contactor,” with ac- 
companying revised price list; No. 704, 
Type J-1552, Form R & RM Alternat- 
ing Current Reversing Switch,” with 
revised price list; No. 709, “Type J- 
1552, Form B Across-the-Line Starting 
Switch,” with accompanying revised 
price lists; and No. 760, “Type J-3064 


Automatic Slip-Ring Motor Starter,” 
with revised price list. 
High-Efficiency Centrifugal Pumps. 


—These pumps which, according to the 
company, have efficiencies of from 8 to 
10 points higher than the average cen- 
trifugal pumps, are described in detail 
in Bulletin No. W613, issued by the 
Worthington Pump & Machinery Cor- 
poration, 115 Broadway, New York. 
The bulletin also tells how 10,000 pump 
inquiries were analyzed to determine 
the heads and capacities most commonly 
specified by pump users, this analysis 
being used as a basis by the company 
for designing new lines of high effi- 
ciencies, especially for those heads and 
capacities most commonly specified by 
users. 


———»———_ 


Chromalox Equipment.—Recent pub- 
lications issued by the Edwin L. Wie- 
gand Company, 422 First Avenue, 
Pittsburgh, include the following bul- 
letins: C-106, Chromalox Heating 
Units; C-108, Chromalox Electric Heat- 
ers; C-109, Chromalox Heating Units 
for Domestic and Commercial Ranges, 


and Hotel and Restaurant Kitchen 
Equipment; and C-112, Chromalox Elec- 
tric Water Heaters, Automatic and 


Non-Automatic, Side-Arm Type. 


Electric Refrigeration—Two pamph- 
lets recently issued by the National Re- 
frigerating Company, New Haven, 
Conn., setting forth the advantages of 
its electric refrigerator, the Ice-O- 
Lator, are entitled “Eletric Refrigera- 
tion” and “The Silent Servant for Your 
Home.” 


—_————_>————__ 


“Clark” Electrically Driven Tools.— 
This is the title given to Catalog No. 
30, issued by the James Clark, Jr., 
Electric Company, Louisville, Ky., cov- 
ering its electrically driven tools, gen- 
erators and motors. 
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“Electrical West”’ 


RODUCTIVE activity in the manu- 

facturing plants of the Western 
states during August as indicated by 
the monthly consumption of electrical 
energy was about 3.8 per cent under 
that witnessed during August last year, 
after corrections are made for the num- 
ber of working days in the two months. 
The average daily production during 
August was about 8 per cent under 
that recorded during July of the current 
year. It appears that the manufactur- 
ing activities of the West are following 
very closely the record figures of 1926, 
the actual production of commodities 
during the first eight months of the 
year being within 1 per cent of that 
reported for the same period of 1926. 
There is every reason to believe that 
production during the remaining months 
of the year will be such as to result in 
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a total production during 1927 on a par 
with that of the record year, 1926. 

Practically all of the primary manu- 
facturing industries of the Western 
states reported an increase in the actual 
production during August, but when 
corrections are made for the fact that 
August had two more working days 
than July it is found that only two in- 
dustries—food and lumber—were oper- 
ating at a higher rate than during July. 
The food industry appears to be operat- 
ing at a rate 8 per cent over that of 
August last year. August activity in 
the lumber industry was 1.3 per cent 
under that of last year. 

Industrial operations in the Western 
states are following very closely the 
general trends of industry in the nation 
as a whole. The national industrial 
activity during August as indicated by 
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Barometer of Industiral Activity in Western States 


the consumption of electrical energy 
was about 0.3 per cent under that wit- 
nessed during August of last year. This 
is the first month since February that 
national general productive operations 
have been under those reported during 
1926. The various sections of the na- 
tion, however, reported industrial con- 
ditions widely at variance with condi- 
tions in the nation as a whole. New 
England general productive activity 
during August was 5.3 per cent over 
that of last year and the southern states 
reported a 27 per cent increase. On the 
other hand, general industrial activity 
in the Middle Atlantic states was 6 per 
cent under August of last year, and the 
North Central states reported a 4 per 
cent decrease in operations. As indi- 
cated above, the Western states reported 
operations 3 per cent under last year. 


ALL INDUSTRIES — WESTERN STATES 


Unedjusted Energy Consumption Referred to 1923-25 Monthly Average 
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